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UP FRONT 


The Eve of Destruction — 
A Call to Arms 


The Amusement Game Manufacturers Association 
(AGMA) lost a critical vote of confidence from operators 
the weekend of February 17 in Chicago where it staged 
its first (and possibly last) ASI trade show. Operators 
turned thumbs down on the manufacturers’ attempt to 
muscle in on a spring show and simply refused to attend. 
Adding further to the embarrassment of AGMA was a 
Surprising number of distributors who were con- 
spicuous by their absence. And the final nail in the coffin 
was driven in by a vast number of ASI exhibitors who 
complained bitterly about the poor attendance and 
were left holding the bag because they wasted their 
money on a show that was built on nothing but hype. 

Hundreds of thousands of dollars were wasted by 
AGMA in its attempt to destroy the AOE show and call it 
its own. It hurts to think about all the good that could 
have been accomplished with all that money. And yet it 
was all used in a concentrated effort to stamp out the 
AOE show, Play Meter magazine, and, believe it or not, 
the operator population as we know it today. The ques- 
tion is, why would the manufacturers’ association want 
to oe sO much money pursuing such questionable 
goals? 

During the video boom, a lot of manufacturers got a 
taste of what it is like to produce video games to the tune 
of 50-100 thousand per year. Thanks to all the ‘‘close- 
out’’ sales held by the manufacturers on distress inven- 
tory, we all now know about what their cost is for a 
game. At full price on a hot game, a manufacturer can 
net at least $800 per game based on these close-out 
prices. That means that a run of 100,000 games can 
return a net profit to the manufacturer of $80 million! 
That's a pretty staggering figure to say the least. 

The manufacturers would like to see those boom days 
return, but the amusement market is too fickle and too 
unstable for them. They want to be able to produce 
video games in those numbers without regard to a fickle 
public or fierce competition. And they can accomplish 
this goal quite easily by producing video gambling 
machines which many say are destined to replace slot 
machines. 

In this issue you will read about the pending threat of 
legalized gambling on video games in the form of state 
and city run lotteries. The problem presents a very real 
and present danger to the operator population, but it 
represents an extremely profitable windfall in the 
billions of dollars to the manufacturers. Lottery agencies 
are buying their video machines direct from the manu- 
facturer, bypassing the distributor. And state or city ap- 
pointed agents are operating the machines virtually 
eliminating the present day operator. This is how it is 
being done in Nebraska and this is how it is likely to con- 
tinue. It’s an ideal, not to mention profitable, situation 
for the manufacturer — shoving video lottery games out 
the back door as fast as they can come off the assembly 
line without regard to distributors making their quota or 
operators being able to afford their latest offering. For 
manufacturers it’s adream come true. For operators and 
distributors, it’s a nightmare that threatens their very ex- 
‘stence. 


Under the circumstances, the goal of these manufac- 
turers is to destroy anything that stands in their way. 
That’s why the AOE show and Play Meter were targeted 
by AGMA. We have strongly and openly opposed video 
gambling machines from the beginning. We refused to 
let them advertise in Play Meter and spent a great deal of 
AOE profits to keep them out of the AOE show. 

AGMA resented the way these profits were spent haul- 
ing these gray area game manufacturers into court and 
defending ourselves in countersuits. The gray area 
manufacturers vowed that a rival show that would 
welcome them with open arms would be held this year. 
So AGMA did exactly that with its ASI] show. And why? 
Because they know that the proliferation of gray area 
games in a given territory lays the foundation and opens 
the door for legalized video lotteries. All it takes is one 
legislator to stand up in session and say, ‘‘Look at all that 
untaxed income being made out there on all those video 
gambling machines. It’s about time we legalized them 
and let the state make all the profit.”’ 

The ASI show has indeed fallen flat on its face and that 
can be considered a great victory for operators as well as 
for Play Meter. But the battle is far from over. Manufac- 
turers are spending big bucks to have the issue of video 
lotteries introduced in legislative sessions and ap- 
proved. Six lobbyists are working for one manufacturer 
in Nebraska alone. 

This is not just a battle between AGMA and Play 
Meter. It's a battle for the continued survival of 
operators and for the existence of an entire industry. The 
time has come to join forces. 

We are no longer alone in our fight against gray area 
games and the awesome threat of legalized video lot- 
teries. The National Coin Machine Institute (NCMI) has 
recently joined our ranks and is taking steps to fight 
these problems head-on. It’s time for each and every 
one of us to reassess our position and our goals in this in- 
dustry and to decide if it’s headed in the right direction. 

Don’t get me wrong. | doubt if anybody in this in- 
dustry, including myself, is opposed to legalized gam- 
bling. This is not a moral issue. It isan economic one that 
threatens the future of an entire industry. There is still 
time to save this industry’s eventual destruction. If 
enough enlightened manufacturers, distributors, opera- 
tors, and associations join together in one united effort, 
the battle can be won. Legalized video lotteries can exist 
without threatening the present structure of the coin-op 
industry. It’s up to all of us to find that solution. 

For those of you attending the AOE show, there will be 
a special open session on the subject of video lotteries 
Saturday night at 6 p.m. | urge each of you to attend. 
Your very future may depend on it. The revolution has 
begun. More than ever, the time for unity is now. 


Ea 


Ralph C. Lally II 
Editor and Publisher 
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CONVERSIONS 


Four “STARS” will be born in Chicago on March 9, 1984 when EXIDY, INC., 
America’s pioneer in the video-game industry, introduces to the operators 
and distributors of the worlda—MAX-A-FLEX™—the Ultimate Conversion 
System. All four “STARS” will be delivered beginning April 1st, with many 
more “STARS” to follow. 


So if you were debating on whether or not to attend the A.O.E. show this 
year; debate no further. BE THERE! 


Er 390 JAVA DRIVE, SUNNYVALE, CALIFORNIA 94089 
4 (408) 734-9410 TELEX 357-499 


OPINION 


The High Cost of Playing (Videos) 


By Louis Boasberg 


DT 


Gene Lewin’s article under the heading of “Critic 
Reviews Laser Games at the AMOA” which ran in a 
recent issue of Play Meter (December 31, 1983, p. 78), 
was exceptionally well done, except that in his criti- 
cism of Astron Belt, he states: “Another very bad 
thing, and it surprises me coming from an industry 
giant like Bally, is that the game can be set for quarter 
play. Everyone knows that if it can be done, some 
stupid operator will set it on one quarter and ruin it 
for everyone else. Dragon’s Lair cannot be set for one 
coin, so no one else did it. Why give that option?” 

Gene should realize that a manufacturer cannot 
arbitrarily force and set the pricing on its games. If this 
were the case, manufacturers would double the 
selling price of all of their games and install dollar coin 
chutes. 

As for an operator being stupid if he sets the 
game on a quarter, | imagine he would be stupid to 
pay $4,500 plus for a game and then putitinitially ona 
quarter. He would be stupid, indeed, unless he 
operated the game in a 24-hour location and took ina 
minimum of $400 to $800 gross a week. (This would 
be possible but not probable.) 

The question as to whether a game operates ona 
nickel, dime, quarter, 50 cents, or $1 depends on 
many factors—the type of location, the traffic in the 
location, the hours the location is open, the geo- 
graphy of the location—all of these influence the 
pricing of a game. (The time consumed playing the 
game may also be a factor.) 

However, the most important factor of all is the 
caliber of the game. | have news for Mr. Lewin—it was 
a good thing that some of the lasers shown at the 
AMOA Show can be reduced to a quarter, as some of 
these games not only are now being operated on a 
quarter in many locations nationwide, but even at this 
reduced price, they do not take in the revenue to 
justify their high cost. 

In New York, Chicago, Los Angeles, Philadelphia, 
Boston, and other large cities, games with great play 
appeal can be operated on two quarters in most 
locations. But the games that are operated in country 
towns, particularly in states where the economy is not 
too good, have to be operated on a quarter. This is 
especially true after the game has been in a location 
for two or three months. 


There is one rule that all manufacturers should 
learn, and | believe they are learning it very fast atthe 
present time—the higher the cost charged to distrib- 
utors and operators for a game and the higher pricing 
the player has to pay not only influences the number 
of games sold, but also influences the number of loca- 
tions where a game can be operated at a profit. 
Higher pricing to the player certainly influences the 
longevity of a game in a specific location. 

For instance, when a blockbuster movie like “The 
Godfather,” “Star Wars,” “Raiders of the Lost Ark,” 
“E.T.,” or any other big spectacular picture first comes 
out, theaters usually not only raise their prices, but 
suspend all complimentary passes. But after everyone 
has seen the blockbuster movie at least once, then 
eventually the movie goes to a second run or neigh- 
borhood theater where admission prices are drasti- 
cally reduced. The public will not pay the same price 
for any movie after it has been showing for a year or 
more. 

The same is true of video games. No matter how 
spectacular or how innovative the game is, when the 
initial novelty has worn off after a few months, then 
the operator has to reduce the price to a quarter. By 
doing this, especially if he calls attention to the lower 
pricing, he revives the game almost immediately, and 
the lower pricing sustains the game in the location a 
few months longer and helps the operator get some 
of his cost out of the game or even perhaps make a 
profit. 

Any and all video and flipper games should have 
adjustments that can allow the operator to adjust the 
price to whatever denomination he thinks is econo- 
mically sound—One play, a quarter; Two plays, a 
quarter; One play, 50 cents; One play, $1, etc.. 

A manufacturer who sets his game on two 
quarters and makes it impossible or extremely hard 
for an Operator to change said game to a quarter is 
traveling in a fool’s paradise, insomuch as many 
arcades and locations operate on checks and can 
defeat the manufacturer’s purpose merely by giving 
more checks per dollar. 

So Mr. Manufacturer, let the operator decide 
what he wants to charge fora player playing his game. 
He is not as stupid as Gene Lewin or some manufac- 
turers may think. e 
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Letters to 
the editor... 


Tribute to 
Osborne 


I want the world to know that if 
any one person could be credited 
with the defeat of the $250 tax in the 
Special Session of the New York 
State Legislature in December of 
1982, it was the late Don Osborne. 

It was a dark day at Atari when 
they took the first plunge in the 
stock market and fell 19 points. I 
didn’t know him, and he didn’t know 
me. I had a strategy in mind on our 
tax and explained it to his secretary, 
since he was in conference. Every 
hour counted. 

Without questioning my rea- 
soning, he did what I beseeched him 
to do, got out of a sick bed at 6 a.m. 
that Monday morning (knowing 
that it was 9 a.m. in New York) and 
made the phone call I requested. He 
never needed anyone to draw hima 
picture—he understood. 

Never in all my years of associa- 
tion work have I ever had such a 
quick response, and such blind faith 
and trust accorded me—a total 
stranger then. I’m only glad I told 
him so—many times—while he 
could still hear me. 

Millie McCarthy 
Consultant 

The New York State Coin 
Machine Association, Inc. 
Hurleyville, New York 
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An opinion 
On auctions 


I would like to comment on the 
“Auctions Help Operators Survive 
in the '80s” article in the February 1, 
1984 edition of Play Meter (p. 67). 

The article states that you can be 
sure that you are buying and selling 
at market price. If you are selling 
your games at $200 - $1,200 below 
retail value, how can you be selling 
at market price? 


Furthermore, I do not see how 
selling a game for $200 that cost 
$2,695 can be exciting, fun, or even 
convenient. 

The one thing auctions do 
support is new operators entering 
into an overcrowded industry. I get a 
cramp in my stomach when I see 
someone take $10,000 and turn it 
into a 50-piece amusement com- 
pany, jumping out and back stabbing 
and giving higher commission cuts 
to take my locations. 

When my old Donkey Kongs and 


Audio Visual 
Amusements 


Offering the finest 


new and used 
equipment 


REPRESENTING LEADING FACTORIES 
@ SALES, PARTS, SERVICE e 


ARCADE PLANNING 
SPECIALISTS 


Every new and used video 
in stock at all times 


YOU'VE TRIED THE REST, 
NOW TRY THE BEST 


WE’RE EAGER TO SERVE 


1809 Olive Street 
St. Louis, Missouri 63103 


(314) 421-5100 


For further information, call Pete Entringer 
(collect) 


RAND OF PHOENIX, Inc., 1818. 25th Dr. Phx.. Az., 602-944-1024 


BIG STATE SUPPLY CO. 


Service is The Key to our Success. Same day shipment. 

Supplying the nation with parts and supplies for all equip- 

ment needs—JUKEBOX, SHUFFLEBOARD, PINBALL, 
POOL, VIDEO, & FOOSBALL 


Call Toll-free: 800/772-2708 (in TX) 


800/433-2915 (national) 

Ask for this month's Play Meter Special on 

fuses, rubber rings, overlays, and marquees. 
Offer expires March 15, 1984. 
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Defenders have totally died (as well 
as Ms. Pac-Man, Pole Position, etc.), 
I will line them in rows in the shop 
and save them for parts and the 
cabinets. If you have to replace one 
color-monitor, your old game can 
save you more than you can sell it 
for. (Buying a new cabinet for $595 
when you could save your old Aster- 
oids is not only a poor financial 
decision—it is stupid.) 
James W. Harris 
Delta Amusement Inc. 
Osceola, Arkansas 


The old and the new 


I would like to share a few obser- 
vations on the changes that have 
occurred in the business policies of 
operators and distributors of coin- 
operated machines. I worked as a 
mechanic for about 14 years before 
switching to computer program- 
ming and data processing. My 
service experience included elec- 
tronics, shop, and outside service, 
with both major and minor opera- 
tions. If you are old enough to 
remember when “prom” meant a 
high school dance, you should be 
able to identify with the situations 
mentioned. 

e I can recall machines packaged 
with schematic diagrams and parts 
manuals. Many manufacturers even 
included a few extra bulbs and fuses. 
Most used metal for parts that 
required resistance to stress and 
wear. Today's machines are mostly 
wood and plastic. Some are even 
purchased with ‘‘plastic!” 

@ Outside servicemen were 
required to complete calls (fix the 
machine) before leaving the loca- 
tion. They were even expected to 
have a tool box and carry replace- 
ment parts. The move-truck was 
used only to deliver new machines 
or to swap out older games. They 
were not used as ambulances to 
bring sick games to the hospital! 

e Today's machines are mostly 
computers, programmed to a 
specific duty. Most people do not 
realize that there is very little 
difference between a music box, 
pinball, or a video gatne. To the 
CPU of a computer, they are just 
another input/output configuration, 
with different program ROMs 
giving instructions. To someone 
trained on the old electrical-mech- 
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ON YOUR MARK, GET SET... 


WITH 


aes Konami/centuri. 


Track & Field adds new meaning to the word competitive. Featuring six popular 
events: 100-Meter Dash, Long Jump, Javelin, 110-Meter Hurdles, Hammer 
Throw and High Jump, the game can be played individually or simultaneously 
by up to four people. Each event is remarkably realistic. So don’t be left in the 
Starting blocks. .. get on your mark, get set and win, with Konami/Centuri 
Track & Field. 


Copyright 1983 Konami Industry Company, Ltd. 


Cc 2 ni LU ri ™™ We're Inventing What The Future Will Bring 


CENTURI, INC. 254 West 74th Place, Hialeah, Florida 33014 
Phone: 305-558-5200 + Telex: 803694 ».ANSB Centuri - Cable: CENTURI 
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TOP VIDEOS TOP VIDEOS 
Arcade Locations Street Locations 
Thirteen of 27 videos (48%) with a response rate over 10 Fourteen of 26 videos (54%) with a response rate over 10 
percent have above average performances. percent have above average performances. 
Rating Rating 
Apr. 1 Mar. 15 Mar. 1 Apr.1 Mar. 15 Mar. 41 
* 1. Spy Hunter/Dally Midway .. 100.0 108.8 101.4 * 1. Track and Field/ 
2. Track © Field/ Konami/Centuri............. 100.0 100.0 88.4 
Konami/Centuri ........... 88.4 97.0 91.2 * 2. Pole Position 2/Atari ........ 98.9 87.5 89.0 
5S. M.A.C.H. S/Mylstar........ 87.8 100.0 100.0 * 3. Dragon’s Lair/ 
* 4. Pole Position 2/Atari....... 77.6 89.7 65.3 Cinematroniés: ........605.6.. 98.2 99.3 100.0 
* 5. Astron Delt/Bally Midway... 77.1 62.8 88.8 4. Pole Position/Atari.......... 84.7 94.1 68.2 
6. Dragon’s Lair/ * 5. Elevator Action/Taito ........ 79.9 87.6 71.9 
Cinematronics............. 76.2 95.6 90.9 * 6. Crystal Castles/Atari......... 76.9 _ _ 
7. Pole Position/Atari ........ 67.7 me TtD 


Provisionally Rated Videos 
Provisionally Rated Videos 


Rating 
Rating Provisional Ratings Apr.1 Mar. 15 Mar. 4 
Provisional Ratings Apr. 1 Mar. 15 Mar. 4 Spy Hunter/Dally .............. 121.6 110.3 _ 
Crossbow/Exidy ............... 93.6 — — Tapper/Bally Midway .......... 111.4 — — 
NFL Football/Bally Midway ..... 86.1 108.8 a M.A.C.H. 3/Mylistar............ 101.3 93.1 99.8 
Major Havoc/Atari............. 80.4 98.4 - NFL Football/Bally Midway ..... 94.5 — _ 
Tapper/Bally Midway .......... 79.5 - Astron Beit/Dally .............. 91.2 91.6 — 
Dirdie King II/Coinit ........... 72.4 78.5 - Motorace USA/Williams ........ 61.0 — — 
Mega Zone/Interlogic.......... 66.5 _ — Junior Pac-Man/ 
Dally Midway. os 6. ses 79.3 76.4 77.4 
TOP PINBALLS Juno First/Mysitar.............. 7 Ae dew _ — 
Arcade G Street Locations 
Ten of 19 pinballs (53%) with a response rate over 10 NOVELTIES (non-videos) 
percent have above average performances. Arcade & Streét)Locations 
Rating Seven of 21 novelties (83%) with a response rate over 10 
Apr.1 Mar. 15 Mar. 4 percent have above average performances. 
* 1. Sharpshooter/ 
Game Plan. 202 ane. 100.0 _ 117.9 Rating 
* 2. Royal Flush Deluxe/ Apr.1. Mar. 15 Mar. 4 
Gottlieb steak. es 96.0 100.0 o * 4. Whac-A-Mole/ 
* 3. Rack em’ Up/Gottlieb...... 93.3 60.5 78.8 Bob’s Space Racers ........ 100.0 66.7 100.0 
* 4. Pinball Champ/Zaccaria.... 80.0 _ 74.7 %& 2. Long Board/ 
5. Firepower Il/Williams ...... 76.5 _ _ Am. Shuffleboard.......... 91.9 fee ee 
* 6. Time Machine/Zaccaria .... 76.0 — — * 3. Shoot Away/Namco ....... 77.2 66.7 75.0 
7. 6-Ball Deluxe/ 4. Chexx/ICEe en 72.8 -- 62.8 
Bally Midway ............. 74.9 _ — * 5. Skee-Ball/Skee-Dall........ 70.1 = 78.4 
8. X’s G O’s/Bally Midway.... 74.3 51.9 61.0 
Provisionally Rated Novelties 
Provisionally Rated Pinballs Rating 
Provisional Ratings Apr.1 Mar.15 Mar. 4 
Rating Tidal Wave/Exidy ............. 107.2 ~ 75.0 
Provisional Ratings Apr.1 Mar. 15 Mar. 1 Water Lasers/Am. Arcade ...... 94.3 5 sae 
Ready-Aim-Fire/Gottlieb ....... 113.3 58.3 86.4 
Striker/Gottlieb ............... 75.0 51.9 117.9 
Provisionally rated games in each category are above 
average performing games with a response rate between * Conditionally Rated—Weekly average 
10-25 percent. based on less than 50% response rate. 
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ATTENTION 
STREET OPERATORS 


WE LET YOU | 
MAKE MONEY 


THE OLD-FASHIONED WAY 
OUR KITS 


“Only Coinco builds a complete line of Game Doors; Noryl, Metal or 
Electronic Acceptors; IIluminated Push Button Switches and Timers. 
Your ONE SOURCE for quality and reliability.” 


ie 
DB... 
Coinco's 
National Spokesman 
Ed McMahon 


How much do you 
know about Coinco? 


Coin Acceptors, Inc. is a multi- 
dimension company capable of 
supplying all your Game Door 
related needs. For 25 years, 
under the trade name “Coinco’”, 
the company has been the 
world’s leading manufacturer of 
coin equipment for the automatic 
vending industry. 


Coinco Game Door Features: 


1. Optional features available on all models, including illuminated 
coin inserts, blockout coils, custom harnessing and choice of 
locks. 

2. All manufacturing done in USA. No troublesome Metric 
threads. 

3. Coinco manufactures 3 types of Acceptors: Noryl, Metal and 
Electronic. 

4. Exclusive cash box security enclosure available in 
three sizes. 

5. Off-center coin slot on coin return button facilitates bent coin 
removal and coin-slot cleaning. 

6. All metal bezels and doors throughout. 

7. Quick release for Coinco Acceptor removal. 

8. Exclusive Slam Switch optional on all Game Doors. 

9. Built-in Coin Switch Tester and Key Hook, all standard. 

10. All internal components mounted on separate inner panel. 

. Quick price-change provision on buttons for token conversion. 

. UL & CSA listed anti-bounce coin switch. 


Coinco does its own design, 
engineering, tooling and manu- 
facturing in four modern USA 
plants to control quality and 
assure prompt delivery. We have 
our own Coinco Sales and Service 
Network, with 31 Branch Offices 
and more than 100 Distributors 
to serve you. 


For information, call TOLL FREE, 
today: 1 (800) 325-2646 


Coin Acceptors, inc.,4946 Daggett, St. Louis, MO 63110 
in Canada: 868 Progress Avenue, Scarborough, Ontario 


anical games, they are alien ma- 
chines from another world! 

@ | believe that those in the indus- 
try must make some basic changes in 
methods of operation and general 
policy. First, “computer” is the 
name of the game. Almost every 
game will be a computer or com- 
puter controlled. Common sense 
will dictate that computers be used 
to maintain and keep records on all 
business functions. How can you 
Operate computers and use pencils 
and paper cards to keep records? It’s 
like using a pocket memo pad to 
keep up with the IRS tax code. 

e Owners, and some employers, 
must be able to operate a computer. 
At least a few employees should be 
able to do some programming and 
minor service. An owner that has no 
knowledge of computers has little 
knowledge and control over his 
business. Like it or not, his future 
decisions and policies are being 
determined by others. Those that 
use and develop the programs will 
set the standards of business. 

@ Now ts the time! There already 
should be large networks for ex- 
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CALL TOLL FREE 


800-227-5813 
IN CA 800-227-5814 


OR 408-625-5333 
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change of ideas and data. This 
should be a non-profit undertaking, 
supported by members of the coin- 
machine family. The power of this 
combined force would be of a great 
magnitude! With a lot of input, 
service and revenue profiles would 
be effective and accurate. Manu- 
facturers and distributors would not 
be the only source of information. 
The data base would include the 
facts as presented by the operators 
too. “Lemons” and fly-by-nights 
would be known before they could 


‘do much damage. There could even 


be a provision for a factory interface 
to test games over the phone lines 
from your workbench. It will 
happen if we get together and 
demand the service we pay for. 

e@ Many computers cost less thana 
single game purchased from a dis- 
tributor. The computer can keep 
track of all your games, do your pay- 
roll, and write letters for you. It can 
“talk” by telephone to other com- 
puters and do many other things. If 
nothing else, it will show you how 
little you know about your business. 
Those with computers know what | 


chnology 


mean. They have become believers! 

e The old days were fun, but they 

are gone. The future will be great for 

those that remain open to change. If 

you are still thinking about it, you 

are already behind. The future is 
now! 

Charles Gleason 

Delta Music Co. 

Thibodaux, Louisiana 


Profitable equipment 


I operate a successful video 
arcade with 42 machines including 
one foosball, three pool tables, and 
one air hockey. Fifty percent of my 
gross receipts are from the foosball, 
pool, and air hockey tables. In 1983 
80 percent of the income came from 
video games. This has now changed 
considerably. Of all the games listed 
in the survey, we only have five. 

Profit is the name of the game, 
and we do very well. 


Keith McCormick 
Arcades West 
Cathedral City, California 


"Quality is Our 
Family Tradition’ 


HOFFMAN & HOFFMAN 


CARMEL-BY-THE-SEA CALIFORNIA 93921-0896 
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MINNESOTA MAY APPROVE 
PRIVATE PAY PHONES 


Privately owned pay phones will 
be legal to operate in Minnesota by 
mid-April, predict industry execu- 
tives and phone company princi- 
pals. 

Approval will be issued by the 
Minnesota Public Utilities Commis- 
sion. It will come due to compro- 
mises, between private pay phone 
innovators and Northwestern Bell, 
which make it more profitable for 
Bell to get a percentage of phone 
call collections while private com- 
panies manufacture, service, and 
operate the equipment. 

“We are in favor of the private pay 
phone and will recommend it if it 
comes up in other states that we 
serve,” said Greg Ludvigsen, a staff 
attorney for Northwestern Bell. 

The favorable ruling will be the 
culmination of a four-year struggle 
for Bob Albertson of Tonka Tools, 
Inc. Just last fall, Northwestern Bell 
disconnected private pay phones 
being hooked up to business lines. 

“We finally figured a way to make 
the idea profitable to the phone 
company,’ he told Play Meter. 
“That’s what turned the corner for 
us.” 

Under the approved system, the 
phones will use specially designated 
and metered lines. The phone 
company will read the meters to 
determine the number of calls made 
on each phone and assess charges 
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ranging from 5 to 12 cents per call, 
depending on the number of calls 
made on each phone. 

“The first 200 calls made during a 
month on each phone will be 
charged 12 cents,” Ludvigsen said 


explaining the Northwestern Bell 
proposal. Per call costs will descend 
as the numbers increase. “That will 
enable us to maintain our profit 
structures and keep other customer 
service rates from going up. The 
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MARYLAND 
STUDENT 
UNION 


Van Brook is #1 World Wide 


A. Keeping our Customers Number One has made Van 
. Brook the Number One Leader in the Amusement & 
ATARI Casino Token Industry. No other supplier can offer you: 


¢ Immediate, same day shipment on Stock Tokens and 
Accessory Items. 


¢ Buy-Back Agreement 100% on Stock Tokens. 

¢ Special-Sized Token Wrappers. 

° Wide array of all necessary Signs and Stickers. 

* Accessory Items in stock for immediate shipment. 


* Token Mechs (Metal & Plastic, 48 different sizes 


and types). ue 
* Cradles & Cradle Kits. = Aine, 
Push Chutes (C lete, Single-Token & 
er Gils 


English #515 Roll-Down Acceptors. 
English 4 x 4 Replacement Cradles & Kits. 
Klopp Token Counters. 

Security Cash Controller 

Kwik Koin Token Dispensers. 


* *% * * 


* 


¢ Expert Technical Advice & Assistance, based on 
many years of experience. 

¢ Professional Artwork & Design Service at no charge. 

¢ Hundreds of attractive Stock Dies. 

¢ NOTES & QUOTES Promotion Booklet (up-dated 
and revised periodically). 

¢ Exporting Expertise -- We know the Export Market, 
and how to solve its complex problems. 

¢ Product Exellence -- Van Brook Standards of 


Precision and Quality Control are the highest in 
the Token Industry. 


Phone or write for catalog & samples 
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» NASHVILLE 
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9.00 
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HOLIDOME 


INDOOR 
RECREATION 
CENTER 


Copyright © 1982 © Van Brook of Lexington, Inc. * All Rights Reserved. 


VAN BROOK OF LEXINGTON, INC. ¢ P.O. BOX 5044, LEX. KY. 40555 


Public Utilities Commission is 
concerned about that.” 

At a January Public Utilities 
Commission hearing, a phone 
company spokesman told the PUC 
the installation of private pay 
phones could increase Northwest- 
ern Bell’s profits 10 percent. 

The Minnesota PUC is also 
concerned that consumers at pri- 
vate phone installations do not lose 
any of the services currently 
provided by Bell. 

“That’s why we have developed 
our new model phones,” Albertson 
explained. “They allow for long 
distance calls (the rate can be set by 
the phones’ operators), for free 
800 and 911 calls, for customers 
to use credit cards, and can be 
hooked up with long distance 
services like Sprint and MCI.” 

According to Albertson, there are 
15,700 Bell pay phones in Minneap- 
olis alone. He estimates there will be 
four or five times as many private 


el 
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pay phones in locations after the 
PUC issues a favorable ruling. 

“The (private pay) phones will 
then be profitable enough to 
occupy primary spots in any loca- 
tion,” he said. 

According to Albertson, a favor- 
able Minnesota ruling will set a 
precedent for favorable decisions in 
other states. “This is a test case. 
Other Bells will go along if we are 
successful here.”’ 

Kentucky is leaning toward 
allowing the (private pay) phones 
under regulations similar to the 
ones we have proposed here,” 
Ludvigsen agreed. He suggested the 
compromise regulations might help 
the issue win in states that have 
previously denied it—Florida, lowa, 
and Idaho—and push it over in 
states that haven’t dealt with it— 
New York, New Jersey, and Texas. 

Private pay phone manufacturing 
companies are being started to 
compete for Minnesota distributor 


ee os AMERIGCORP ENTERPRISES, INC. 
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NATION’S OLDEST AND HIGHEST VOLUME COUNTERTOP DISTRIBUTOR 


WE OFFER YOU THE BEST OF THE COUNTERTOP MARKET 
... BECAUSE WE KNOW THE COUNTERTOP MARKET BEST! 


LITTLE CASINO II “5 in 1” CONVERSION NOW AVAILABLE! 


: HORSERACING 
* BLACKJACK 
. POKER 
. CRAPS 

HI-LO 


: ALL NEW COUNTERCADES WITH INTERCHANGEABLE GAME BRAINS AND LASER 
POTENTIAL now available in FAXI, FAXII, and PRO SPORTS—with more to come! THIS 
is the game that was developed to keep pace with the changing marketplace— 

and keep you on top of the market. 


® PIT BOSS & PIT BOSS JRS.—BEAUTIFUL color graphics available now with 
@ POKER, BLACKJACK, CRAPS—and SLOTS or HORSERACING—or— 
@ ALL NEW “TABLESTAKES” MODEL! 


IF IT’S WORTH HAVING, WE’VE GOT IT AT A PRICE YOU CAN AFFORD. 
“WE WERE COUNTERTOP WHEN COUNTERTOP WASN’T COOL!” 


108 Fawn Drive @ San Antonio, Texas 78231 @ CALL (512) 492-5130 FOR INFORMATION 


NOW WITH ALL NEW COLOR GRAPHICS 
6 PAGES OF ADVERTISING 
EXCITING NEW DESIREE VOICE OPTION! 


and operator business in anticipa- 
tion of the favorable PUC ruling. 
Albertson’s firm has spawned two 
other pay phone efforts. (Albertson 
originally tried to keep the own- 
your-own pay phone concept from 
being marketed by other com- 
panies. See Play Meter, December 
15, p. 26.) One, headed by former 
Tonka employee, is Matrix Market- 
ing. Another, Empire Liberty, was 
started by a business associate who 
was renting a warehouse from 
Albertson when he became impres- 
sed by the private pay phone 
concept. 

Outside Minnesota, interest in 
marketing and operating the phones 
is also increasing. Rumors are 
rampant about established coin-op 
industry members who have vested 
interests in the concept in their 
states. One Denver firm has re- 
portedly purchased 22,000 old 
telephone casings from General 
Electric. e 
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BUSHNELL RESIGNS 
FROM PIZZA TIME 


On the heels of a dismal 1983 
earnings report and a class action 
suit by stockholders, Pizza Time 
Theatre has accepted the resig- 
nation of its founder and chairman 
of the board, Nolan Bushnell. 

In the midst of charges of 
mismanagement, Bushnell, whostill 
owns 19 percent of the Pizza Time 
stock, and two other board mem- 
bers resigned from active executive 
involvement in the specialty res- 
taurant chain. 

“The restaurant business is in- 
credibly disciplined, and Nolan just 
isn’t suited to taking care of day-to- 
day details,” a source within the 
company told Play Meter. 

On January 13, Pizza Time an- 
nounced that banks had cut off its 
credit. The company was current 
under note repayment schedules, a 
spokesman said, but had violated 
“certain financial covenants’ of the 
loan agreements. The company also 
said it would report a “substantial 
loss” for the fourth quarter, in 
addition to a $ .99 per share loss 
already accumulated through the 
first three quarters of 1983. 

On January 27, Pizza Time admit- 
ted being served with a “‘class- 
action lawsuit against its officers, 
directors, and underwriters.” The 
suit, filed in U.S. District Court in 
San Jose by debenture and stock- 
holders Presidential Life Insurance 
Company and Kline Dainoff Ob- 
Gyn Associates, alleges violations of 
federal and state Securities Act 
provisions. The suit complains 
Bushnell gave out false or mislead- 
ing information about the com- 
pany’s financial status, and includes 
a March 1983 quote of Bushnell, 
wherein he had said that analysts 
predicting the demise of Pizza Time 
Theatre “have had their heads up 
their a----.” 

On January 31, the company 
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Nolan Bushnell 


reported Bushnell, Wallace Hawley, 
and Stephen Lieberman had re- 
signed. Pizza Time president and 
co-founder Joseph Keenan, who 
resigned his position with the 
company last fall, was brought back 
to replace Bushnell as chairman. 


Randall Pike took the president’s 
office, and Henry Montgomery 
joined Pizza Time as chief financial 
officer. 

Bushnell remains with Pizza Time 
as chairman of the board of wholly 
owned subsidiary, Sente Techno- 
logies. But a Pizza Time source 
indicated the title serves more to 
establish Bushnell’s continued 
connection with the video game 
producer, not as an indication of 
executive responsibility. “Bushnell 
will serve in the capacity of a 
creative consultant to Sente Tech- 
nologies,” the source said. 

Pizza Time’s cash position may be 
better than financial statements 
show. More than $20 million 
annually in amortization and depre- 
ciation expenses, which show up as 
expenses, is retained by the com- 
pany. Reportedly, Pizza Time will 
use those millions to implement 
new programs at locations while 
seeking financing for additional 
working capital. 

The company said its revenue 
downturn was brought in part by 
oversaturation of stores in some 
areas. (There are more than 20 Pizza 
Time and similar types of opera- 
tions in the Dallas area alone.) The 
company also said it has taken steps 
to improve its pizza. 

“Our biggest operation problem 
has been that there has been no 
reason for adults to go to Pizza Time 
stores,” the source said. “Kids love 
the place, but adults don’t want to 
be there.” 

At the end of 1983, Pizza Time 
operated 150 company-owned and 
116 franchised stores. The company 
said it has cancelled expansion plans 
for 1984 and closed 10 stores, three 
of which have reopened as Zapp’s 
Bar & Grills, described as “adult 
entertainment centers.” (Play Meter, 
February 1, p. 62.) ° 
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28,000 SIGNATURES PROTEST 


As of February 8, Play Meter 
subscribers gathered more than 
28,000 signatures* on petitions 
(posted on or near jukeboxes) that 
request federal legislation to pro- 
vide relief to jukebox operators 
from excessive copyright royalty 
fees. 

One North Carolina operator said 
he left a petition in a small tavern 
location just above the South 
Carolina border. When he returned 
a couple of weeks later, the petition 
was lying on top of a pile of papers. 

“Over 1,000 people had signed 
that petition in that country bar that 
doesn’t seat but about 85,” he said. 

The petition forms, included in 
December 31 and February 15 issues 
of Play Meter, are being sent to key 
U.S. congressmen in an effort to 
enlist their support in the operators’ 
fight against a 525 percent rate hike 
in jukebox copyright royalty fees. 

As recent as 1981, annual copy- 
right fees were $8 per jukebox. 
Though jukebox revenues have 
declined, copyright fees have 
climbed to an annual rate of $50 for 
1984, and current legislation allows 
for increases to continue in coming 
years. 

The bill being supported by 
petitioners—S 1734 in the Senate 
and HR 3858 in the House—would 
provide for a one-time licensing fee 
of $50 each time a new jukebox is 
sold, acost that would be added into 
the price of phonographs. It also 
provides for one-time payments of 
up to $25 on jukeboxes already on 
location. The bill, authored by 
Senator Edward Zorinsky, carries 


*The actual number of signatures 
on “Save the Jukebox’”’ petitions 
cannot be calculated because some 
subscribers are sending completed 
petitions directly to their congres- 
sional representatives. 
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the co-sponsorship signatures of 14 
other senators and 28 represen- 
tatives. 

Returned petitions are being 
regionally organized and sent to key 
legislators, an industry source told 
Play Meter. One such region is the 
Louisville, Kentucky, area. There, 
the Kentucky Operators Association 
has produced more than 4,000 
signatures on “Save the Jukebox”’ 
petitions. According to James Litsey 
Jr., son of the president of the five- 
year-old operators association, 
“almost every operator in the state 
took copies of the petition and 
posted them on their jukeboxes.” 

In Arkansas, Pla-More Music has 
gathered almost 3,000 signatures on 
more than 150 completed petitions 
by leaving petition forms with 
location Owners and encouraging 
them to enlist their patrons’ signa- 
tures. ‘People are anxious to sign 
up,” Pla-More President Bill Marple 
said. He said his firm has also written 
letters supporting the Zorinsky bill 
to U.S. senators and representatives 
from the three-state area where he 
operates—Arkansas, Oklahoma, 
and Missouri. 


Opposing sides meet 

A meeting was held February 3 in 
Washington, D.C., between mem- 
bers of the coin-op industry and 
representatives of the copyright 
royalty societies (ASCAP, BMI, and 
SESAC) as Representative Robert 
Kastenmeier refereed. A participant 
of the meeting described the 
petition drive as “‘bigger than 
anyone expected.” He said it is 
helping the industry gather addi- 
tional congressional support and 
causing the copyright societies 
anxiety. In fact, ASCAP is answering 
the Play Meter effort with a petition 
drive of its own. 

At the February 3 meeting, 


JUREBOR COPYRIGHT FEES 


JUKEBOX 


We support relief for the nation’s 
Jukeboxes from the 525 percent rate 
Increase In jukebox copyright royalty fees 
established by the Copyright Royalty 
Tribunal. We urge passage of $ 1734 In 
the Senate and HR 38658 In the House of 
Representatives. 


*BLAY METER 


Kastenmeier set up a six-member 
committee composed of an oper- 
ator (a past AMOA president), a 
distributor (from one of the nation’s 
major jukebox distributing com- 
panies), a manufacturer, and a 
representative from each of the 
three copyright royalty societies. 

The committee will meet Feb- 
ruary 15 to review the economic 
conditions of the industry, exam- 
ining recent surveys by jukebox 
manufacturers denoting jukebox 
collections and sales (which, accor- 
ding to jukebox manufacturer 
statistics surrendered for the meet- 
ings, show a decline in sales from 
1976 to 1983 of 43 percent). 

A subsequent February 29 meet- 
ing will treat operator compliance 
with compulsory licensing. The 
substance of those meetings will not 
be reported to the press. 

Out of the two meetings, Kas- 
tenmeier told the parties at the 
February 3 gathering that he expects 
a negotiated settlement. 

Kastenmeier was a principal cog 
in the passage of the 1976 bill that 
established a compulsory license 
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fee for operators and created the 
Copyright Tribunal to set the fees. 
As a member of the House Judiciary 
Subcommittee, he helped push the 
bill through the House of Repre- 


sentatives with a minimum of debate. 


Now, however, industry repre- 
sentatives praise Kastenmeier as the 
main force in bringing the opposing 
sides together for talks. 

“ASCAP is not a willing parti- 
cipant,’’ a source told Play Meter. 
“BML is less hostile, but neither sees 
the point in negotiating an issue 
they feel they have already won.” 
(Rate increases were granted by the 
Copyright Royalty Tribunal in 1980 
after passage of a 1976 law esta- 
blishing a compulsory license and 
creating the CRT.) 


BMI campaign 

Meanwhile, BMI is conducting a 
campaign against the Zorinsky bill. 
It has written to its members asking 
them to “make their voices heard in 
Washington.” In a plea from BMI 
President Edward Cramer, the 
communique called the provision 
for copyright payments from juke- 
box operators a “long overdue 
revision” in the U.S. Copyright Law. 
He noted that Congress “clearly 
recognized ’’ the initial $8 yearly fee 
as “arbitrary” and that it would 
“undoubtedly require an upward 
adjustment.” 

The BMI letter charged operators 
“have violated the law by ignoring 
it. The owners of an estimated 75 
percent of the jukeboxes in the U.S. 
just simply refused to pay the 
required fee,” the letter stated. (U.S. 
Copyright Office statistics show that 
nearly 110,000 fees were paid in 
1983, the vast majority of jukeboxes 
currently on location.) 

The letter also warned the 
Zorinsky bill “would not only result 
in a substantial diminution of 
income for writers and publishers, 
but would also encourage other 
users of copyrights to seek similar 
self-serving legislation,” calling it 
“unwarranted legislation benefit- 
ting only a powerful industry that 
literally lives on music and would 
perish if it did not have this 
commodity to vend.” e 
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BALLY HAS 


For Bally Manufacturing, 1983 was 
a profitable year, despite dis- 
appointments within its amuse- 
ments games division. 

Revenues from amusement 
equipment “remained on the low 
plateau they have been on for most 
of the year,’ President Robert 
Mullane commented when an- 
nouncing overall lower profits for 
1983. 

Revenues for 1983 were $1.2 
billion, compared to $1.3 billion in 
1982. Per share earnings were just 20 
cents compared to record earnings 
of $3.20 per share in 1982. 

“Declining revenue is still being 
experienced at the retail level for 
coin-operated amusement games 
with the result that operators and 
distributors are hard pressed to find 


PROFITABLE ‘83 


justification for the purchase of new 
products,” Mullane said. 

“One of the disappointments in 
the industry was the less than 
enthusiastic reception of the in- 
dustry’s much heralded laser disc 
technology. While games based on 
this technology, which were intro- 
dued in the fourth quarter of 1983, 
demonstrated significant appeal to 
the players, the operators were 
reluctant to make substantial com- 
mitments to inventory because of 
their high cost. 

“The industry’s challenge now is 
to find a means of producing 
superior graphic display and play- 
er/machine interaction while util- 
izing less costly equipment, which is 
something we are working to 
achieve in the near future.” * 


ZONING SEMINAR SLATED 


A seminar titled “Zoning Out 
Undesirable Land Uses,” to be held 
March 22 at the Chicago-Kent Law 
School, a department of the Illinois 
Institute of Technology, will focus 
on how video arcade proprietors 
can deal successfully with local 
officials in securing locations for 
their businesses. 


The seminar will be conducted 
under the direction of Richard 
Robbins, a land use lawyer for 17 
years and an instructor at the 
Chicago-Kent Law School. 


Robbins, a member of the law 
firm Hamman, Benn, & Miller in 
Chicago, has served on zoning 
boards and with other local gover- 
ning agencies, advising and form- 
ulating policy on land use issues. 
“Those who deal with local gov- 
ernments in trying to open an 


arcade, should be aware of the 
constitutional issues and standards 
as they apply to zoning issues,” 
Robbins warned. “Consequently, 
although the program is designed 
for attorneys as a Continuing Legal 
Education seminar, Robbins sug- 
gests the program will be equally 
beneficial to owners of arcades, 
especially those who own more 
than a single arcade in more than 
one locality. 

Robbins will conduct the arcade 
session, but he will be aided by 
some prominent zoning authorities, 
including Martin Jaffe, author of the 
American Planning Association 1983 
report “Regulating Video Games” 
(Play Meter, June 1, 1983, p.26). 

The seminar fee is $225 and 
enrollment is limited to 150. Phone 
Richard Robbins for more infor- 
mation at 312/372-2940. e 
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Gerald White, former owner of a 
50-year-old coin-operation empire 
in West Tennessee, pled guilty 
February 10 in federal district court 
in Jackson to 12 separate charges of 
violence, arson, extortion, and 
racketeering, all tied to the opera- 
tion of “gray area’ video games. 


White, who sold his Jourd White 
Sales and related amusement com- 
panies in June just before federal 
indictments were issued against 
him, broke in the midst of testimony 
of the 28th witness called by the 
federal prosecutor to enter his 
guilty plea. 


“We had talked of a guilty plea 
before the trial started,’ White’s 
attorney William Neese told Play 
Meter, “but they didn’t want that. 
They wanted a trial.” 


Neese requested a break in trial 
action during the testimony of Ricky 
Stuart and subsequently was allow- 
ed to enter the guilty plea. Stuart 
had been fingered by FBI investi- 
gators as a co-conspirator of White’s 
in burning down a competing 
location, the Hitching Post Tavern, 
after White couldn’t convince the 
location to take his games. Accor- 
ding to Neese, Stuart had “changed 
the story” he had told Neese once 
he got to the witness stand, and the 
resultant damaging testimony fur- 


nished the inspiration for Neese to 
enter the guilty plea. 

Of the 12 counts, eight center 
around White’s attempts to elimi- 
nate competition by having his 
competitors’ machines destroyed 
(Play Meter, October 15, 1983, p.16- 
18). On June 27, 1981, White was 
involved in burning down The 
Three Oaks Restaurant in Big Sandy. 
On July 13 of that year, he sent 
people he hired to break into the 
Black Steer Restaurant in Paris and 
destroy electronic poker machines 
owned by a major competitor, Ear 
French. On July 15, White had 
accomplices fire shotguns through 
the windows of the Family Arcade in 
Paris to destroy another 22 machines 
owned by French. Again, on Dec- 
ember 22, 1982, White struck out at 
French, destroying games at the 
Magic Wheels Skating Rink in Paris. 

During the two-year battle be- 
tween White and his competitors to 
secure locations for amusement as 
well as gambling games, White’s 
locations had been attacked at least 
25 times, Neese said. But since 
White’s trial never reached the 
point of calling defense witnesses, 
the names of competitors who 
struck at White’s businesses will 
most likely remain unrecorded. 

“Gambling on those games has 
been wide open in Tennessee for 


TENNESSEE GAMBLER INTERRUPTS 
TRIAL TO PLEAD GUILTY 


years,’ Neese said. “Il guess those 
who oppose the games would say 
this is a good example of what can 
happen to you once you get 
involved in gambling.” 


In addition to prosecution, White 
lost about 200 video gambling 
machines in raids that accompanied 
Tennessee Bureau of Investigation 
and FBI investigations. Those ma- 
chines were destroyed by the 
authorities. The destroyed equip- 
ment was shown ona January 22 CBS 
“60 Minutes” segment. White sold 
the rest of his games—“‘his legi- 
timate games,” Neese called the m— 
to Tennessee Music & Games for 
$100,000 in June. 


White awaits two important court 
appearances, neither of which has 
been scheduled yet by the presiding 
federal district judge, Julia Smith 
Gibbons. One will determine 
White’s sentence; the other will 
treat his forfeiture of property. 
Under provisions of the Racketeer- 
ing Influenced Corrupt Organi- 
zation Act (RICO), all his business 
assets are subject to forfeiture. 
White faces a maximum 202-year 
prison term and a fine of $145,000. 


Ten of White’s employees, also 
charged with federal violations, 
have also pled guilty and await 
sentencing. e 


PHILLIP MORRIS REPORTS GAIN 


Phillip Morris Incorporated, 
producer of Marlboro, cigarette 
vending’s most popular brand, 
reported revenues increased 12 
percent in 1983 to $13 billion. 

It was the company’s 30th con- 
secutive year of increased operating 
revenues, net income, and earnings 
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per share, according to Chairman 
and Chief Executive Officer George 
Weissman. 

Miller Brewing Company and the 
Seven-Up Company, both subsid- 
iaries of Phillip Morris, showed 
substantial increases for the year, 
and, Weissman added, ‘‘Marlboro, 


which since 1972 has been the 
world’s largest selling cigarette, 
continued to gain market share.” 
While 6 percent of cigarette sales 
industrywide are through vending 
machines, Phillip Morris sells 8 
percent of its cigarettes through 
vendors. « 


Unquestionably, the best combination 
of reliability, trouble-free 
operation and value. 


Dynamo Corporation 1805 South Great Southwest Parkway Grand Prairie, Texas 75051 (214) 641-4286 Toll Free (800) 5276054 Telex: 732 432 


iF te Ms vai : 2 
tg Se ee g 


ae oe Ra 
StS Oe Pare ee 


; 
if 
r 
& 
is 


ie 

aes 

r > 

Bile 

Bian 
1 
£59. 
) 


Change Games In 20 
Minutes With New Adult 
Video Game System. 


COUNTERCADE is a state-of-the-art 
countertop cabinet. It accepts interchange- 
able software so you can change games 
without changing cabinets. 

New games, called Game Brains, fit 
into the COUNTERCADE body. Modular, 
plug-in components make installing Game 
Brains easy. Each Game Brains comes with 
a new switchplate. 


COUNTERCADE also has the built-in 
capacity to use a laser disc game system 
and a voice feature. With this kind of 
flexibility, COUNTERCADE may be the last 
piece of countertop equipment you'll ever 
buy. 

COUNTERCADE weighs 30 pounds 
less than other countertop machines, has a 
360° swivel base and a 13-inch full-color 
monitor. Its high-impact plastic cabinet is 
waterproof. All readings and most 
maintenance can be done without ever 
opening the machine. 


€ 
» DIGITAL CONTROLS 


Digital Controls, Inc. ¢ 5555 Oakbrook Parkway ® Norcross, Ga. 30093 
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Variety Of TopicsMakes Follow ThroughWith 


FAX An Intelligent Choice. PROSPORTS: Bowling, 
The FAX trivia game, licensed from Tennis And Golf. 


Exidy, Inc., is generating hundreds of 
dollars a week in test locations. With 3,700 The PRO SPORTS Game Brains has 


questions, four categories, and three skill three games licensed from Data East, Inc. 


levels, the FAX Game Brains provides a — the winning Pro Bowling, plus Pro 

never-ending challenge for players. As Tennis and Pro Golf. Adults enjoy playing 

Exidy releases new sets of questions for these three familiar, popular games. PRO 

FAX, Digital Controls will make them SPORTS has exciting graphics and sound 

available for COUNTERCADE. effects. The action is on the screen, not on 
the switchplate, to provide stimulating 
visual entertainment. 


Here comes Popper— 

the hopping-rabbit 

conversion kit that'll 
make your profits 


multiply,» +=, 
like rabbits! 


The world is going to have a ball 
helping our cute little Popper hop 
away from his enemies and dodge 
falling cans, while zapping his 
pursuers with boomerangs. 


AEC’s licensed Popper conversion 
kit comes with a vertical game 
board, universal harness, pin out, 
schematic, 8-way joystick and 
complete graphics. What's more, 
we offer — a modest price. 


So if you'd like to revitalize your 
losing machines and also get in on 
the beginning of a profitable craze 
... hop to it! 


Contact: 


Alway | 
Electronic Components, 


550 Old Country Road Ltd. 
Suite 102 

Hicksville, N.Y. 11801 SS 
(516) 931-2136 Second Pattern 
Exclusive Distributor 

Amusement Management Systems, Inc. 

2826 Auburn Way North 


Auburn, Washington 98002 
(206) 735-0707 Alway Electronic Components, Ltd. is the exclusive U.S. licensee. 


Bonus Stage 


AUTOROVO OPENS 


Autorovo, a European kiddie ride 
manufacturer and operator, has 
opened an American office in 
Fredericksburg, Virginia. American 
company President Benny Vos said 
the firm will manufacture and ship 
its rides from the new location. 


Autorovo produces most of its parts 
in Holland, and the components will 
be shipped to Fredericksburg where 
the units will be made. “The bottom 
line is that the customer gets more 
value for the dollar,” Vos said. 


Autorovo has been operating 
kiddie rides for 15 years in Europe, 
manufacturing for nine years. The 
firm has operated in Canada for the 
past two and a half years and Vos 
said Autorovo has been “very suc- 
cessful” there. 

“Kiddie rides were very low five 


VIRGINIA OFFICE 


years ago,’ Vos commented, “but 
with advanced technology, there is 
a market for more sophisticated 
rides.” Autorovo is the first com- 
pany to produce all of its kiddie 
rides with electronic voices, he 
noted. 

Along with its full line of kiddie 
rides, the company plans to exhibit 
its newest model, Thunderbolt, at 
the Amusement Operators Expo 
(March 9-11). “It’s something 
between an airplane and a space 
ship,” Vos said. 

“A lot of operators compare 
kiddie rides to video games,” Vos 
explained. “They don’t take them 
seriously. But | think the market for 
kiddie rides will only increase, and 
there will be more competition. If 
you take the rides seriously, you can 
be successful with them.” “ 


Directory Addendum 


Bill Changer, Coin Counters/ 
Sorters 


Coin Controls, Inc. 

2609 Greenleaf Ave. 

Elk Grove, IL 60007 

Phone: 312/228-1810 

Toll-free: 1/800/323-8174 

Telex: 297-108 

President: Frank L. Happ 

Gen. Mgr.: Ralph J. Orlowski 
complete line of coin & token handling 
devices including complete coin doors 
& front plate assemblies; complete hop- 
per & solenoid payout assemblies; game 
controls including joysticks & push- 
button assemblies 


Coin Acceptors 


Coin Mechanisms Inc. 

817 Industrial Drive 

Elmhurst, IL 60126 

Phone: 312/279-9150 
Toll-free: 800/323-6498 
President: Arline Pierz 

V.P.: Ray Nicholson 
Engineering: Robert R. Rollins 
Sales Mgr.: Ron W. Rollins 
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Serv. Mgr.: Frank E. Schubert 

Pur.: Stan Pierz 

coin handling systems, mechanical and 
electronic mechanisms, textured door 
systems & faceplates, accumulating 
timers, timer boxes 


Manufacturer 


International Diversitech 

Associates Inc. 

1608 N. Hwy. 427 

Longwood, FL 32750 

Phone: 305/831-6696 (offices) 
305/831-6999 (plant) 

Telex: 441168 

President: Earl Miller 

Exec. V.P.: Len Burridge, Jr. 

V.P. Prod.: Steve Perry 

Sales Mgr.: Dan Dickrell 

Product line: countertop games 


Canadian office: 


5 - 151 Carlingview Dr. 
Rexdale, Ontario 
Canada LOW5S4 

Phone: 416/674-1101 
Telex: 06-989100 
Director: Tom Forrester 


The 
Calendar 


March 15-16 
FAVA Convention and Trade Show, 
Hyatt Regency Orlando, Grand 
Cypress Resort. 904/878-3234 


March 22 
Second Annual “Video Games: The 
New Creative Frontier’ seminar pro- 
gram. Sponsored by UCLA Extension 
Ambassador Hotel, Los Angeles, CA 


March 22 

“Zoning Out Undesired Land 
Uses’ —a legal seminar for operators 
and/or their attorneys who deal with 
zoning problems. Chicago - Kent 
Law School of the Illinois Institute of 
Technology. Fee: $225. Limited to 
150 attendees. For information, call 
312/567-5189. 


March 22-24 
Louisiana Amusement and Music 
Operators Association, 2nd annual 
state convention and show, Baton 
Rouge, LA. For information, call Ed 
Campanella, 504/767-1679. 


March 29-31, April 4 
SADA ‘84, Palado de Congresos de 
Barcelona, Barcelona, Spain. 
Contact: Interalia, SA. Diagonal, 


474, Barcelona - 6. Telephone (93) 
218-58-50. 


April 6-8 
Pacific Amusement Operators Show, 
Disneyland Hotel, Anaheim, CA. For 
information contact: Terry Cunning- 
ham, 415/325-6691. 


April 6-6 
NAMA 1984 Western Convention- 
Exhibit of Vending and Foodservice 
Management, Georgia World Con- 
gress Center, Atlanta, GA. Contact: 
Jack Rielley at 312/346-0370. 


April 29-May 2 
AMOA Mid-Year Board Meeting, 
Hyatt Regency, San Antonio, TX 


May 3-5 
Ohio Music & Amusement Associa- 
tion's 10th Anniversary Exposition, 
Hyatt Regency/Ohio Center, 350 N. 
High St., Columbus, OH 43215. For 
information, telephone 614/221- 
8600. 


May 11-12 
North Dakota Coin Machine 
Operators Association Convention, 
New Sheraton Hotel, Main & 7th 
Street, Bismark, ND 


May 11-13 
Wisconsin Amusement and Music 
Operators Trade Show, Americana 
Resort, Hwy. 50, Lake Geneva, WI 
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“Back to basics” talk abounds in 
industry circles. Many operators 
have shunned the unpredictable 
video game and returned to opera- 
ting what have been the industry 
backbone pieces for decades—the 
jukebox and pool table. 

A major cause of the re-emer- 
gence of the pool table has been the 
growth of pool leagues and compe- 
tition, most notably the Valley 8-ball 
league and the Valley co-sponsored 
Miller Lite Beer World Series of 
Tavern Pool. 

“Our revenue from pool has 
increased to the extent that it has 
made up for the losses we suffered 
on video games,” offered Tami 
Norberg of C & N Sales in Mankato, 
Minnesota. C & N operates 400 
pool tables, 100 of which have been 
added since the company joined the 
Valley program two years ago. 


“On the average, table collec- 
tions go up 30 to 35 percent in 
locations that are involved in league 
play,’ Norberg said. ‘‘Plus, the other 
pieces we have in those locations do 
better. And the leagues have really 
helped customer relations. We area 
lot closer to the locations that 
benefit from the leagues.”’ 

The Valley 8-ball league is chara- 
cterized by its operator orientation, 
noted Valley President Chuck 
Milhem. The entire program is run 
through 55 “charter holder” opera- 
tors. “It is a lot of work for them, but 
they have found that there is a lot of 
gain for their effort,’ Milhem said. 

C & N league play involves a 25- 
week season. Location teams travel 
to competitors’ home taverns to 
compete one night a week. At the 
end of the season, the best teams 
advance to the national finals, the 


The Valley leagues have encouraged other tournament play. Here, the Music 
Operators of Minnesota conduct their second annual 8-ball Singles 
Tournament in Marshall, Minnesota. More than 300 sanctioned league 
players competed for $4,500 in prize money and awards. Host sponsor 
Roger Rasmussen of Music Service Co. presents the first place plaque to 
Gary Nelson of Starsfield Vending. Bill Steel, tournament champion, stands 
to the left of Rasmussen. 
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VALLEY LEAGUE'S GROWTH 
‘THE BEST YET’ 


International Championships, to be 
held this year at the MGM Grand 
Hotel in Las Vegas, June 14-17. At 
that tournament, 128 men’s teams 
and 64 women’s teams, as well as 
more than 1,500 observers, will play 
and watch, Milhem said. 

“The growth this year has been 
the best yet,’ Milhem added. “We 
have 17,000 players in the program, 
7,000 more than last year.” “Our 
league has grown so rapidly that 
now in our third year we have hired 
a full-time league director,’ Nor- 
berg said. 

Milhem gives much of the credit 
for the growth to the industry’s 
operator associations which have 
supported the program. In turn, 
many operators point to the league 
program as a Salvation to their 
businesses. 

“The pool leagues have saved 
many operators from going out of 
business in the Northwest,’ re- 
marked Tom Bennet of Bismark 
Amusements in the Dakotas. 

Another Valley co-sponsored 
event experiencing player growth is 
the Lite Beer World Series of Tavern 
Pool. This year’s event, which offers 
$300,000 in prize money, will follow 
the Valley league championships at 
the MGM Grand. Local tourna- 
ments run from January 2 to March 
8, heading toward the Las Vegas 
finals to be held June 19-27. 

Although the Lite Beer local play 
is run by locations rather than 
operators, operators have contrib- 
uted to the success of the tourna- 
ment and are courted by the Miller 
Brewing Company to increase their 
involvement. 

“There were more than 50,000 
qualifiers last year, and Miller 
expects 100,000 to participate in the 
local tournaments this year,” Mil- 
hem said. To improve turnout, 
Miller has added an amateur 
women’s division and restricted 8- 
ball and 9-ball play to amateurs. @ 
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Buy From the Best 
Used Games and Closeouts 


¢ Our inventory of over 300 games _ ~~ + We offer the LOWEST everyday 
gives you immediate availability of | prices found anywhere. 


ine Games youwan ¢ FREE delivery for prepaid 


¢ Prompt delivery. orders. 


NEW IN THE CARTON 


WACHID setony oe ete eae 2,995. Track&Field......... 2,295. NFL Football......... 93,895. 
Sial WK acucceda Kase 795. BUDDICS & 34 oe see Sio.: Whi tease eee as 895. 
LOCATION READY USED 

| ATARI MIDWAY (cont.) SEGA (cont.) 
Pole Position U/R ... 2,395. Burgertime: «2.2604 695. TUNOOLUIEE caus e444 1,295. 
Star Wars 22.25 -4<s 1,395. Satan's Hollow...... 650. Monaco G/P S/D .... 1,195. 
Crystal Castle ...... 1,395. Super PacMan ..... 495. Congo Bongo ...... 695. 
Milllpede .......... 1,195. PacMan Plus ...... 495. Slar WOK sve sseeh ee os 595. 
Centipede ......... 750. PAG IWAN. oe sie dos 9S ee 495. Space Tactics S/D ... 595. 
REVIOUS! aic2 4A 795. MV ON): tetu.c Wate thay Sea Be .. 450. PONGO: tqtcnat eed es 495. 
FOOO: FIGN icaat igs 695. Galaxia. 2.4 44.5,4%0s 395. FIOQGER. ssaiccseacss es 495. 
DIGIOUG: o-stcdus 230750 595. Carnival: saat vee 450. 
Quantum ..... eee 495. MYLSTAR Monster Bash ...... 395. 
Liberator .......... 475. Mach IIlS/D ....... 3,395. 
Mach Il|U/R ....... 2,695. STERN 

CENTURI Beet. ena 1,295: Bag Mail cece ces 695. 
Wack te FIGIG. v2 eed ee. 1,995. TUM sels os ae Rees Sas 795. Tutankhamen....... 495. 
Phoenix ........... 395; Reactor ........... 395. POOVAN, i au Kaho oes 450. 

CHEXX NINTENDO TAITO 
Ice Hockey ........ 1,395. PODCGVG: j.acts Gada bin 695. Jungle Hunt ........ 795. 

Donkey Kong, Jr .... 4995. Wild Western ....... 595. 

CINEMATRONICS Donkey Kong....... 395: Space Dungeon .... 4650. 

Dragon's Lalit. ..+ +... 2,495. 
ROWE WILLIAMS 

MIDWAY BC 25 Bill Changer .. 1,695. Moon Patrol ........ 895. 
NFL Football ....... 3,695. BC 20 Bill Changer .. 1,395. JOUSU 64: betaine ee cna Fecler 
(FAAGS: acct cae gawas 1,095. BC 9 BillChanger ... 895. Sinistar ...... Sedaris 795, 
Ms. PacMan....... 895. FODOUON  « t4 40d 595. 
Baby Pac Man...... 795. SEGA BUDDIOS ccs aces 495. 
Bump & Jump ...... 750. NUDG25)D? case eos 5 1,495. Slargales ci-cticiaes 395. 


Our Location Ready Videos Carry a 30-Day Warranty On Monitor, Logic Board and Power Supply. 


The Game Exchange 


1289 ALUM CREEK DRIVE (our only office) 


COLUMBUS, OHIO 43209 


(614) 258-2933 


CALL TOLL FREE 
IN OHIO TSIDE OHIO 
1-800-848-1514 1-800-848-0110 
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FOOSBALL WORLD CHAMPIONSHIP 
TOURNAMENTS 


The Dynamo Corporation com- 
pleted its 1983 Table Soccer Tour 
with a $30,000 world championship 
tournament in Chicago, wrapping 
up a schedule that included 15 
regional and national events and 
awarded $80,000 in cash and prizes. 

More than 500 players from seven 
countries competed. Players from 
Belgium, England, Switzerland, 
Ireland, Germany, and Canada 
performed well, although it was 
their first exposure to the new 
Dynamo table, a heavier piece of 
equipment with a different ball, 
sturdier handles, and sloping field 
edges instead of ball banks. Euro- 


Tornado Table Soccer of Dallas/ 
Ft. Worth held its first World Cham- 
pionship Tournament November 
11-13 in Dallas, hosting many of 
the game’s top names, profes- 
sional foosballers who have stuck 
with the sport through what used to 
be high times and what now is a 
tough time. 


“In Minneapolis in 1979,” one 
player remembered, “there was a 
championship tournament with 300 
tables and $250,000 in prizes. That 
was the peak year for table soccer. 
Those were the days.”’ 


DYNAMO 


pean victors included Herbert Perin 
of Switzerland and Dieter Thiele of 
Germany who combined to defeat 
64 other teams in the Pro-Am event. 

But Americans dominated play. 
Veterans Mike Bowers and Todd 
Loffredo of Denver captured the 
prestigious open doubles title and 
the top prize, $3,200 in cash, 
trophies, and World Champion 
rings. Ronnie Nevois of Belleville, 
Illinois, won his first singles title by 
defeating all-time career leading 
money winner, Doug Fury. Bob 
Gibson and Karen Johnson of 
Denver won the mixed doubles 


~~ TORNADO 


These days, tournaments are 
smaller, but the persistent pros still 
turn out and are still the top 
winners. This year, the winner of the 
top event of the game, the doubles 
championships, was the Colorado 
team of Todd Loffredo and Tom 
Spear. Spear, who is also the 
Colorado distributor for Tornado, 
and Loffredo split first prize money 
out of $12,500 in prize money for 
that category. Loffredo also took the 
$6,000 singles category with a big 
win over Texan Steve Swearngen. 

In the Expert class, the Dallas team 
of Tony Taylor and Bucky Newberry 


Dynamo Vice President Mark 
Struhs was pleased with the 1983 
tour, saying it ““reinsured our long- 
term commitment to developing 
the sport of table soccer for both the 
players and the operator. Now for 
1984, our plan is to further expand 
our table soccer program to be- 
come more involved in grassroot 
promotions designed to create new 
players. Several ways in which we 
will do this include a localized 
player rating system for the operator 
and arcade, a national amateur 
oriented league, and more Dynamo 
support for the operator and arcade 
level tournaments.” ) 


won. Women’s double champs 
were Cindy Head, the Tornado 
Atlanta distributor, and Sharon 
Keeter of Oklahoma. 


This year’s Tornado foosball tour, 
which will culminate again in a 
World Championship final, is under 
way. It is following much the same 
schedule as last year’s tour, accord- 
ing to Tornado President Ed Mc- 
Cloud. The 1983 schedule included 
15 tournaments in the spring (to- 
tal prize awards: $34,750) and 17 
tournaments in the fall (total prize 
awards: $70,050). ® 


Foosball tournaments draw interested crowds of pro.and would-be pro players. Women’s doubles competition is one 
of the highlighted categories of foosball tournament play. The sport has always appealed to the female competitor, 
and it counts several women professional players in its ranks. 
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PROVEN VALLEY FEATURES: 
Exclusive “Cheyenne Leather” Pionite® laminate; All-new 


reliable trap assembly; 50¢ pushchute; End-of-table ball 


“Tiger Cat” 
csi 2 returns; Stainless steel corner caps with Cougar symbol; 
Solid anodized aluminum bumpers with lively rubber rings; 
umper 00 a & Redesigned legs with individual levelers; Italian slate play 


field with genuine green billiard cloth. 


For Quality tHE VALLEY COMPANY 


Subsidiary of Kidde, Inc. 


You Can = 
P.O. Box 656, Bay City, MI 48707 ¢ (517) 892-4536 
Co v nt O n Sales ‘Hot Line”: (800) 248-2837e TELEX NO. 234218 


e Turns idle space into profit 

e Replaces non productive coin games 
e Provides steady income 

e Requires minimum service 

e Available now from your 

Valley Distributor 


South Carolina Operators 


Celebrate Poker 
Ruling at Meeting 


By Mike Shaw 


Association presidents square off in the first round of the Saturday 
pool tournament. AMOA President Doc Ringo (left) challenges South 
Carolina Association President R.A. Green III. Standing to Green’s right 
is Helen Sykes who has organized every one of the Association’s 
21 annual meetings. 


South Carolina Supreme 
Court rules pokers legal 


In a decision written January 10, 
the South Carolina Supreme Court 
upheld a lower court ruling that 
Black Jack, Draw Poker, and Bally 
Double Up machines are legal to 
operate as amusements. 


In the case, Frank Powell, Sheriff 
of Richland County vs. Red Carpet 
Lounge, a five-judge panel found 
the games are not in violation of a 
State constitutional section titled 
“Types of Machines and Devices 
Prohibitive by Law.”’ 


“While these machines, like dice 
and decks of cards, might be used 


for the purpose of gambling, there is 
no contention in this proceeding 
that the machines were used for that 
purpose or other illegal use,” the 
ruling stated. 

The court also determined a 
contention that the games were in 
violation of state lottery laws was 
inappropriate. “Argument to the 
effect that these are gambling 
machines prohibited under the 
lottery provisions of the consti- 
tution because elements of chance 
and skill are involved is without 
merit,’ wrote Judge A.J. Little- 
john. @ 


The tone for the 21st annual 
meeting of the South Carolina Coin 
Operators Association had already 
been established when the 250 
attendees began filing into the 
Carolina Inn lobby in Columbia on 
February 10. Exactly one month 
before, the state’s Supreme Court 
issued its affirmation of a lower 
court ruling that video poker and 
black jack games are legal to 
operate as amusements. 

It was welcome, though not 
unexpected, news to South Carolina 
operators, and the three-day week- 
end party was a celebration of the 
games that for many years have 
been the basis of operator income 
there—bingo pinballs and their 
technologically advanced contem- 
poraries, video pokers. 

“If it wasn’t for pokers, many of 
these operators would be out of 
business,” said R.A. Green III, the 
30-year-old president of the asso- 
ciation his grandfather had found- 
ed. He motioned to two rooms of 
exhibits crammed with pay-out 
video poker machines. 

The Supreme Court decision, 
which ruled that video poker and 
black jack games seized two years 
ago from a Red Carpet Lounge in 
Richland County are not gambling 
devices per se, is a quiet endorse- 
ment of alongtime practice in South 
Carolina. ‘““‘Laws here are generally 
conservative,’ said former govern- 
ment attorney Richard Harpoulian 
who was involved in the battle 
against the games, but “Carolina 
operators are a powerful lobby and 
they have excellent attorneys. The 
decision of the court is right, in view 
of existing law, and it would be 
impossible to get the Legislature to 
change the law.” 

Still, the Carolina court’s ruling is 
the first of its kind and in direct 
contrast to recent rulings in Mon- 
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tana and Pennsylvania. 

Of course, gambling on the 
machines is still against the law, and 
authorities do confiscate games 
when they observe payoffs. “We’ve 
had more than 20 games seized in 
just the last 30 days,” Green said. 

So operators, for the most part, 
restrict the placement of credit 
poker machines to: one or two per 
location, and location owners “are 
very careful about who they pay 
off,’’” one operator explained. 
Operators are shielded from legal 
ramifications if the games are ob- 
served being used for gambling. 
They may lose seized machines, 
but only the location proprietor is 
held accountable for running a 
gambling business. 


Licensing structure 

Although the games were ruled 
legal as amusements, this does not 
mean authorities do not recognize 
they are used for gambling. The 
licensing structure is an example of 
the state’s passive acceptance of 
video game gambling. 

“We pay $35 a year for a license 
for pool tables and jukeboxes, $100 


a year for videos and pins, and $365 a 
year for pokers,” Green said. “There 
are two kinds of agencies when it 
comes to looking at pokers here: 
The revenue people who under- 
stand the state’s tax needs and the 
law enforcement people who want 
to enforce the letter of the law.” 

There is little doubt that credit 
pokers and bingo pinballs have 
shielded South Carolina operators 
from much of the financial diffi- 
culties suffered by other operators 
in the last two years. If video pokers 
occupy just 15 percent of the equip- 
ment inventory—there are 4,000 
licensed video pokers in South 
Carolina—it is because the profits 
from those games have enabled 
Operators to keep video games and 
other coin-op amusements on loca- 
tion. 

But operating credit pokers has 
not protected all South Carolina 
operators from the financial hazards 
of coin-operating in the 80s. One of 
the state’s biggest problems is oper- 
ator fallout, Green offered. 

‘Many of the operators who got 
into business here during the boom 
are trying to get out now, anyway 


AMERICA’S 
CONTRIBUTION 
TO KIDDIE RIDES 


The choice of discount stores, malls, etc. nationwide 


— 20 Regional servicemen in your area — 
That's what sets us apart 


INTRODUCING 


they can,” Green said. “I had to buy 
Out an operator’s route this week. | 
didn’t really want the route and 
didn’t need his games, but | had to 
buy them just to keep him from 
selling to the locations.” 

Too, some poker manufacturers 
have taken South Carolina’s laws as 
a liberty to sell to locations. Several, 
Green noted, whose games are less 
popular than the favorite video 
pokers from Merit and SMS, have 
taken to dumping inventories on 
free-lance brokers who roam the 
state selling to locations at prices far 
below retail. 


Exhibits 

Most of the attention on the 
exhibit floor at the 21st South Caro- 
lina show was given to new releases 
of amusement games, most of which 
were exhibited by distributing firms 
from outside the state. Brady and 
Eastern Distributing brought only 
amusement games to display, and 
Rowe’s southeast regional general 
manager Joe Gilbert even called the 
show ‘a good one for sales” of 
amusement pieces. Still, Green 
explained, “they’re not spending 


Twin Motorcycles © Space Interceptor 
Ferris Wheel 
and complete new line of small rides 
for stores. 
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The most essential operating tools in South Carolina are bingo pinballs 
and their technologically advanced contemporaries, video pokers. 


Joe Gilbert, southeast regional general manager of Rowe’s distributing 


division, displays a Rowe 200-selection jukebox with a bill acceptor. 
The show was “a good one for sales,”’ Gilbert said. 


More than 250 members and guests of the South Carolina Coin Operators 
Association attended the annual meeting February 10-12 in Columbia. 
Most of them attended a Friday night “pig pickin” sponsored by association 
President R.A. Green III. 


34 


much time looking at the pokers 
because there’s nothing new to look 
at. They already have those games.” 

Much of the operators’ attention 
was focused on the Modern Vend- 
ing Services display. Recently, MVS 
signed with Sente as exclusive dis- 
tributor for a four-state area—Indi- 
ana, Kentucky, South and North 
Carolina—and MVS executives 
from the new Greenville, South 
Carolina, office displayed the 
system and its first cartridge game, 
Snake Pit. 

‘“‘Sente has at least two, and 
maybe three, more games ready for 
this system,’ said MVS’s Scott 
Housefield. “Operators here have 
shown a lot of interest in the Sente 
program of buying the game frame 
and leasing the game cartridges. 
That makes us even more convinced 


that-this idea is going to work.” 


Sente distributors might have 
cause for worry in light of the finan- 
cial difficulties endured by Sente 
parent Pizza Time Theatre. But, 
Housefield said, “we’ve been given 
assurances that the financial prob- 
lems of Pizza Time won’t hurt 
Sente’s progress.” 

The South Carolina show was also 
the forum for a great deal of “back 
to basics” talk. Jukebox and pool 
table executives heralded the resur- 
gence in their product sales. Jerry 
Reeves of Southern Distributing, 
the master distributorship for a new 
Wurlitzer effort in the United States, 
reported he had secured distributor 
outlets for Wurlitzer products in 
many states and that the Wurlitzer 
name was indeed being revived in 
the United States. 


Video jukebox 

Joe Gilbert was showing a Rowe 
200-selection phonograph with the 
Rowe dollar bill acceptor, “a tre- 
mendous enhancement to collec- 
tions,” he said. Rowe is enthusiastic 
about the re-emerging interest in 
phonographs, he said. 

Rowe has also readied the first 
video jukebox to be offered by a 
major manufacturer. “The video 
jukebox can get the phonograph 
into youth-oriented locations,”’ 
Gilbert preached. “And, with added 
monitor screens, can be used to 
replace disc jockeys in some night- 
clubs that currently use them. Plus, 
they will help establish 50-cent py 
on phonographs.”’ 
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STATE UPDAT 


ILLINOIS: 

The Amusement and Vending 
Machine Distributors Association 1s 
offering a free legal/legislative ser- 
vice to operators who are combating 
adverse legislation. The service pro- 
vides recent case decisions, psycho- 
logical studies, and promotional 
materials. Contact Allen Fagel at 
312/580-2217 or the AVMDA gen- 
eral offices at 312/526-8701. 


INDIANA: 

The Indiana Amusement and 
Music Operators Association sent 
the following information on the 
filing of IRS form #1099 in its recent 
newsletter. The form is given to 
locations to report “payments” they 
receive from the machines. How- 
ever, it is questioned whether the 
money taken from a machine in a 
location is a ‘payment’ or “shared” 
collections. The IAMOA says, “If 
you are filing IRS form 1099 this 
year, here are some answers. 

“Shared” collections do not have 
to be reported on a 1099, as long as 
the distribution of the collections 
can be termed a “division” and not 
“payment” to a location. Section 
6041 of the Internal Revenue Code 
and the Treasury Regulations pro- 
mulgated thereunder require filing 
only if one party makes “payment” 
to another. 

Where machine collections are 
divided at the “location,” and all 
contracts and other documentations 
between the operator and the loca- 
tion characterize the process of dis- 
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tribution of the collections merely as 
a ‘division between’ the parties and 
not “payment to’ a location, a 
strong argument can be made 


IRS form 1099, we suggest that you 
discuss this in detail with your 
accountant.” 

The IAMOA board of directors 
has voted to assist in the lawsuit of 
CPC Music of Crawfordsville, con- 
cerning personal property tax 
assessment of machines. After 
paying the annual taxes, an audit 
request stated that CPC should have 
paid an additional $2,800. CPC sued 
the State of Indiana through its 
attorney Terry Pehler. The case is 
based on “Abnormal Obsolescences’”’ 
covered basically under Rule 7, 
Obsolescence of Regulation #16, for 
use in the Assessment of Tangible 
Personal Property in Indiana. A 
meeting is scheduled with the pro- 
perty tax auditor for Indiana. CPC 
feels that the assessment/ease could 
be of extreme importance to all 
operators. 


MICHIGAN: 

Detroit: House Bill 4424 would 
ban amusement machines in Detroit 
locations within 500 feet of a school 
or residential district without the 
approval of 51 percent of adjacent 
property owners. The House City 
Government Committee had a hear- 
ing for the bill, but no action has yet 
been taken. 


Mike Spaniolo, general and legis- 


lative counsel for the Michigan 
Tobacco & Candy Distributors and 
Vendors Association Inc., has 
against the necessity of filingaform © 
with regard to such collections. 

Before making a decision on filing — 


announced his retirement. Spaniolo 
will continue to work in Lansing as 
the Michigan legislative counsel for 
the Tobacco Institute of Washing- 
ton, D.C. 

The board of directors of the 
Michigan Coin Machine Operators 
Association have recently voted to 
oppose SB 227, a bill which would 
legalize “gray area’ games. The 
association reports that “all possible 
efforts will be directed to defeating 
SB 2277 


MINNESOTA: 

This letter was sent in December 
to the Music Operators of Minnesota 
from David Hawkins, MOM prest- 
dent, concerning the retirement of 
Executive Director Martin Kallsen 
and the appointment of Hy Sandler 
as Kallsen’s successor. 

“After serving in every elected 
office in our association including 
the presidency, Martin Kallsen, 
upon selling his business, became 
our executive director several years 
ago. He has been serving us since in 


this capacity with a good deal of 


enthusiasm and dedication. 
‘‘He and his wife, Irene, have 


decided that they wish to spend their 
‘winters in a more mild climate than 


Minnesota, and they want to be free 
to travel more as they see fit. 

“So, after all the years of devoted 
service, Martin has decided to retire 
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at the end of the year. We want to 
thank him for all the help he has 
given us throughout the year... 

“Your board of directors have 
elected as our new executive direc- 
tor, Hy Sandler.” 


The Music Operators of Minne- 
sota provided this recap of legisla- 
tive issues affecting the amusement 
industry in 1983: 

West St. Paul: A $200 annual per 
machine tax was found unconstitu- 
tional under the Minnesota consti- 
tution in October. The court also 
decided that municipalities have to 
justify license fees by clearly stating 
their costs associated with admini- 
stration of the licenses. 

St. Paul: In the spring, a measure 
to establish municipally-controlled 
video game arcade franchises was 
defeated. Locations with 10 or more 
machines would have had to apply 
for a municipal franchise. The num- 
ber of franchises would have been 
limited by the municipality, and 
annual franchise fees would have 
been based on gross receipts. 


OHIO: 

House Bill 622, which would 
increase state taxes on cigarettes 
from 14 cents to 18 cents per pack, 
was introduced in January by State 
Representative Ike Thompson. The 
increase would be used to fund 
cancer research and treatment. 

Richard E. George of Roy George 
Music donated two video games and 
a pinball machine to the Ronald 
McDonald House in Northeast 
Ohio. 


PENNSYLVANIA: 

Two bills were introduced in the 
House which would put a $25 limit 
on taxes and a $10 limit on fees in 
the state. An amendment, however, 
would lock in place the rates charged 
through June 30, 1983. PAMMA 
lobbyists are working to have the 
grandfather clause removed and to 
get a $100 maximum placed on all 
taxes and fees charged before that 
date. On February 14, the House ran 
HB 1476 and it passed by 110 to 83. 
In a procedural move, the bill was 
reconsidered and placed on a post- 
poned calendar which gives PAMMA 
lobbyists time to make amend- 
ments. - 
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Exhibitors Offer 


Operators Their Best 


T he AOE show looks like it 
will be the major spring 
event for operators. Though 
there have been comments about 
the “major” manufacturers not 
exhibiting at the show, the exhibitor 
list is impressive (See page 53.) 
Steve Hochman, of Crown Vending, 
told Play Meter why he attends a 
trade show:""We never come to see 
just the major manufacturers’ 
equipment; we can see that at our 
distributorship. We're looking for 
the people who can’t call on us, the 
nuts and bolts companies, the 
hardware and supply companies.” 

The AOE will have both major 
manufacturers and a wide range of 
the nuts and bolts companies to 
answer questions and show opera- 
tors products. 

The industry has been talking 
about getting “back to the basics” 
lately, and operators are looking for 
equipment that will show them a 
return On investment—pool tables, 
novelty pieces, jukeboxes. Even 
kiddie rides are making their way 
into the category of basics. Conver- 
sion kits are important to operators, 
and most companies are offering 
them at reasonable prices. The AOE 
show will have equipment in all 
these categories from pool tables to 
lasers. 


Laser games 

Cinematronics is excited about its 
new Space Ace. Expected to be 
shown at AMOA, operators have 
been looking forward to this sequel 
to the first laser game, Dragon’s 
Lair. With Space Ace, Cinematron- 
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By Valerie Cognevich 


Operators are looking forward to Cinematronic’s Space Ace. Here is a scene 
of Ace and Kimberley as they try to save the earth. 
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Star Rider received positive response when shown incomplete at the 
AMOA Show. Operators at the AOE will see the finished product. 
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ics introduces innovation and the 
reality of laser kits. 

Laser Disc Computer Systems, 
through a division called Laser 
Games, has licensed a laser game, 
Atomic Castle, to Stern but will 
preview it in its booth. The game ts 
the first to use actors as characters, 
according to the company. Atomuc 
Castle also uses high-resolution 
computer targets. 

The player controls himself, not a 
character, fighting against time and 
radiation. Five levels of play pit 
players against Kuliks, Zekars, 
Terminus, Zora, Magus, Kalis, and 
the Knight Beast. “Our slogan,” said 
Thom Kidrin, senior vice president, 
“is ‘The Games You Experience. 
Players want an experience, not just 
a game.” 


Phonographs 

The company will also have its 
laser jukebox shown at AMOA in 
prototype form. “It’s complete, and 
were discussing licensing agree- 
ments right now, Kidrin said. He 
said the laser is substantially 
cheaper than a videotape-based 
jukebox, and selections don't lose 
audio and visual qualities when 
they re frequently played. 

The Startime Video Jukebox will 
be shown by Video Music Interna- 
tional. Company officials say its 
advantages include a beautiful color 
picture and spectacular sound. 

Rock-Ola, a major phonograph 
manufacturer, will also show its 
newest products at AOE. 


Videos and pins 

Exidy will show its AMOA Show 
hit, Crossbow, but it wont stop 
there. Confident of the success of 
Crossbow, it will introduce a 
prototype of a conversion for 
Crossbow called Cheyenne. Though 
not available yet, operators will see 
what Exidy is doing to help 
Operators during a depressed 
market. 

Williams teased operators with 
the prototype of its laser game Star 
Rider. Now it will be seen complete. 
The prototype received good 
operator response. Response should 
be even better now. The rearview 
mirrors, incomplete at AMOA, will 
have opponents coming up from 
behind the player, and there will be 
exciting heat variations through 
planets. 
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Responding to a feeling of 
renewed interest in pinballs, 
Williams will also debut its new 
traditional pin, Laser Cue, along 
with the successful Frrepower II. 

Another surprise from Williams 
will be the preview of two conver- 
sion kits. There will be a conversion 
of Blaster and Mystic Marathon, a 
new game in kit form. 

Conversion kits have been unan- 
imously accepted by operators and 
Magic Conversions has a kit called 
The Glob that is very inexpensive 
with a money back guarantee. It was 
well received and the company has 


followed it up with Super Glob. The 
new kit will be distributed by Eagle 
Conversions and Rowe Distribut- 
ing. It will be at the show with new 
graphics, faster play, and _ busier 
characters, and, as before, it will be 
reasonably priced. 

Bhuzac will preview a new pin 
called Devil Rider. “It has a lot of 
features on a double playfield,” said 
Satish Bhutani of Bhuzac. “The 
buying power of operators may be 
low, but we are encouraged by 
operator interest in pins.” 

Bhuzac will also feature a video 
called Jack Rabbit, available as a 
dedicated game and a kit. The game 
play involves a rabbit hopping from 
Square to square picking up carrots. 
Jack Rabbit contains three phases 
complemented with scenery and 
artwork. It was first introduced in 
Frankfort, Germany, and has been 
testing well, Bhutani said. 


Novelty equipment 

Novelty pieces will be out tn 
full force. Bob's Space Racers which 
gave us the never ending success, 
Whac-A-Mole, will have several 
new pieces along with some steady 
winners like Hot Spots and Super 


Shuffle. The new pieces include 
Bully Buster, a kiddie version of 
Whac-A-Mole, Can Alley, and 
Bowler Roller. Can Alley has a 
trough of balls in front of the player 
who must throw as many balls as 
possible at a cat in a garbage can. 

“Because of the type of games we 
offer,’ said a company spokesman, 
“they last forever.” In Bob’s Space 
Racers’ Bowler Roller, the player 
tries to push a bowling ball along 
two tracks at the right speed to get it 
to stop in a certain place. But 
according to the company, there has 
been a complaint about this game— 
the cash box doesn't seem to be big 
enough! Rest assured it is working 
on that problem! 

The Norton Company will have 
its High Ball Alley—customized 
backglasses have been designed for 
many locations. The Norton ticket 
dispenser also has been doing 
extremely well, according to Linda 
Lynch. It is adaptable to all coin- 
Operated amusement machines. The 
Norton Company will also exhibit 
Humphalump. 

Skee-Ball, which won an award 
for the most meritorious exhibit of 
arcade and coin devices at the recent 
IAAPA Show, will also be at AOE 
with its equipment. 

Innovative Concepts in Enter- 
tainment, ICE, the company that 
surprised the industry with Chexx, 
will have a new game to show at 
AOE, but the company wouldn't tell 
us what it is. Be sure to visit the ICE 
booth. 


League equipment 

Leagues are of special interest to 
operators. Arachnid has been 
working with operators promoting 
darts leagues, and in some parts of 
the country, operators are extremely 
pleased with the results of their dart 
leagues. Arachnid will exhibit 
English Mark Darts, and personnel 
will be available to supply informa- 
tion about dart leagues. Arachnid 
will also display accessories from 
pro darts to jackets to hats. 

The pool table has been a steady 
piece of equipment. Often called a 
cash cow because pool never seems 
tO quit, Operators are once again 
realizing pool tables can be a good 
return on investment. Dynamo and 
Valley will display their latest tables 
and will answer questions concern- 
ing league programs. e 
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Bonus Session Will 


Examine Video Lottery 


free Bonus Session titled 
A “Video Lotteries, Gambling, 

and the Amusement Indus- 
try’ has been added to the AOE 
education program. 

The session, to be held Saturday, 
March 10, at 6 p.m., is being spon- 
sored by the National Coin Machine 
Institute and will be chaired by 
NCMI Director Herb Beitel. Panel- 
ists include Play Meter Associate 
Editor Mike Shaw and Ted Nichols, 
president of the Coin Operated 
Industries of Nebraska and a past 
president of the AMOA. 

At press time, NCMI was work- 
ing to get a representative of at least 
one video lottery machine manu- 
facturer to appear on the panel. 

As president of the coin operators 
association in Nebraska, Nichols is 
leading the amusement operators 
there in a battle to have the coun- 
trys first practicing video lotteries 
declared illegal. (See related story on 
page 65.) 

“The video lottery is not just 
hurting the amusement industry 
here,’ Nichols proposed, ‘It is 
hurting everybody. It is taking mil- 
lions of dollars out of the economy, 
millions of dollars that produce 
nothing. The people running the 
lotteries are getting rich fast, and 
opposing all legislation that would 
clarify a miserably confused state 
law that has led to lotteries popping 
up all over the state.” 

A current law, backed by a lower 
court ruling, has enabled Nebraska 
to become the first state to offer 
video lotteries. It allows munic- 


ipalities and charitable organiza- 
tions to conduct local lotteries. 
Lottery proponents contend that, 
eventually in all states, lotteries will 
be conducted through video termi- 
nals and in traditional coin amuse- 
ment locations. Many in the amuse- 
ment industry fear the lottery 
terminal will replace the video game 
on location, and that the profits 
from operation of the lottery will be 
controlled by a few people. 


“Video lottery 
proponents have 
openly claimed they 
will replace coin-op 
games with coin-op 
gambling.” 


Currently, 17 states and the 
District of Columbia have state-run 
lotteries. 


Inform operators 

“As an association representing 
amusement operator interests, we 
need, at least, to examine the nature 
of the video lottery,’ Beitel com- 
mented. “If we can build an aware- 
ness among operators of what the 
lottery is and how it is operating in 
Nebraska, then we can come to a 


decision as to how to deal with it in 
other states.” 

According to Shaw, the video 
lottery is “one more instance of 
gambling encroaching on the 
amusement industry. 

“This attack is much more blatant 
than the ‘gray area’ controversy, yet 
an extension of the power gambling 
interests are already exerting over 
our industry with, primarily, credit 
poker games,’ Shaw noted. “The 
video lottery threatens existing 
locations for amusements. In fact, 
video lottery proponents have 
openly claimed they will replace 
coin-op games with coin-op gam- 
bling.” 

The video lottery threat to coin 
Operators was the topic of an NCMI 
meeting at the recent ASI show in 
Chicago. There, panelists “warmed 
up’ for the AOE session with a 
heated discussion of the issue. 
Representatives of companies 
manufacturing video lottery equip- 
ment were interested participants in 
the meeting that saw prominent 
coin operators from Pennsylvania, 
New York, Connecticut, Missouri, 
Minnesota, and Nebraska united in 
their desire to learn more about the 
potential threat to their businesses 
posed by video lotteries. 

“The video lottery means the end 
of the amusement operators,” 
Nebraska's Nichols said as he 
prepared for the AOE Bonus Ses- 
sion. “It may even be too late to stop 
it in Nebraska, but maybe we can 
help keep it from spreading alee a8 


out the country.’ 
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Chicago Food 
and 
Entertainment Guide 


Play Meter asked industry mem- Restaurants Italian dishes 

bers to name their favorite restau- ‘For Italian food, Armando’s is 
rants and night spots in Chicago. Armando’s tops on food and service. The atmo- 
What follows are their recommen- Superior and Rush Street sphere is friendly too.’’—Larry 
dations and selected comments. 337-7672 Berke, Bally Midway. 

Arnie’s 

1030 N. State Street 
266-4800 


seafood, veal, beef, pasta 
“T recommend Arnie’s for steaks.” 
—Frank Ash, Active Amusements; 
Mike Jablonski, Loewen-America 
Inc. 


Benihana’s of Tokyo 
166 E. Superior 
664-9643 


Japanese cuisine 


Blackhawk Restaurant 
(Don Roth’s) 

110 E. Pearson Street 
(across from the Water Tower) 
943-3300 
seafood and steaks 
reservations required 

“A good place for steaks.’’-—Mar- 
garet Kirk, Interlogic Inc. 


Carsons The Place for Ribs 
612 N. Wells Street 
280-9200 
ribs, steak house fare, some seafood 


V2 


Chez Paul 
660 N. Rush Street 
944-6680 


French cuisine 


Como Inn 
546 N. Milwaukee Avenue 
421-5222 
Italian food 
“Como’s has fantastic steak. It’s 


Chicago’s restaurants offer enormous variety and price range, an Italian Bestauaut. but not a 
and every kind of food and beverage under the sun or moon. typical one.’—Marcio Bonilla, 
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Arachnid Inc. 


The Consort 
(Westin Hotel) 
909 N. Michigan Avenue 
943-7200 
American cuisine and entertainment 
“The Consort Room is very, very 
nice, has live music and two shows a 
night. It’s very expensive, but the 
food is delicious.’—Margaret Kirk 


Dianna’s Restaurant “OPAA” 
212 S. Halsted Street 
332-1225; 332-1349 

Greek food 
“Dianna’s has singing waiters and 
is a very jovial type of place. You 
drink uzo and have a good time, and 
you don't have to get dressed up.” — 
Tom Siemieniec, Centuri Inc. 


Doro’s Restaurant 
871 N. Rush Street 
266-1414 
Northern Italian dishes 
jackets required 


Eli's “The Place for Steak” 
215 E. Chicago Avenue 
642-1393 
prime ribs and steaks, calves’ liver 

“I'd recommend Eli’s, one of the 
top steak places in Chicago. The 
specialty of the house is sauteed liver 
cut into small pieces. It’s outstand- 
ing.’—Steve Hochman, Crown 
Vending Corp., New York. 

“Eli's also serves veal and pork 
that can’t be beat. Reservations are a 
must, and the earlier you make 
them, the better.” —Larry Berke 


Golden Ox 
1580 N. Clybourn 
664-0780 
German dishes including wiener 
schnitzel, roast duckling, and 
liver dumplings 


Hy’s of Chicago 
100 E. Walton Street 
649-9555 


beef and seafood specialties 


Kona Kai 
(Marriot O’ Hare) 
8535 W. Higgins Road 
693-4444 


Polynesian cuisine 


Kon-Tiki Ports 
(Hotel Continental) 
505 N. Michigan Avenue 
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THE 
HOTTEST 
ACTION 


IS AT OUR 


PUBLIC AUCTION 


Saturday, March 31 
10:00 a.m. 
Rowe International Building 
888 Rear Providence Highway 
Dedham, Massachusetts 
(Route 128 to exit 60, South Dedham exit, about two blocks to Mr. 
Meat Bidg. Turn right two blocks to Rowe bidg. Telephone 
617-329-3300.) 


VIDEO GAMES 
ARCADE GAMES 
PINBALL MACHINES 


hundreds and hundreds of machines 


EW 
0 LIKE 


NEW 


Zaxxon @ Gravitar @ Popeye @ Blue Print @ Turbo 
Venture @ Tron @ Bagman ®@ Centipede ©@ Space Duel 
Kickman @ Frogger @ Defender @ Galaxia @ Mazer Blazer 
Vanguard ® and many many more ® Too Many fo List! 


Don't Miss This One! A Real Savings Opportunity 
Term: Cash or Cashier's Check 
Inspection 2 hours prior to sale 


Jay Sugarman Auctioneers 


750 N.E. 195th Street, Suite 101, N. Miami Beach, FL 33479 


505/651-0101 


_ SPECIAL NOTICE 
purchase your used equipment from 


NEW ORLEANS NOVELTY CO. 


In business for 50 years! 
International reputation for selling the 
finest used videos, flippers, & amusement 
games available anywhere. 


EACH & EVERY GAME BEAUTIFULLY 
REFINISHED LIKE NEW BY EXPERTS 
All games authentic legal factory models 
GET ON OUR MAILING LIST FOR OUR | 
LATEST PRICE BULLETINS OR CALL 
Rose, Eddie, or Jean for latest prices 
3030 No. Arnoult Road 
Metairie, LA 70002 * 504/888-3500 


Don't Miss 
the May 1 
AOE 
Wrap-Up 


Issue. 


“Adam,” the larger than life-size bronze sculpture by French master 
Auguste Rodin, 1s on view at the Art Institute of Chicago. 
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A fearless scuba diver offers food to a Moray eel in the Coral Reef exhibit 
at the John G. Shedd Aquarium. Visitors can watch divers plunge into the 
90,000 gallon tank twice a day to hand feed hundreds of fish. 
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944-4100 


Polynesian specialties 


Le Ciel Bleu 
(Mayfair Regent Hotel) 
181 E. Lake Shore Drive 
951-2865 
French cuisine 
“I recommend Le Ciel Bleu for 
fancy French cuisine in a hotel 
atmosphere.’ —Frank Ash 


Le Francais 
269 S. Milwaukee, Wheeling 
541-7470 
French haute cuisine 
“Very expensive, but great 
French food.’’—Marcia Young, 
Bally Midwest Dist. 


Morton’s 
1050 N. State Street 
266-4820 
steak and lobster 


Nick’s Fishmarket Restaurant 
One First National Plaza 
621-0200 
fresh seafood 


The Ninety Fifth & Images 
(John Hancock Center) 
172 E. Chestnut Street 
787-9596 
varied menu 

“You get a spectacular view of the 
city and all of its lights.’”"—Pat Reed, 
Enter-Tech. 

“Td recommend the 95th floor of 
the John Hancock Center. It’s got 
the most beautiful view.”—Brian 
Duke, Universal 


The Palm 
(Mayfair Regent Hotel) 
181 E. Lake Shore Drive 
944-0135 
steak and lobster 
“The food is outstanding. The 
steaks are excellent, and the lobster 
is the best. There's a varied menu 
with lots of Italian food like mari- 
nated tomatoes and antipasto. It’s 
got sawdust on the floor and carica- 
tures of famous people on the 
walls.”-—Brian Duke 
“There isn’t a better place for 
lobster in Chicago.’—Tom Siem- 
leniec 


Pizzaria Uno 
29 E. Ohto 
321-1000 
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GYRUSS, another great arcade success from the originator of 
TIME PILOT, SCRAMBLE, SUPER COBRA, TUTANKHAM, ROC’N 
ROPE and FROGGER is now available as a conversion kit. To profit 
from one of the greatest games in arcade history, convert to 
Konami. Contact your local distributor today for details on GYRUSS. 
Don’t face 1984 without it. 


Konami, Inc. 


20655 S. WESTERN AVE., SUITE 116, TORRANCE, CA 90501 
PHONE: (213) 533-8644 
TELEX: 4720119 KONAMER FAX: (213) 533-6040 


© 1983 Konami, Inc. All rights reserved 


Question #1: 
WHY ARE THEY BETTER? 


mares «© SINOAAGL 


Better because they’re the only ones with INTERNATIONAL, 
tournament-sized targets. 


Better because a special computer program (TRU-SCORE™)and two 
microprocessors increase their scoring accuracy. 

They’re reliable and simply designed for field servicing because they 
are made by IDEA, designer and manufacturer of high-quality, 
industrial products. 

CENTURY DARTES, the classic, old-world game. ROYAL DARTES, 


with the same quality and all the fine features in a lower-cost cabinet. 
See us at: AOE Show, Booth #451 
By IDEA, Route One, Sycamore, IL 60178 * 815/895-8188 


© 1984 - Industrial Design Electronic Associates, Inc. 


THERE IT IS! 
"THATS THE NUMBER! 


CALL 


504/837-7987 


To Subscribe To 
PLAY METER 
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Pizzaria Due 
619 N. Wabash 
943-2400 
deep-dish pizza 


Rupert's 
1701 W. Golf, Rolling Meadows 
952-8555 


ribs, chicken, steaks 


Rusty Scupper 
5725 N.E. River Road, Rosemont 
693-8220 
seafood and steaks 
ten minutes from O’Hare 


Sage’s Sages 
75 W. Algonquin 
Arlington Heights 
593-6200 


prime beef and seafood 


The Tango Restaurant 
3172 N. Sheridan Road 
935-0350 
French seafood and prime steaks 
“My favorite restaurant is Tango 
which is an extremely elegant five- 
Star restaurant. It’s got the largest 
selection of seafood. A reservation 
and jacket are required.’—Steve 
Hochman 


Night Spots 


The BBC 
9 W. Division Street 
disco dancing 
open till 4 a.m. 


The Blue Max 
Hyatt O’Hare 
9300 W. Bryn Mawr 
696-1234 
well-known nightclub 
entertainment 


Butch McGuire's 
20 W. Division Street 
787-4318 


Faces 
940 N. Rush Street 
943-0940 


dancing 


Mother's 
26 W. Division Street 
642-7251 


The New York Lounge 
5151 N. Lincoln Avenue 
334-8953 
“The New York Lounge is a 
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The Original FULL COLOR Multi-Game Countertop from Merit . . . 


PIT BOSS ...... 
Pil BOSS. 
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> Against puntertoy 
S" Outearns Them All! 


Two sensational new games, SUPER SLOTS”, with fabulous 5 win-line slot action, and 
FOTO-FINISH", horseracing packed with hoof-pounding excitement, join the Classic 4 — Joker 
Poker, Blackjack, Acey Deucey and The Dice Game. 


Forget the “here-today-gone-tomorrow” imitations .. . NOTHING, but NOTHING matches the 


superior graphics, humorous effects, built-in play appeal, and most important, the profit-producing 
track record of PIT BOSS™. 


Now in 2 Sizes! 


Take your pick ... PIT BOSS™ with a 13” color monitor or PIT BOSS, JR.” for the same great features 
in just 16” of counterspace — and a picture your eyes won't believe! 


Best of all, there are NO REPLAYS, NO CREDITS and NO HASSLES. PIT BOSS” is legal everywhere, 


so you can just relax and enjoy the earnings. . . consistent collections you can “bank” on, every day of 
the week, each month, all year long! 
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P.O. Box 213, 630 Woodland Ave. 
Cheltenham, PA. 19012 

: (215) 379-1000 
Toll Free 1-800-523-2760 
Telex 831897 


merit industries, inc. 


© 1983 merit industries, inc. 


See Us At The AOE Show 


-@ 
° e 


WATCH YOUR PROFITS... 


| ! lice Motorcycle~ ~ ; 


ERICA’ S LEADER. KIDDIE RIDEY Uae 
Ifit's new and money making, | We maintain the largest Best in service. Largest parts 1years in the Children's 
Kiddie Rides U.S.A. has it inventory of the latest, best — inventory in the business Amusement Industry. 


and has it FIRST. We represent money making rides in the with 8 full time technicians to 
the leading U.S. and European marketplace. Ourselectionis assist you. Call TOLL FREE 
ride manufacturers. FIRST with unparalleled inthe industry. — forsame day service and parts. 


hydraulics, and consistently —§ Immediate delivery on 1M 

FIRST in the Children's most rides. a ee KIDDIE RIDES USA 

Amusement Industry. owest prices in the country. Kiddie Rides USA 
Custom design planning. 604 Main - Davenport IA 52803 


1-800-553-8000 TOLL FREE 


downtown neighborhood bar owned 
by magicians. For the price of a 
drink, you sit at the bar and they 


: State Street/The Loop (Including downtown, 
! ; Printers Row, Financial District, South 
entertain you with close-up magic— Chicago 

card tricks, balloon tricks, and 


Michigan Avenue and McCormick Place), 
North Michigan Avenue/Near North 
specialty tricks. It’s a very enter- Downtown (Including Rush Street, Old Town, North of 
taining place.’—Steve Hochman River), Near West (Including Greek Town & 
China Town), Hyde Park. 
The Playboy Club 
1800 E. ~<a Sit ae Cele 5° ] 3 ei pon a 
. NJ ® |= |e \5 Burton ot 
video, laser, and sound \Piko, 8 3 ~ |e aa iangari= 
display setting = “4, ‘ & | | Nt) Lschitler ale. 
The Snuggery a ne rat || {I mee 
a; We CRS Goethe mA a 
15 W. Division Street 4 OL )|\p= 
337-4349 sia Lt ocd —— 
Studebakers . “gO EIm rips 
1251 E. Golf Road, Schaumburg soo Bete Q, 
; cs CIOL Oak 
843-3434 ange eR 
1000 NI ego Cwatton, OL 
Shoppi = Se kas atone 
opping ee So ete 
ra) S son 
Oakbrook Center chests) Hooves At) Chicago— 
Rt. 83 and Cermak Road, Oak Brook re ae Bye L 
654-0250 fi “| CL Eeupetor aces 
More than 100 shops, restaurants, 4 OD Ciuron aonogo—s 
and a theater ag162 Dene civis 1715-8 — 5 
open 7 days a week B35 mah a Cs 788 fat se | 
600 Neo Grand = ooo eB ee 
Oak Park Mall 7oOO Cithnors = 500 ee, 
Lake Street and Harlem Avenue JOC Pubes BOR? 
Oak Park CO 
383-4145 


120 specialty shops 


Water Tower Place Atrium Mall 
835 N. Michigan Avenue 
440-3460 
more than 200 stores, 11 restau- 
rants, four cinemas 

open 7 days 


Woodfield Shopping Center 
Golf Road (58) and Route 53 
Schaumburg 
882-0220 
more than 200 shops and services 
open 7 days 


Taxi Services 


Checker Cab Company - 421-1300 
Flash Cab Company - 878-8500 
Yellow Cab Company - 829-4222 


Visitor Information Centers 


D 

The Water Tower Visitor Informa- Jeo ith os mona 
tion Center - 225-5000 Senay Sas fa ea 
Travelers Aid - ae 5900'S coe 
(O'Hare Airport) 686-7562 eee 
(Union Station) 435-4500 


oe 
——_ 7 —— o 
"1 Midwa jaisance' a 


To Hyde Park 
(see inset) 
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Visitor Information 
Numbers 


Chicago Convention and Tourism 
Bureau - 225-2323 
Chicago Council on Fine Arts - 
346-3278 
League of Chicago Theaters - 
977-1755 


Sightseeing and 
Entertainment 


Allied Arts Orchestra Hall 
220 S. Michigan Avenue 
435-8122 
March 11—Maurizio Pollini 


Dearborn Park Theatre 
720 S. Dearborn 
236-7374 
Gilbert & Sullivan through June 


Museum of Science and Industry 
57th Street & S. Lake Shore Drive 
684-1414 
1984 & the 21st Century 
January 18 - April 30 
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Art Institute of Chicago 
Michigan at Adams Street 
443-3600 
Grant Wood: regionalist 
January 21 - April 15 


Museum of Contemporary Art 
237 E. Ontario 
280-2660 
Dieter Roth 


January 14- April 1 


Field Museum of Natural History 
Roosevelt Road & Lake Shore Drive 
922-9410 
Inua: Spirit World of Bering Sea 
March 10 - May 27 


Adler Planetarium 
1300 S. Lake Shore Drive 
322-0304 


Brookfield Zoo 
lst Avenue and 31st, Brookfield 
242-2630 
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Shedd Aquarium 
1200 S. Lake Shore Drive 
939-2438 


Garfield Park Conservatory 
300 N. Central Park Blvd. 
azalea and camellia show 

February 17 - March 11 


Lincoln Park Conservatory 
Fullerton & Stockton Drive 
azalea and camellia show 
February 17 - March 11 


Candlelight Dinner Playhouse 
5620 S. Harlem, Summut 
496-3000 


Goodman Theatre 
Columbus Drive at Monroe 


443-3800 


Marriot’s Lincolnshire 
Route 21 and Route 22 
634-0200 


} 


Sears Tower, the world’s tallest building, dominates almost any view of Chicago's skyline including this one 
looking northeast toward Lake Michigan. Pictured in the foreground (center) is the world’s largest post office. 


a2 


(Photos courtesy of the Chicago Convention and Tourism Bureau) 
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Animation Limited 

7140 West Talcott 

Chicago, IL 60631 
512/459-8413 


Amusement Emporium, Inc. 
6880 South Emporia Street 
Englewood, CO 80112 
303/790-0885 


A-1 Products 
333 North Queen Street 
Kinston, NC 28501 
919/527-8241 


Ace Novelty Co., Inc. 
221 E. Collerton 
Chicago, IL 60616 

800/621-1570 


ACME Premium Supply Corp. 
4100 Forest Park Blvd. 
St. Louis, MO 63108 
314/531-8880 


Air-Vend, Inc. 
9817 Valley View Road 
Eden Prairie, MN 55344 

612/944-3604 


Alway Electronic Components 
550 Old Country Road, Room 102 
Hicksville, NY 11801 
516/931-2136 


Americade Amusements, Inc. 
2009 Old Cuthbert Road 
Cherry Hill, NJ 08034 
609/428-3869 


American Lock Company 
3400 West Exchange Road 
Crete, IL 60417 
312/534-2000 
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ibitors’ 
List 


Amusement Technology, Inc. 
1200 Memorial Drive 
Ashbury Park, NJ 07712 
201/774-3000 


Arachnid, Inc. 
208 North Madison 
Rockford, IL 61104 

800/435-8319 


Ardac, Inc. 
3400 Vokes Drive 
Eastlake, OH 44094 

216/951-3440 


Automated Prod. Equipment Corp. 
142 Peconic Avenue 
Medford, NJ 11763 
516/654-1197 


Autorovo Kiddie Rides of America 
400B Lansdown Road 
P.O. Box 907 
Fredericksburg, VA 22404-0907 
703/372-2853 


B 


Best of Seven Games Ltd. 
3434 2nd Avenue W. 
Prince Albert, Saskatchewan 
Canada 56D5E9 
306/922-8777 


Bhuzac International Inc. 
384-A Foster City Boulevard 
Foster City, CA 94404 
415/341-5200 


The Bio Scope Company 
P.O. Box 1084 
Stone Mountain, GA 30086 
404/296-8175 


Ardac’s. 


amazing 


changers. 


They make change for your customers. 


__ And money for you. 


e The right change time after time 
means increased sales for you. If 
customers don't get change, you miss 
Out on dollars. 


e Dollar bill acceptors are designed for 
millions of operations without a lot of 
fine tuning or adjustments. 

: e Bill stackers automatically stack bills 
| In a neat column. 

e Unique interchangeable hoppers 
virtually eliminate coin jams Caused 
by bent coins or coins in the wrong 
hopper. 

¢ Complete modular construction for 
servicing ease. 

e Simplified electronics. 

e Maximum security. 

e Minimum problems. 


34000 Vokes Drive e Eastlake, OH 44094 
(216) 951-3440 


MHighBall 
Ticket Werndor 


Mowcity Games 


Contact 


The Norton Company, Inc. 
4910 W. Linebaugh Ave., Tampa, FL 33624 
813/962-4012 


Bob’s Space Racers, Inc. 
427 15th Street 
Holly Hill, FL 32017 
904/677-0761 


Brandt, Inc. 
P.O. Box 200 
Watertown, WI 53094 
414/261-1780 


C 


Canadian Coin Box Magazine 
833 2nd Avenue East 
Owen Sound Ontario, Canada N4K 5P4 
519/376-9680 


Carousel International Corp. 
701 East 8th Street 
Eldon, MO 65026 

314/392-7122 


Chicago Lock Company 
4311 West Belmont Avenue 
Chicago, IL 60641 
312/282-7177 


Cinematronics, Inc. 
1841 Friendship Drive 
El Cajon, CA 92020 
619/562-7000 


Compunetic Devices 
3353 S. Highland Drive, #505 
Las Vegas, NV 89109 
702/731-1418 


Coin Acceptors, Inc. 

4946 Daggett Avenue 

St. Louis, MO 63110 
800/325-2646 


Coin Controls, Inc. 
2609 Greenleaf Avenue 
Elk Grove, IL 60007 
312/228-1810 


Coin Communicators 
2415 West Amherst 
Bloomington, IN 47401 
812/332-0568 


Coin Mechanisms, Inc. 
817 Industrial Drive 
Elmhurst, IL 60126 

312/279-9150 


Colorado Game Exchange 
1537 West Alameda Avenue 
Denver, CO 80223 
303/777-3500 
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Convertible Video Systems Ltd. 
31 Watermill Lane 
Great Neck, NY 11021 
516/466-8485 


Coreco Research Corp. 
370 Seventh Avenue, Suite 301 
New York, NY 10001 
212/279-3366 


Crazy Cats Top 40 
Video Games 
11 W. Monument Bldg. 
8th Floor 
Dayton, OH 45402 
513/222-1285 


Creative Engineering, Inc. 
47 West Jefferson Street 
Orlando, FL 32801 
305/425-1001 


Creative Presentations 

819 West Lunt Avenue 

Schaumburg, IL 60193 
312/894-2248 


D 


D & R Industries 
7111 North Capitol Drive 
Lincolnwood, IL 60645 
312/677-3200 


Destron, Inc. 
4801 West Patterson Avenue 
Chicago, IL 60646 
312/286-7200 


Dynamo Corporation 
1805 South Great Southwest Parkway 
Grand Prairie, TX 75051 
214/641-4286 


Eagle Conversion Co. 
25 Eagle Street 
Providence, RI 02907 
401/274-0544 


Eurocoin International 
P.O. Box 13127 
Lexington, KY 40583 
606/254-9117 
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Beware of Substitutes! 


Replace with Genuine 
ACE II® Locks 


There are many tubular locks on the market, but only one 
is the new, technically refined ACE II.® Because it is 
produced through a patented, precision process; the ACE 
II® provides a level of security unavailable in other tubu- 
lar locks. In addition to higher security, the ACE II® 
offers the convenience of operation with your present 
registered key series. 


So if you are thinking of changing locks, change to ACE 
I1®. Don’t compromise your security by revealing your 
ACE® registered key series to a third party. Your regis- 
tered key series is a vital part of your security chain. Keep 
it intact! We maintain thousands of codes in strictest 
confidence for the exclusive use of our customers. 


Write or call for the facts on the new ACE II® before 
making any changes that might prove costly. 


CHICAGO LOCK CO. 


4311 W. Belmont Avenue, Chicago, IL 60641 312/282-7177 
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© Skee-Ball, Inc. 


ts 


BIRMINGHAM VENDING CO. 


Distributors of Coin Operated Machines Since 1931 
ee INCE ISI 


The operators’ complete 
one stop for Sales, Service, 
and Parts for Amusement 

Machines and Vending 

Equipment 


940 2nd Ave. No., Birmingham, AL 35204 


205/324-7526 


S K E E = B 


Nohody bea 


ts us 
at our owngame. 
(Try as they might.) 


Because we're the only manufacturer 
of Skee-Ball”™. 
And since our introduction—over 65 
years ago—parks, carnivals, arcades, 
and resorts have depended on us for 


ity and outstanding performance. 
We scored the first time out. And 
every time since. Because only we 
know how to build in reliability. After 
all, we have a long history of it. 
And a reputation to live up to. 
om So stick with the original 
game plan...and play with 


Contact SKEE-BALL or 
your local distributor for 
more information. 
Start-up 
Merchandising Kits 


SEC BALE 


The Original 
Skee-Ball Inc., 8th & Maple Sts., Lansdale, PA 19446 
(215) 362-0300 « Telex 846-072 PT-126 


manufacturing alleys of superior qual- 


the real winner. Skee-Ball. 


Exidy, Inc. 
390 Java Drive 
Sunnyvale, CA 94076 
408/734-9410 


G 


G & L Manufacturing 
10632 N. 21st. Avenue, Suite 11 
Phoenix, AZ 85029 
602/944-9518 


The Game Exchange, Inc. 
313 Neilston Street 
Columbus, OH 43215 
800/848-0110 


Game Connection International 
2765 East 4th Avenue 
Columbus, OH 43219 

614/253-8888 


Gametechniks Div. 
10501 Delta Parkway 
Schiller Park, IL 60176 

312/671-6700 


Game Exchange/Southeast, Inc. 
1701-C Spring Street 
Smyrna, GA 30080 
404/435-0802 


Game Technology 
P.O. Drawer 206 
Shelbyville, TN 37160 
615/684-4100 


Gold Medal Products Company 
1825 Freeman Avenue 
Cincinnati, OH 45214 

513/381-1313 


Greyhound Electronics, Inc. 
Route 37 & Germania Station Road 
Toms River, NJ 08753 
201/341-5200 


H 


Hantarex U.S.A. 
1261 D Wiley Road 
Schaumburg, IL 60195 
312/843-7226 


Hoffman International 
600 North McClurg Court, Suite 309A 
Chicago, IL 60611 
312/276-3911 
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COTTON CANDY 


The completely automated unit dispenses 
freshly-spun cotton candy on a stick in a 
minute, within complete view of the 
customer. With its exclusive built-in 
dehumidifier and _ specially-designed 
styrofoam tub, cleaning and maintenance 
is fast and easy. 


E PROVEN WINNERS 


as 4 ae 
BALLOON YOUR SALES }> Ht 


| 
Children and adults are fascinated 
___ watching Fanky (The world’s only 
completely automatic balloon system) 
___dispense balloons, complete with 
finger ring, in just seconds. The 
-helium/air control limits the balloon’s | 
floating height, so it will remain within 
__ your reach. Everyone loves a balloon! 
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__ Aside from making kids happy, Fanky | 
balloons are also highly successful in 
promoting grand openings, special in- 
store promotions, or new product in- 
troductions. You'll find adapting 
Fanky’s custom imprinted balloons to | 
__ promotions is economical and easy. 
We can also accommodate special 
__ programs, such as coupon or prize | 
inserts. 


To 


g -) “—=—3 =a | al 


P| ft | 
pt} tty ty 
MOUNTAIN CLIMBER 


The adjustable difficulty control makes the 
1 game a winner with longer staying power. 
— The ticket dispenser and special sound’ - 
effects only add to the 
— number of plays and - 
your profit. 


Frog Ball is one of the hottest family 
games to come along. It’s the game that 
challenges young and old, while creating 
excitement, fun and profit. With the ticket 
dispenser feature you can increase plays 
and profit. 


|| 
pt} Pe Tt 
~ CATCHER FROG 


A specially designed game for the whole 
family. Simply catch the flying balls in the 
frog’s mouth for scoring points. The player 
has complete control over the frog. The 
excitement created is enhanced even 
more by using the ticket dispenser, which 
increase the game’s use and profitability. 


Sound 
Effects 


Electrical 


PI Sounds That 
Increase Tne 

Enthusiasm 

) Ot Players 


CALL TOLL FREE fee ah le VENDING 
INTERNATIONAL 


1-800-821-8990-_____ INTERNATION 


33157 CAMINO CAPISTRANO ¢ SUITE C ¢ SAN JUAN CAPISTRANO, CA 92675 « (714) aca 


YOU CAN’T 
IGNORE A ROBOT! 


We stop traffic. 
create crowds, and 
keep them coming 

back for more! 


completely 
remote 

controlled 
eee 


standard 
models 
e 


WE’RE 
IRRESISTABLE! 


custom 
models 
e 


product & 
mascot 
replicas 
eee 
Sales 
leases 
rentals 


THE ROBOT FACTORY 


entertainment and promotional robots since 1966 


ap an cee . 
an 4 


P.O. BOX 112 « CASCADE, COLORADO 80809 
(303) 687-6208 (303) 687-6244 


MINI SKEE- BALL 


A new little game 
, withgreat big 
results. 


br ee 
SK [BALE 
ar = Although we may be short on size...we're 
a ZN really big on action. 
Because our new Compact audio model 
é2 —a mere 6'3” long—lets kids of all ages 
2, play competitively. And play they do. 
wD For the first time, small children are 
\ y rolling the easy-to-handle ball up the 
> shortened alley and into the playing 
ae pockets. And adults are Striving to. 
achieve new short-distance throwing 
skills to meet or beat their old scores 
on standard Skee-Ball. 


And since our little size can be 

_ easily accommodated—we're 

By going places we've never been. 

~~ Like Kiddie lands and res- 
taurants. Taverns and 
shopping malls. And we're 
making it big. 

* Contact SKEE-BALL or 

— your local distributor for 

more information. 


Skee-Ball Inc., 8th & Maple Sts., Lansdale, PA 19446 
(215) 362-0300 + Telex 846-072 
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Innovative Concepts in Entertainment 
590 Young 
Tonawanda, NY 14150 
716/693-9535 


IDEA 
Route 1, Brickville Road 
Sycamore, IL 60178 
815/895-8188 


Innovative Industries, Inc. 
Highway 71-A South 
Carthage, MO 64836 

417/358-6891 


International Kiddie Rides Inc. 
8994 Seminole Blvd., Suite 1 
Seminole, FL 33542 
813/392-1293 


Intrepid Marketing, Inc. 
4984 El Camino Real 
Los Altos, CA 94022 

415/964-0943 


K 


Kiddie Rides USA 
604 Main Street 
Davenport, IA 52801 
319/326-6467 


M. Kramer Manufacturing Co. 
1100 Towbin Avenue 
Lakewood, NJ 08701 

800/631-2126 


Kurz-Kasch Electronics 
2271 Arbor Boulevard 
Dayton, OH 45439 
513/299-0990 


Libin & Associates 
907 Hollywood Way 
Burbank, CA 91505 

213/841-9690 
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M 


Marantz Piano Company, Inc. 
Highway 64-70 East 
P.O. Box 460 
Morganton, NC 28655 
704/437-7135 


Medeco Security Locks, Inc. 
P.O. Box 1075 
Salem, VA 24153 
703/387-0481 


Meltec, Inc. 
1550B Las Plumas Avenue 
San Jose, CA 95133 
408/923-1302 


Merit Industries, Inc. 
630 Woodland Avenue 
P.O. Box 213 
Cheltenham, PA 19012 
215/379-1000 


Miniature Video Productions 
478 E. Allied Drive 
Nashville, TN 37211 

615/833-8900 


Miracle Recreation Equipment Company 
P.O. Box 275 
Grinnell, [A 50112 
515/236-7536 


Movie Hut, Inc./Wright Group 
State Highway 38 West 
P.O. Box 95 
Elkland, MO 65644 
417/329-5414 


N 


National Ticket Company 
1650 Broadway, Suite 804 
New York, NY 10019 
212/757-1426 


Neil Enterprises 
5145 N. Clark 
Chicago, IL 60640 
312/275-9550 


Konami/cenwri. 


WARNING 


The Track & Field® video game in the upright 
and cocktail table models is manufactured 
under license from Konami Industry Com- 
pany, Ltd., and sold in the United States, 
Canada, Central and South America, exclu- 
sively oy Centuri, Inc. 


Willful copyright infringement is a Federal 
Crime. Centuni, Inc. fully intends to take all 
legal action necessary to protect Its pro- 
orietary rights against all parties manufac- 
turing and selling Track & Field® games, or 
games which imitate the Track & Fiela® 
game, and which infringe upon Centuri's 
said propriety rights. 


cenwri. 


We're Inventing What The Future Will Bring. 
CENTURI, INC. 245 West 74th Place, Hialeah, Florida 33014 


Phone (305) 558-5200 Telex: 803694 * ANSB Centuri * Cable: CENTURI 


Nevada Gaming Schools... 


rough out there 


NEVADA GAMING SCHOOLS, INC. 


Nicole Manufacturing 
1122 9th Street 
Altoona, PA 16601 
814/943-8010 


3100 Sirius Ave./Suite p 881 E. Glendale/Suite p 
Las Vegas, Nevada 89102 Sparks, Nevada 89431 
(702) 873-2345 (702) 359-2345 
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TICKET BIN: 
eEasy Access 
eLarge Capacity 


AQUA PLAS TE R 


The new Wave 
Waller games. 


An exciting new water game, Aqua 
24 Blaster is simply a-mazing players in 

~~ entertainment and amusement centers 

... countrywide. 
\\ Designed to award redemp- 

tion coupons good for valuable 
prizes at merchandising centers, 
Aqua Blaster automatically dis- 
penses tickets each time the 
player successfully sinks the ball 
at the top of the maze witha 
high-pressure water gun. 

Aqua Blaster is the newest in 
the expanding line of suc- 
cessful, solid-state merchan- 
dising games created by 
Skee-Ball. 

Go on. Dive in. Make a 
splash with Aqua Blaster and 
watch your profits blast com- 
petition right out of the water. 


Contact SKEE-BALL or 
your local distributor for more 


Start-up 


Merchandising Kits information. | 
Available. 
NICER AIEL 
The Original 


Skee-Ball Inc., 8th & Maple Sts., Lansdale, PA 19446 
(215) 362-0300 « Telex 846-072 


¢ Skee-Ball. Inc 


Nomac Ltd. 
211 Berg Street 
Algonquin, IL 60102 
312/658-6166 


The Norton Company, Inc. 
4910 West Linebaugh Avenue 
Tampa, FL 33624 
813/962-4012 


Nova Games of Canada 
180 Graveline 
St. Laurent, Quebec 
Canada H4T1R7 
514/342-5990 


O 


Omaco Enterprises, Inc. 
6112 North 16th Drive 
Phoenix, AZ 85015 
602/277-4062 


O-Sun Company 
125 South Orchard Street 
P.O.Box 334 
Thiensville, WI 53092 
414/242-6200 


Prime Enterprises 

863 Cliffside Drive 

Akron, OH 44313 
216/922-2997 


Products International 
8605 Second Avenue 
Silver Spring, MD 20910 
301/587-7824 


Publishers for Conventions, Inc. 
1205 Main Street 
Pittsburgh, PA 15215 
412/781-0412 


R 


Rock-Ola Manufacturing 
800 North Kedzie Avenue 
Chicago, IL 60651 
312/638-7600 


Rand of Phoenix 
1818 North 25th Drive 
Phoeniz, AZ 85009 
602/944-1024 
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If you’re looking for a bargain, 
the wisest investment 
_.you ever make... 

(Sa /__... may just be a phone call away 


A COMBINATION SUBSCRIPTION 
DRA PRICE GUIDE AND PLAY METER MAGAZINES 


THE TWO PUBLICATIONS EVERYBODY NEEDS 
To keep up to date everything that’s happening in the industry. 


oe PLAY METER - The most widely read publication serving the 

- vg game and music industry. Now published twice monthly. 

se PLAY METER is full of information containing new product 
reviews, up to date industry news, technical topics & informative 
articles essential to coin machine people. 


In addition, PLAY METERS BUYERS BULLETIN contains 
dozens of ads offering new 
and used equipment 

: = x from the industry's 

| eS Eee most reputable suppliers. 


AOE ’84 
Convention Special 
PLAYMETER 
Reg. Price 


eee DRA PRICE GUIDE 
Se rreooonet Is intended to provide 
information concerning the 
a ai value of new and used equipment 
° in an extremely irregular 
market. We do the research 
so that you don't have to. 


Twice Monthly $50.00 


DRA PRICE GUIDE 
Reg. Price 
Quarterly 


neat ELI 


A Savings of 20% 


PROPERTY 
TAX 
ASSESSMENTS 


EO 
a” 


On! _ , 
gonareerh: Be ila *., 


We've been around a long time and most of you 
ae i already know about us. To those of you who dont, 
briefly, this is what we do: Constant research 


a 
oe 
a 
oe 
os 
Aa 
5 “A 
& ‘ 
et 
& 7 
S —. ‘ 
i ‘ 
& 


aie phe 3 0s 


eggs HS 
4 W joo 


% ge 

4 ts ptt 
rn ‘ } oa eed 
sennaaarrr aa Mp 


Pe Appt tPF EE 
ity LTS PPPLIEPEE 
LLL EELLS fs 


» 
se tPt POE, 


0.2. atst pte eepebehd : se 
‘ ; ppp tPlllEl lle 
SLLSLLPD paps str PPleleeTes : 
- pp plltltt ttt IPIt? GIL: 
Py, ppptllllTlt ll ” 


29:94 6S 


ppt llllldel 
Poth 


rt, Fs 
, cp patey Gio 4 ARO MO 
wysstti tll iil cated, BE. (ROT BF 
> 2 op. Beurs . ' 
Gu N 


RESEERA TER 


SUBSCRIBE NOW AND SAVE 


For a limited time only a savings of almost 20% NAME 
PLAY METER plus DRA PRICE GUIDE COMPANY 
A $125.00 Value pannEss 
COST YOU ONLY $99.00 per year iy on ‘i 


Offer good only with this coupon 
4 SAVE TIME — ORDER BY PHONE 


(305) 871-4980 or (504) 837-7987 


DRA PRICE GUIDE, 6595 N.W. 36th Street, Suite 1098, Miami, FL 33166 
PLAY METER MAGAZINE, P.O. Box 24170, New Orleans, LA 70184 


i 
Ee LL 


PLAY METER, April 1, 1984 


PLEASE ENCLOSE PAYMENT 


make our DRA PRICE GUIDE an invaluable source of 

information. With out new easy to read and more 

complete quarterly, you have pages of vital information 

at your fingertips. The convenient price guide lists all 
the products of top manufacturers in the coin 
amusement and vending machine industry. For 18 
years, Distributors Research Associates has been 
publishing the latest prices on trade in and 
reconditioned machines. Market quotations, 
wholesale and retail, and the basis for compilation 
by our local and national staff. We are a proven 
reference for tax purposes. 


Send Check or Money Order 
(Rates slightly higher in Canada or Mexico) 
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PREMIUM SUPPLY CORP 


PROFITS 
DOWN? 


Bring them back UPI! 


MERCHANDISE 
REDEMPTION 


video games. 
See us at the 


The Merchandise Connection 
Toll Free Wats 800-325-7888 (Outside Mo.) 


4100 FOREST PARK BLVD. - ST. LOUIS, MO. 63108 - (344) 531-8880 


NTRODUCING: 


The Video Game 
Ticket Kit 


Quickly turn video games 
into ticket-dispensing 
merchandising units that 
turn profits... fast. 


We’ve combined the winning concept of 
merchandising with the fascination for video 
games to produce a unit that doubles their 
draw and player appeal. 

Our new V-100 automatic ticket dispenser is 
easily installed on most video games. It 
features easy-to-set ticket issuance levels to 
Suit your requirements as well as low voltage 
Operation. 

Cash in on Skee-Ball’s 40 years of ticket dis- 
pensing experience. Call today to see how to 
retrofit your video games for increased profits. 


See us at the AOE Show, Booth #530. 


SKC BALL 
The Onginal. 
Skee-Ball Inc., 8th & Maple Sts., Lansdale, PA 19446 
(215) 362-0300 « Telex 846-072 


c Skee-Ball, Inc. 
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means Repeat Business 
without the cost of new 


The Robot Factory 
P.O. Box 112 
Cascade, CO 80809 
303/687 -6244 


Roger Williams Mint 
79 Walton Street 
Attleboro, MA 02703 
800/225-2734 


S 


Sally Industries, Inc. 
803 Price Street 
Jacksonville, FL 32204 
904/353-5051 


Scan Coin, Inc. 
201 Elden Street 
Herndon, VA 22070 
703/471-6510 


Show Games 
Rue Du Laveu 141 
Liege Belique 4000 

32/41/52 


Skee-Ball, Inc. 
8th & Maple Streets 
Lansdale, PA 19446 

215/362-0300 


Standard Change-Makers, Inc. 
422 East New York Street 
Indianapolis, IN 46202 
317/639-3423 


Standard Metal Typer 
2910 West Montrose Avenue 
Chicago, IL 60618 
312/583-8300 


Status Game Corporation 
17-A Culbro Drive 
West Hartford, CT 06110 
203/278-1397 


Super Ball, Inc. 
1 Vanderbilt Avenue 
Pleasantville, NY 10570 
914/769-0435 


T 


Don Taylor Sales 
P.O. Box 270 
840 E Street Road 
Westtown, PA 19395 
215/399-0318 


PLAY METER, April 1, 1984 


Tech Vend Marketing 
6040 Dawson Boulevard, Suite C-D 
Norcross, GA 30093 
404/448-9393 


Text Lite USA 
882 Willis Avenue 
Albertson, NY 11507 
516/742-4144 


Tommy Lift Gate Manufacturing Company 
Bus Brown Drive 
P.O. Box 8 
Woodbine, IA 51579 
712/647-2050 


Tourist Attractions & Parks 
401 North Broad Street 
Philadelphia, PA 19108 

215/925-9744 


U 


Universal Affiliated International 
314 West First Avenue 
Roselle, NJ 07203 
201/245-4222 


V 


The Valley Company 
333 Morton Street 
P.O. Box 656 
Bay City, MI 48707 
517/892-4536 


Van Brook of Lexington, Inc. 
P.O. Box 5044 
Lexington, KY 40555 
606/231-7100 


Vending International Corp. 
33157 Camino Capistrano, Suite C 
San Juan, CA 92675 
714/661-6808 


Vendoprise Inc. 
30 Ditomas Ct. 
Copiague, NY 11726 E 
516/842-3810 


Venture Line, Inc. 
3731 East LaSalle 


Phoenix, AZ 87040 
800/528-1442 


Video Music International, Inc. 
8265 Sunset Boulevard, Suite 108 
Los Angeles, CA 90046 
213/656-8890 


Vivid Vision Video 
1950 Howell Mill Road NW 
Box 19755 
Atlanta, GA 30325 
404/351-0414 


W 


Warehouse Closeouts Inc. 
604 Main Street 
Davenport, IA 52801 
319/326-6467 


Williams Electronics, Inc. 
3401 North California Avenue 
Chicago, IL 60618 
312/267-2240 


World Wide Press, Inc. 
110 3rd Street South 
Great Falls, MT 59403 

800/548-9888 


Z 


Zamperla, Inc. 
16 Edgeboro Road 
East Brunswick, NJ 08816 
201/238-6280 
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Nebraska 
Video Lottery 
Survives Attacks 


ow many lives does Nebras- 

ka’s pioneering video lot- 

tery have, and what will its 
continued survival mean for the 
coin-op industry as a whole? 

Well, the lottery has at least four 
lives, as it has already survived three 
potentially fatal attacks; and _ its 
effect on the coin-op industry is still 
a matter of conjecture—and of 
debate which will surely heat up as 
the video lottery inevitably invades 
new territory. 

So far, the Nebraska video lottery 
games have survived challenges by 
state and federal lawmen, denuncia- 


\\ 


a 


Bellevue Mayor Joe Baldwin speaks 
in favor of the video lottery. 
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By John Boyd 


tions from newspaper editorial 
writers, and an assault in the 
Nebraska unicameral. The games’ 
survival has spread interest in the 
money-making venture to com- 
munities statewide. 

Nebraska’s local option lottery, 
the first in the nation to use modi- 
fied video games as lottery devices, 
has grown rapidly in the past six 
months. The machines are mainly 
video keno or card games (manu- 
factured by Electro Sport and IGT) 
modified to operate strictly on 
chance, in accordance with the 
state's lottery law, to incorporate 


Sen. Peter Hoagland - author of L.B. 744 
to ban the video lottery in Nebraska. 


additional accounting and security 
features, and to dispense a printed 
ticket of winnings. 

Three machines in Fort Calhoun, 
just north of Omaha, started things 
last August (Play Meter, October 15, 
1983, p. 52), and now hundreds of 
video machines can be found in 
Bellevue, Scottsbluff, South Sioux 
City, and other Nebraska commu- 
nities. 

From the beginning, Nebraska’s 
attorney general maintained that 
the video machines are not covered 
by the state’s vague lottery law, and 
sought an injunction against their 
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The First Choice 
In 
Money Handling 
Systems. 


Qwik Count 


Portable, lightweight 
counter/packager. For any 
size coin or token. 


SC 3001 


High speed electronic counter 
with offsort. For wrapping or 
bagging coins or tokens. 


SCAN COIN 


203 Elden Street 
Herndon, VA 22070 
800/336-3311 
703/471-6510 


use as “illegal gambling devices.” 


Injunction blocked 

Court action by Video Consul- 
tants of Nebraska, Inc.; IGT Nebras- 
ka, Inc.; and the city of Bellevue 
blocked the injunction and permit- 
ted the games to run until a Douglas 
County district court judge could 
rule on their legality. Video Consul- 
tants has been the motive force 
behind the video lottery—breaking 
ground in Fort Calhoun, then 
entering the larger Bellevue market, 
and defending the video games all 
along from all detractors. IGT 
Nebraska is a partner with IGT 
(International Game Technology) 
of Reno, Nevada, and has become 
a major video lottery contractor, 
first entering the Bellevue market, 
then contracting in other parts of 
the state. 

Even as the court was considering 
the attorney general’s injunction 
request, the United States attorney 
in Nebraska, Ron Lahners, entered 
the fray. 

Nebraska's lottery is not a state- 
run game; the law allows munici- 
palities or civic groups to run the 
games ‘for civic betterment” on 
local option. Lahners said that fed- 
eral law prohibited the transporta- 
tion of “gambling equipment’ 
across state lines for other than 
state-run lottery purposes. This 
ruling applied to printed lottery 
tickets as well as the video machines. 

So far, the video game forces have 
overcome the opposition. 

In an agreement with Lahners, 
Video Consultants and IGT pulled 
all transported programmed chips 
from their machines, and replaced 
them with chips programmed in 
Nebraska. At Video Consultants, 
blank chips were turned into ‘lot- 
tery chips” with programming 
transferred through an Apple com- 
puter. Since it is the programming 
in the chip which makes the 
machine a lottery device, the in-state 
programming means that no 
“gambling device” was being trans- 
ported across state lines, only video 
game hardware which could as easily 
be programmed to play amusement 
games. 

Then, a January 16 decision by 
Judge Theodore Carlson handed the 
video game forces their second 
victory. Judge Carlson ruled that 
“...the activities...in regard to the 


Operation of certain video games, 
constitute the lawful and legal 
conduct of a lottery...” 


Lotteries statewide 

Marc Fellman of Video Consul- 
tants was obviously happy about the 
two victories, and he predicted that 
video lotteries would ‘“‘blossom”’ 
statewide. 

But a future video lottery boom 
was not and is not guaranteed by 
these two wins. For one thing, the 
attorney general's office has ap- 
pealed Judge Carlson’s decision to 
the Nebraska Supreme Court—no 
date for hearing the case has yet 
been set. 

Another major hurdle could still 
remain in the Nebraska Legislature 
now in session. It is the ambiguity of 
current lottery legislation which 
first allowed the video games to 
operate, and on which Judge 
Carlson's ruling was based. The last 
session of the Legislature briefly 
faced the video question, but backed 
off in the face of heavy lobbying, 
leaving the law open to interpreta- 
tion. 

Now, Legislative Bill 744, first 
read in the Legislature on January 4, 
would make the status of video 
lottery machines completely clear. 
The bill clearly labels as illegal 
gambling devices “any mechanical 
gaming device, computer gaming 
device, electronic gaming device, or 
video gaming device which has the 
capability of awarding monetary 
prizes, free games redeemable for 
monetary prizes, or tickets or stubs 
redeemable for monetary prizes...” 
and also clearly excludes such 
devices from the legal definition of a 
lottery. 

What are the chances for this bill, 
or other action, to ban the video 
versions of the lottery in Nebraska? 

Some strong voices of opposition 
continue to be heard, as they have 
been since the machines first 
appeared. The Omaha World- 
Herald, the state's largest daily 
paper, editorially blasted the video 
lottery when it first appeared in Fort 
Calhoun, again on January 23 after 
Judge Carlson’s decision in its favor, 
and once more on February 5, 
accompanied by a major front-page 
examination of the issue, just prior 
to a legislative committee hearing 
on whether to advance L.B. 744 to 
the full Legislature. 
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V egas-on-the-Missouri 

Said the January 23 editorial in 
part: “In Bellevue, which is taking 
on the appearance of a Vegas-on- 
the-Missouri, video slots are found 
in bars and even some grocery 
stores. Scottsbluff, in a step toward 
becoming the Atlantic City of the 
Panhandle, received a shipment of 
video slots that was dis patched soon 
after Carlson’s ruling was an- 
nounced.’ 

The paper went on to decry 

arlson’s decision, saying: “In the 
process, he helped make a state that 
once had the tightest prohibition on 
gambling into a national resting 
ground for space-age ways of 
fleecing the public.” 

The stakes are high for the video 
game manufacturers and distribu- 
tors, and for the game sponsors. 

There are currently nearly 300 
video machines in Nebraska being 
used as lottery devices, and more 
communities continue to express 
interest in the easy fund-raising 
potential offered by the machines. 

Companies such as Video Consul- 
tants and IGT Nebraska, which 
supply the video lottery machines, 
are entitled to a percentage of the 
machines’ gross, a percentage 
specified in the lottery law. 

Figures for the city of Bellevue, 
the first sizable Nebraska com- 
munity to take on the video games, 


are telling. During the first few 
months of operation, Bellevue's 
video lottery took in cash of some 
$2.9 million compared to a little 
more than $30,000 for the city’s 
traditional ticket lottery. After prize 
payouts (set by law at 85 percent), 
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Nearly 300 video 
machines in Nebraska 
are being used as 
lottery devices, and 
more communities 
continue to express 
interest in the easy 
fund-raising potential 
offered by the 
machines. 
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the city will clear about $180,000, 
the state will get $120,000, the busi- 
nesses housing the machines will 
earn $190,000, and some $400,000 
will go to IGT Nebraska or Video 
Consultants. 


Handsome profits 
Even tiny Fort Calhoun, with a 
population of 641 and only four 


video lottery machines, has profited 
handsomely. According to Frank 
Kostal of the sponsoring Lions Club, 
the machines have netted the group 
some $40,000 since August. Their 
previous best year of fund-raising 
had earned the club only $4,500 for 
its various community betterment 
projects. 

Lobbying against the bill to ban 
video lotteries has been heavy. The 
two operating firms, Video Consul- 
tants and IGT Nebraska, have six 
lobbyists working the Legislature in 
Lincoln. In addition, the cities and 
towns benefiting from video ma- 
chine proceeds are also vocal sup- 
porters of the electronic lottery. 

L.B. 744 came before the Legisla- 
ture’s Miscellaneous Subjects Com- 
mittee on February 9 for testimony 
and a decision on whether to 
advance the bill. 

The hearing attracted a full house 
of news media, lobbyists, and video 
lottery opponents and proponents. 
The author of the bill to ban the 
machines, Sen. Peter Hoagland of 
Omaha, first presented the bill and 
his arguments against the “video 
slots.” 

Basically his arguments were: 
that this form of gambling “sneaked 
in’ on vague language in the lottery 
bill, and the video form of lottery 
was never envisioned by or approved 
by the voters or the Legislature; that 


“The Lott” in downtown Bellevue 1s alottery-only video arcade. It 1s open 24 hours, seven days a week with nearly 30 video poker and 
keno games. This photo taken at 8 p.m. Sunday. 
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the machines make “gambling” 
more accessible and attractive; and 
that operators of the machines are 
using ‘questionable methods’ to 
compute their share of the proceeds. 
(The “questionable methods” in- 
volve counting unredeemed game 
credits in the gross revenue from 
which their percentage is tabulated.) 
Hoagland’s presentation was 
followed by brief comments from 
two of his bill’s co-sponsors who feel 
government should not be financed 
by “gambling,” and by several 
Nebraska religious leaders who 
oppose the gambling aspects of the 
video lottery on moral grounds. 


Legislating morality 

Video lottery supporters opposed 
Hoagland’s bill with two major 
arguments: that the state should not 
legislate morality, and that the 
income from the games provides 
essential revenue to the sponsoring 
communities. 


Sen. James Pappas of North 
Platte noted that other forms of 
gambling are legal in Nebraska, 
most notably pari-mutuel betting 
on thoroughbred horse racing which 
had a handle of nearly $200-million 
last year, and it is inconsistent to 
outlaw the video lottery machines 
while leaving pari-mutuel machines 
in place. 

Bellevue Mayor Joe Baldwin 
noted that the state Legislature’s 
recent repeal of the sales tax on food 
had cost his city $375,000 in tax 
revenue, and that the video lottery is 
the best way city officials can make 
up the lost revenue. In studying 
lottery options, they determined 
that the video version is the most 
viable, the most profitable, and the 
easiest to administer, Baldwin said. 

The mayor said that proceeds 
from the games were well on the 
way to replacing revenue lost from 
the food tax, that the games provide 
employment to the community, and 
they bring previously underground 
gaming activities under government 
control. 

Mayor Baldwin noted that Bel- 
levue also runs a traditional ticket 
lottery, and that it is tough torunthe 
paper-based game on the 10 percent 
overhead figure mandated by the 
state lottery law. 

Five votes were needed to 
advance the bill to the floor of the 
Legislature. By a vote of 4 to 3, the 


committee decided to hold the bill in 
committee, eliminating the immedi- 
ate threat to the lottery. But it left a 
loose wire to potentially short out 
the electronic lottery—the bill can 
still be advanced from committee, 
with or without amendment. 


Another bill 


In addition to the Supreme Court 
appeal, and the possible revival of 
L.B. 744 to ban the machines, 
another bill—though not active in 
the legislative process—would 
establish a statewide lottery, thus 
taking lottery authority away from 
local communities. 

So while the video lottery games 
continue to survive all challenges, 
loose wires abound and potential 
short circuits remain ahead. 

The video games have certainly 
stirred emotions and interest in 
Nebraska. What significance do 
they have in other states? 

Some see the Nebraska game as a 
good test for possible on-line, state- 
wide lotteries. In fact, Jon Bengtson, 
vice president for marketing at IGT 
in Reno, predicts that some states 
will have a statewide video game on- 
line during 1984, at least on a test 
basis. 

IGT will test the technology for 
such a system in Nebraska, as local 
lottery machines in South Sioux City 
and Bellevue go on-line to a central 
computer for control of top prizes, 
and for verification of all winning 
tickets, Bengtson said. 

Machines in South Sioux City are 
already on-line to IGT’s Reno 
computer for testing, and will be on- 
line to a Nebraska-based computer 
by August, to be followed by the 
Bellevue machines. 


On-line game 

Dick Daddis of Cal Omega, 
another manufacturer of casino 
gaming machines, also has “no 
doubt that video lottery will happen 
in other states” as an on-line game, 
and sees the Nebraska game as a 
good test of video lotteries. 

Bengtson also sees the Nebraska 
video lottery experience as a good 
test of player acceptance and of 
potential revenue. “In terms of 
player acceptance and revenue 
generated, I think the video lottery 
has been a resounding success, 
particularly for the cities involved,” 


he said. 
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IGT recently entered the amuse- 
ment-style casino video game mar- 
ket with its Gold Fever game, but 
Bengtson does not see these games 
or the video lottery games as being 
in direct competition with the 
standard arcade amusement games. 

“By definition, you can't have a 
gambling game predicated on skill,” 
he said. “This removes the challenge 
of playing which is a major attrac- 
tion of the standard video games.” 
He sees much of the opposition 
from amusement game operators as 
emotional. 

“That (video game) industry was 
on its face long before video lotteries 
came in. The video game industry ts 
a shambles. It’s going through a 
tremendous shakeout. The industry 
has a lot of problems, but none of 
them were created by the video 
lottery,’ Bengtson said, “and those 
who view it as a big threat are not 
being realistic. I think coin opera- 
tors, as a whole, as video lotteries 
develop, are going to play a big role 
in that industry.” 

Cal Omega’s Daddis also sees 
little competition to the traditional 
amusement games, but does feel the 


video lottery games may provide 
strong competition to the ‘gray 
area’ video card games. 

Marc Fellman, of Video Consul- 
tants, says he feels opposition from 
the amusement game industry in 
Nebraska and also connects it more 
to the issue of gray area games. He 
feels the opposition from operators 
is ‘primarily because they don't 
understand what we're doing. They 
have gone through a very poor time 
for business in the last year, anda lot 
of them are operating gray area 
games.’ 


Who'll win? 


Once the emotions die, once the 
legal and legislative challenges have 
run their course, who will be the 
winners in this exciting new game 
called “Video Lottery?” 

On one side are the machine 
manufacturers, distributors, and 
operators; the communities which 
are happily counting their hundreds 
of thousands of quarters; and the 
average citizens who are happily 
playing the games and winning a 
few bucks. 

On the other side are those com- 


munity and religious leaders who 
are outraged by this ‘space age 
method of fleecing the public,” and 
who are bothered by the moral 
implications of “gambling;” those 
who simply feel the lottery is an 
inappropriate method of financing 
government; and those competing 
interests (amusement, gray area, 
and pari-mutuel) who see the video 
lottery as a stiff rival. 

Who wins? Step right up. Pick a 
machine, drop in your two bits, and 
let's see what happens... e 


Editor’s note: At press time, Play 
Meter received more information 
on the Nebraska lottery. In the 
February 16 Omaha World-Herald, 
Scientific Games Inc., a Bally 
subsidiary, announced it plans to 
install a dozen video lottery 
machines in South Sioux City by late 
May. Norman LaMarre, vice prest- 
dent of electronics and video opera- 
tions for Scientific Games, said the 
amusement games (not poker or 
keno) will be installed for testing 
purposes. LaMarre said the games 
are destined for use in states 
approving them. 


Sen. Hoagland explains L.B. 744 at the Nebraska Legislature’s Miscellaneous Subjects Committee. 
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Off-Line Video Lotteries: 


Blackest Cloud on the 
Amusement Horizon 


hen AGMA leadership and 
policy makers for the 
amusement industry at last 


stand in judgment before the Great 
Pinball Wizard in the sky, they will 
have much to expiate: allowing the 
COGD tax to be scuttled, blowing 
Mesquite, surrendering to ‘gray 
area’ encroachments, abandoning 
meaningful address to industry 
regulators, and letting effective 
public relations go by the boards for 
want of support. 

But such sins pale in comparison 
with ADMA and AGMA’s greatest 
defection: complete disregard of the 
off-line coin-operated video lottery 
threat that is menacing some of the 
amusement industry's best markets. 
Such devices currently are the sub- 
ject of experiments in one state and 
in Canada, and are proposed to be 
operated in all 18 USS. lottery juris- 
dictions. 

This lottery adaptation—video 
one-armed bandits in “bingo,” 
“numbers,” lottery-ticket or “lotto” 
formats—differs from some other 
industry problems because here the 
threatened competition is perfectly 
legal. The response should have 
been, from the outset several years 
ago, careful monitoring and a 
vigorous campaign on public rela- 
tions and public policy grounds. 

Do the American people really 
want a return of slot machines, with 
all their attendant evils, throughout 
the nation and in some of the indus- 
trys most wholesome amusement 
only game locations? Do they want 
them in the deceptive guise of 
officially-sponsored “instant lot- 
teries’ ? 

A dozen companies, lead by Bally, 
IGT, and Cal-Omega in this country, 
and Videotronics (formerly Bend) 


and Bell-Fruit in Canada, are pro- . 


moting these devices—and AGMA 
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By Rufus King 


is silencing questions, criticism, and 
even discussion of the problems 
they are sure to raise for amuse- 
ment-only operations. 

Off-line lottery machines, accept- 
ing coins, tokens, or credits, use 
microprocessors to generate pseudo- 
random numbers instantly for each 
play, anything from the three digits 
of typical street “numbers” games to 
the elaborate multiples of simulated 
pari-mutuel results and drawings 
for bingo and keno. Some lottery 
administrators are, moreover, 
lobbying actively for authority to use 
not only video card games, but even 
electronic simulations of the fruit- 
laden drum and reel itself. 


Returning winnings 

The player usually deposits cash, 
and the devices can be adapted to 
accept any range of coins or amounts 
bet on a single play. Small winnings 
may be returned directly and imme- 
diately in cash, while large “hits” are 
collected from the sponsoring 
lottery administration. 

The devices are made to look like 
familiar video games, and would fit 
inconspicuously into any amuse- 
ment-only arcade or game location. 
But judging from past experience 
with gray area operations, they 
would drain off much of the flow of 
coins now collected by competing 
amusement games. They would 
inevitably compromise the inno- 
cence of amusement-only locations, 
and they would provide the indus- 
trys implacable critics with a 
devastating new line of attack. 

(In broader perspective, it must 
be remembered that lotteries 
themselves erupted into one of the 
worst national scandals in American 
history, in the Louisiana Lottery 
debacle of the 1880s, and prompted 
the first federal anti-gambling laws, 


in 1890 and 1895.) 

Pressures behind the spread of 
off-line video lottery devices are 
very great. From the first modern 
state lottery, set up in New Hamp- 
shire in 1964, lottery authorities 
have been constantly driven to find 
new ways to increase their revenues: 
the original monthly and weekly 
drawings were quickly supplanted 
by daily and “instant” games, and 
then augmented by all sorts of 
special features and play gimmicks. 

At the same time, as lotteries 
have spread from state to state, 
saturating New England and the 
Middle West, and now moving into 
the South East and on to the Pacific 
Coast, each new lottery jurisdiction 
puts additional competitive pres- 
sure On its neighbors, somehow to 
hold and increase their shares of the 
total take. Off-line devices, pushed 
aggressively into amusement game 
locations, are the logical next step. 

A campaign to check the spread of 
these devices, or to restrict their 
Operation to certain areas or 
premises, e.g., commercial zoning or 
licensed beverage establishments, 
might still have good prospects of 
success if undertaken at once. When 
New York joined the lottery states 
some years ago, lottery sponsors 
proposed to sell tickets through 
banks. First, local bankers resisted 
this association of banking with 
gambling, and then Congress 
stepped in, with a federal law, 
prohibiting all federally insured 
banks and savings and loan insti- 
tutions from selling tickets. 


Massachusetts project 

In 1981 the Massachusetts Lot- 
tery Commission tried putting out 
pilot test machines produced for it 
by Bally, and the Boston press raised 
such a hue and cry (“Why Go To 
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Vegas? State Lottery's New Look: 
‘Slot Machines Are Coming’ ”), 
apparently on its own initiative, that 
the project was abondoned. 

In New York, the New York State 
Lottery asked Attorney General 
Abrams for a ruling on the legality 
of sponsoring video poker games as 
off-line lotteries in that state. In a 
careful opinion that has become a 
classic guide in the field, General 
Abrams concluded that gambling 
card games, simulated or real, were 
not within the intended definition 
of “lottery” under New York Law: 


‘nothing in the specific 
language of the 1966 constitu- 
tional exception sanctioning 
state-operated lotteries can 
support a contention that the 
Legislature or the people 
intended to approve otherwise 
illegal slot machines, poker or 
blackjack games played for 
money.” 


But the opinion added, ominously 
for those who are concerned, that 
the ruling might be different if the 
devices actually simulated lottery 
play. 


This is the clearest instance of 
manufacturer-operator conflict ever 
encountered in our industry, because 
video lottery manufacturers stand to 
profit greatly, while there will not 
be a penny’s stake for operators (nor 
even for distributors). All but one 
current state lottery are run directly 
by state authorities. (The exception 
has been the District of Columbia, 
where scandals and abuses have 
already forced the D.C. Lottery 
Commission to take a critical new 
look at its private-operator experi- 
ment. ) 

State lottery agencies will buy the 
equipment, and state-appointed 
agents will operate it. No routes. No 
operator-location participation. No 
private profits. And no real compe- 
tition between our amusement 
games or arcades and the coin- 
guzzling lottery units. 

The record is clear—as clear as 
the lamentable performance of 
ADMA and AGMA in the face of 
this and other industry challenges. 
Now, with several years lost, it may 
even be too late to protect our 
important markets in lottery states 
from this unwelcome invasion. But 
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we still have allies. The attorney 
general of Vermont ruled against 
use of such devices in his state, and 
the present Nebraska beachhead is 
under attack (an intermediate court 
affirmed the legality of the devices, 
but the attorney general is appealing 
the decision). 


Negotiating for lotteries 
However, states like New Jersey, 
and Quebec Province in Canada, 
have tested video lotteries in the 
field, and lottery agencies elsewhere 
are reportedly negotiating right 
now with video-device promoters. 
As one New Jersey commentator 
notes: 
“Many in the gambling indus- 
try feel state-run lotteries are 
on the verge of a major break- 
through using video game 
technology to develop sophis- 
ticated gaming devices to lure 
new players and vastly expand 
their horizons. The irresistible 
attraction video games seem to 
have for children—a precon- 
ditioned clientele for the fu- 
ture—clearly has not gone 
unnoticed.” e 
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Scoring Success 
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Funspot's promotions help 


charities, promote business 


A fund raiser is a specific type of 
promotional campaign. Whether 
youre interested in raising money 
for charity or in promoting your 
business, here are some promotions 
which have been successful for 
Funspot amusement centers in New 
Hampshire. 

** * kK & & 

Many people must have won- 
dered why Funspot Manager Bob 
Lawton decided to conduct a fund 
raiser for nearby Boston Children’s 
Hospital. “A lot of people asked us 
why we wanted to donate to the 
Boston hospital since we are in New 
Hampshire,” Funspot Promotions 
Director Sandra Lawton, Bob’s 
daughter, told Play Meter. “But 
Boston Children’s Hospital treats 
more than 700 New Hampshire 
children per year as in-patients and 
thousands as out-patients. And 
children are our business. 

“We came up with the idea two 
weeks before we held the fund 
raiser, she continued. “We had the 
tickets printed in a week’s time and 
sold some ahead of time and some at 
the door.” 

For an admission price of $10, 
attendees were treated to a roller 
skating session, free play on more 
than 200 games and kiddie rides, and 
refreshments donated by commu- 
nity members at Funspot’s Concord 
location. “Everybody had a good 
time,’ Lawton said, ‘and we raised 
more than $4,200 for the hospital.” 

The promotion was held in 
conjunction with WGIR, a local 
radio station which Lawton alls 
“the biggest rock and roll station in 
New Hampshire.”” WGIR gave 
Funspot free air time to advertise 


the promotion and appeared at the 
location on the night of the fund- 
raiser for a remote broadcast. 
Funspot plans to make the fund 
raiser an annual event and to hold 
the promotion at each of its four 
New Hampshire locations next 
year. Unfortunately, we had to pick 
just one station this year, so the 
other radio stations were not so 
eager to help out,” Lawton noted. 
“But next year, we plan to use 
different radio stations for each of 


‘the locations,’ she added. 


Funspot also works with the 
Muscular Dystrophy Telethon on 
Labor Day, last year donating the 
telephones for the yearly event. 


Other promotions 

“My father and his brother 
started the business 33 years ago 
with a small indoor mini-golf course 
and some games and was open only 
during the summer,’ Lawton 
commented. “The business grew, 
and he decided that the games 
business was the business to be in. 
He expanded the business and is 
now open year-round. Our main 
concern has always been maintain- 
ing the games and keeping them 
clean,’ she added. 

Aside from the fund-raising 
activities, Lawton has also imple- 
mented other promotions to draw 
customers to the Funspot amuse- 
ment centers. “We do a lot of 
different things—pinball leagues 
and tournaments and a ‘video game 
of the week’ promotion.” 

Funspot chooses one video game 
per week at each location for 15 
weeks. For each week, players have 
to try to get the highest score on the 


selected video game. At the end of 
the week, whoever has the highest 
score receives a $5 token roll and a 
chance to compete in the finals held 
at the end of the 15 weeks. Cash 
prizes are awarded to top players in 
the tournament. 

Another promotion which Law- 
ton calls an ‘open house’ will be tied 
in with St. Patrick’s Day this year. 
Free tokens are given along with a 
green coupon entitling customers to 
$2 worth of free tokens when they 
buy $5 worth of tokens. 

“Vacation weeks are coming up 
for the school children at the end of 
February,’ Lawton explained. ‘So 
the last part of February is always a 
busy time for us. Because March is a 
little slower, we specify that the 
coupons are good only in March. 

“When players redeem their 
coupons, they write their names and 
addresses on them for our ‘pot of 
gold’ drawing. We have a glass crock 
filled with 1,000 tokens for the 
winner, or if he prefers, we give him 
punch out cards that he can use 
throughout the year for the same 
number of games.” 

Funspot also hosts birthday 
parties for children—‘‘a lot every 
week,’ Lawton said. “We are using a 
new character—a dragon—for our 
advertising and at the parties at each 
of our locations,’she continued. 
Funspot provides custom-made 
dragon cakes and free tokens for the 
children’s parties, as well as free 
roller skating at the Concord 
location. 

“Our birthday parties do very 
well,’ Lawton said. “The kids havea 
great time. What they want to do is 
play games and ride kiddie rides.” @ 
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Manufacturers discuss time 
span between coin-op, 
home releases 


By Laura Braddock 


The home video games issue 1s complex. Some operators believe home games are stealing 
coin-op quarters, but others don't think they are hurting the coin-op industry. Instead, they 
believe home videos are being used as a scapegoat for a declining video market. Play Meter staff 
members talked to operators, associations, manufacturers, and home industry analysts and wrote 
the following three stortes as an analysts of the home video industry and how it relates to the 
coin-op industry. 

Mike Shaw found that the home video industry has suffered a severe shakeout. This is not 
hard to believe since some home cartridges were selling for $5 at Christmas in discount stores. But 
observers believe the home industry is not dying—instead it has anew direction. The hardware 
and software market 1s now aimed at educational uses. Video game software will still be produced, 
but for the broader use home computers. 

Valerie Cognevich talked to operators and associations, and home videos were cited many 
times as a sertous industry problem. They also complained about the timing of the home makers’ 
releases. One operator asked that manufacturers wait at least 9 months before introducing home 
versions. But, in an informal survey of coin-op videos produced between 1982 and the present, 
Laura Braddock found that manufacturers waited 11 to 17 months before releasing their home 
versions. Of course, that statistic doesn’t take into account the fact that operators often don’t 
receive a new video on location until months after its introduction. Read the story below to see 


how major manufacturers decide time spans between coin-op and home introductions. 
Mike Shaw’s coverage of the home video industry is on page 82, while Valerie Cognevich’s 
discussions with operators and associations appear on page 84. 


major manufacturers, Play Meter 

found that home versions of 
coin-op videos produced between 
1982-present were released approx- 
imately 11 to 17 months after their 
coin-op counterparts. (See chart.) 
The average time span between 
coin-op and home versions of all the 
games shown is 13.8 months. 


I: an informal survey of four 


Many operators say home ver- 
sions of coin-op videos appear as 
early as six months after the coin-op 
introductions. This may be true for 
them because this average does not 
take into account the weeks and/or 
months the coin-op videos are in 
production, in transport, or in 
storage. So the 11-17 month range is 
not true for all operators—only for 
those who receive a video when it is 
first produced. 

The four manufacturers polled, 
Atari, Bally, Nintendo and Williams, 


PLAY METER, April 1, 1984 


have different opinions on when 
home versions should be marketed. 
Williams and Nintendo try to abide 
by definite time limits while Atari 
and Bally use other factors to decide 
home release dates. 

Ron Judy, Nintendo vice presi- 
dent of marketing, said the company 
tries to wait about a year between 
coin-op and home introductions. “In 
some cases, there may be reasons to 
make it (time span) longer, in other 
cases to shorten it,” he explained. “If 
we have a very, very short run on a 
game, we may go a little faster. If we 
have a larger run, probably a little 
slower.” 

Williams’ philosophy is to never 
release a game to the home market 
until it 1s completely out of coin-op 
production, said Joseph Dillon, sales 
director. Dillon said he estimates a 
year as an adequate time span for a 
coin-op game to be transferred to a 
home video, but that choosing 


specific release dates has to be 
considered a compromise between 


the coin-op manufacturer of a game, 


the licensee of the home game, and 
the operator. 

Looking at it from a licensee’s 
point of view, Dillon said, “I 
certainly would like to buy a game 
and present it to the market as soon 
as I could to get momentum from 
the coin-operated game. Conversely, 
the manufacturer of the coin-op 
game wants to extend his runs as 
long as possible. It boils down to 
when you believe the operator has a 
reasonable return on a game.” 


Atari's viewpoint 

Skip Paul, president of Atari's 
coin-op games division, inferred 
that Atari can not use one set of 
rules to determine when a home 
video is released because Atari is not 
only a coin-op company. When 
Atari considers a game for coin-op 
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and home production, it has to 
balance the coin-op and home 
markets. What may be best for the 
coin-op market can be disastrous for 
the home market and vice versa. 

“I think that people need to 
realize for Atari to be successful in 
the coin-op market, Atari as a whole 
needs to be successful so that R & D 
money is there to keep ahead of the 
technology. We look at Atari as an 
entertainment company—certainly 
coin-op is an integral part of that, 
but not the only part of it.” 

This entertainment company 
philosophy explains why Atari 
released Xevious in a home version 
while TV advertising for the coin- 
op piece claimed it was a game 
players couldn't play at home. The 
game was released in coin-op form 
around April 1983 and will be intro- 
duced in the home market in the 
first or second quarter of 1984***. 

“T think the ad at that time maybe 
should have had in parenthesis ‘the 
game you cannot play at homeat this 
time, ” Paul said. “We put it out and 
at the time there were not plans to 


bring it into the home market. But 
because that game was so successful 
for us, it made sense, from a 
company standpoint, to bring it out 
on the home market.” 


“Midway 1s not a 
threat to the coin-op 
industry as much as 
the people think we 
harm the industry.” 

—Jim Jarockt 


Some of Bally's home games, 
besides the more recent Blueprint, 
are Wizard of Wor, Omega Race, 
Gorf, Seawolf, and Gunfight— 
videos Bally advertising and sales 
promotion manager Jim Jarocki 


calls “games of the past.” What 
about Pac-Man and Ms. Pac-Man? 

“We have home rights only on 
games developed in-house or titles 
developed by subsidiary engineering 
groups,’ he explained. Jarocki also 
said that Bally doesn’t have a home 
games division. “We haven't been in 
the home industry since the Bally 
home system.” 


Video's usefulness 

Jarocki doesn’t think specific time 
periods are a very fair way to 
determine home release dates. He 
believes releases should occur when 
a video “outlives its usefulness in 
an arcade. Omega Race is not a 
threat to operators,’ he pointed out. 
“Midway is not a threat to the coin- 
op industry as much as the people 
think we harm the industry. We 
know where our bread is buttered.” 

The manufacturers will explain 
how they decide when to market a 
home video, yet they don’t talk much 
about their licensing agreements 
with home video manufacturers 
because they are confidential. 


Coin-op Games* Produced from 1982-Present 


that are also home videos 


(from four selected manufacturers: Atari, Bally Midway, Nintendo, and Williams) 


Coin-op 
Manufacturer 


Game 
Dig Dug Atari 
Kangaroo Atari 


Millipede 


Pole Position 


Atari 
Atari 


Blueprint Bally 


Approximate 
Coin-op Release 


Home Game 


Licenser Date** 


Approximate 
Home Release 
Date*** 


September '83 
June '83 
March ’84 


Time Span 
17 Months 
12 Months 
17 Months 
11 Months 
15 Months 


September ’83 
February ‘84 


11 Months 


Parker Brothers November '82 12 Months 
October ’82 January ‘84 16 Months 


PL ert Average:15.8 Mont 


*Games listed supplied by coin-op manufacturers. 
**If manufacturers did not supply coin-op release dates, a Play Meter ‘Buyers’ Guide” 
and other issues were used for reference. 
***Tf manufacturers did not supply home release dates, Play Meter used approximate dates furnished by Bill Kunkel, 
executive editor of Electronic Games magazine, a publication that reports on electronic entertainment for the home. 


April '83 
October ’83 


Donkey Kong Junior Nintendo 
Nintendo 


W illiams 


Popeye 


CBS Software December '82 


Joust 


NOTE: Space Invaders, Galaxian, amd Pac-Man aren’t on the chart because they were produced before 1982. 
Ms. Pac-Man was produced in coin-op form by Bally in February 1982. Namco licensed the home rights to Atari which 
marketed a home version around August ’83. 
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Everyone wins with English Mark Darts — the proven 
profit maker! It’s a skill game that the player loves, with 
self-scoring, LED display and a choice of eight games, 
from easy to difficult, for twenty-five or fifty cents per 
play. Operators will appreciate the long-term, steady 
earnings and maintenance-free operation, while the 
location owner gets a safe game with plastic-tip darts 
which encourages group play and brings in the 
BY crowds. Whether in an established location or opening 


© new territory, English Mark Darts is a time-proven 
Arachnidz winner 


The Originator of Electronic Darts 


: 


208 N. Madison St. © Rockford, IL 61104 e 815-962-3919 © 1-800-435-8319 e TLX 270-57601 
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an Teer 1-800-323-6498 
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the AOE show 
in Chicago 
March 9-11 
Booth 231 


THERE IT IS! 


‘~& THATS THE NUMBER! 


504/837-7987 
To Subscribe To 
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However, Ron Judy explained 
some of Nintendo’s licensing 
process. The company first talks to 
potential customers (“they typically 
approach us’’) wanting to license a 
Nintendo game, he said. Since 
Nintendo has worked already with 
Parker Brothers, Coleco, and Atari, 
Judy said the companies tend to 
have “ongoing discussions.” Nin- 
tendo discusses topics such as 
payment for game rights, adver- 
tising budget allocations, how many 
consoles the game will fit, and the 
number of units to be produced. 
“They will see the new game right at 
the time it’s introduced, and then 
we ll work with them on the timing 
of the release,’ he added. 

Ataris Skip Paul said that the 
release date also depends on the 
factory production cycles and what is 
presently and will be in the home 
market. “The decision is generally 
made by both parties,” he said. 

Home game manufacturers are 
hot on the trail of coin-op hits 
to convert to their market because a 
successful coin-op game seems to 
have a much better chance in the 
home market than a home-only 
piece. This statement is backed 
by a poll of top home games from a 
February 18 Billboard magazine. 
Nine of the 10 games on the poll 
appeared in coin-op form first. The 
games listed were: 1. O*Bert, 2. Pole 
Position, 3. Ms. Pac-Man, 4. Popeye, 
5. Dig Dug, 6. Centipede, 7. Joust, 8. 
Frogger, 9. Jungle Hunt, and 10. (the 
lone home-only entry) Space 
Shuttle. 

“The arcade is one of the best 
testing grounds for a game,’ Paul 
said. “If it’s popular in the arcade, 
we can pretty much bank on the fact 
that it will be popular in the home 
market.” 


Burden on manufacturers 
Since an arcade is such an excel- 
lent testing tool for home product, it 
seems there will always be coin-op 
pieces appearing in home video 
form. But Judy looks at this competi- 
tion as a challenge for video manu- 
facturers. “It puts a burden on us to 
continue to develop products which 
can t be duplicatedona home unit. If 
we ever take an attitude, ‘gee, don’t 
sell home videos because they are 
going to hurt the arcade,’ then I think 
we are just going to have mediocre 
video games the rest of our lives.” @ 
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THE NEW 
BANDDOX. 
THE PHONO WITH 
A BIG APPETITE 
FOR BIG BILLS. 


It's the only phono in the industry equipped 
with $1 and $5 bill acceptor as standard. And it 
sure does gobble up the green! On-location test 
results show increased income ranging from 21% to 
100% just one week after these bill acceptors were in- 
stalled. Thanks to increased overplay and the greater flex- 
ibility afforded by encouraging more plays with special offers. 
_] With costs increasing every day, the bill acceptor also pro- 
vides inflation protection. So it’s the ideal phono for you to use 
as a door opener for new locations; as protection to keep com- 
petitors out of present locations. L) Service ® 
problems are minimized, as well. If the coin 
acceptor fails, the customer can use bills and 
vice versa. And, of course, requests for change 
are minimized. 0 Best of all, our new music 
maker is a symphony of stereo sound with star 
quality beauty. Its large lower speakers handle 


Rowe International, Inc. 
Subsidiary of Triangle Industries 
75 Troy Hills Road, Whippany, N.J. 07981. 
(201) 887-0400 


i 
ACCEPTOR 
STANDARD. 


the bass at high efficiency without feedback. Its two 
mid-range high frequency speakers are placed near 
ear level to provide the best projection. And the BandBox’s 
looks visually support its exceptional stereo sound reproduc- 


tion. With Hawaiian Rosewood wood grain vinyl sides, gold up- 


per and lower doors, lower grilles of steel with chrome plated 
medallions, and upper grilles of anodized aluminum. LJ Incor- 
porating a central control computer, pricing is easily changed, 
credit levels are expandable, and Autoplay and Memorec are 
built-in. On rare occasions when service is required, it’s sim- 

plified with all front accessibility, trouble shoot- 


@ ing charts, LED readouts and modular 
@ROWE components. Of course, our unique 5-year war- 
ranty covers all moving parts and all electronics 


carry a 2-year warranty. L] Make a play for bigger 
profits! Audition the BandBox today. Contact 
your Rowe distributor or call us directly. 


~ When you go | Laser 


ae 


or ultimate action of 
and other laser disc games. 


Electrohome was part of the action when Cinematro-_ 


nics made history with a Dragon’s Lair laser disc 


breakthrough. Cinematronics came to Electrohome | 


first because our NTSC Decoder converts video disc 
signals to the instant response and explosive color 
of our GO7 RGB Monitor. It’s great to be part of the 
Dragon’s Lair success story. As a major North 
American monitor source, we’ve been a key factor 
in the games business from the very beginning— 


ELECTROHOME 
ELECTRONICS INC. 


Commerce Blvd., Airport Industrial District, 
Morristown, Tennessee, U.S.A., 37814 
Telephone (61 5) 587-5250 


So whether you’re a manufacturer, distributor, or 
- operator, make the most of your great laser future 
with Electrohome. 


_ *Dragon’s Lair is a registered trademark of Cinematronics Inc. 


For more information write: 


Electrohome Electronics Inc. 

Commerce Blvd., Airport Industrial District, 
Morristown, Tennessee, U.S.A., 37814 
Attention: Don Epps—Telephone (615) 587-5250 


Name. 


Company 


City. 
Zip Code 


_ and now we have a head start inthe laser revolution. 


Joseph Keenan has been 
named chairman of the board 
at Pizza Time Theatre, Inc. 
Formerly president and direc- 
tor of the food and games 
operating firm, Keenan co- 
developed the concept with 
Nolan Bushnell in 1977 on 
which it and several other 
chains were based. Keenan is 
also a former president of 
Atari, Pizza Time’s Sunnyvale 
neighbor. 


Norman Dostal has been 
named national accounts 
manager of the Electronic 
Games Division of IDEA (In- 
dustrial Design Electronic 
Associates). He will be respon- 
sible for distribution of the 
company’s Century Dartes, 
Royal Dartes, and Blitz. 


Neal Smithweck has been 
appointed director of sales at 
Sente Technologies, a video 
game manufacturing firm and 
wholly owned subsidiary of 
Pizza Time Theatre, Inc. Smith- 
weck comes to Sente from a 
sales position with Williams. 
Smithweck will be responsible 
for the nationwide sales of 
Sente Arcade Computer Sys- 
tems. 
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SNAPSHOTS 


Mike Macke has assumed 
the role of chairman of the 
board at Digital Controls. The 
countertop game manufac- 
turer started the amusement- 
only video card game market 
with its Little Casino. 


Jack Mittel will once again 
contribute his talents to the 
coin-op industry, this timeasa 
consultant to Digital Controls, 
a countertop game manufac- 
turer in Atlanta. Mittel, for- 
merly president of Taito 
America, will also join the Dig- 
ital Controls board of direc- 
tors. According to Digital 
Chairman Mike Macke, Mittel 
“will help to establish the 
company’s distributor net- 
work and provide needed 
experience in dealing within 
the industry.” 
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BY MIKE SHAW 


The home video game industry 
followed the coin game industry up 
the ladder of success. Now the 
industries are tumbling down that 
ladder together. The downturn for 
the home game industry began in 
the fall of 1982. At that time, a home 
games publication listed 63 
companies competing for the 
consumer console and cartridge 
dollar. Now, just slightly more than 
a year later, viable companies can be 
counted on the fingers of one hand. 


According to home computer 
analyst Brian Chin of the Video 
Marketing Newsletter, 1984 will be 
the last year of any significant sales 
of video game consoles. Entertain- 
ment materials are expected to 
continue to monopolize computer 
software sales, but hardware that 
merely plays video games will 
become obsolete. Thereafter, video 
game software will be produced for 
the broader use home computer 
units. And to feed that computer 
games market, Chin said, only Atari, 
Parker Brothers, Coleco, and Sega 
will remain as significant 
contributors. 

Like it was for the coin game 
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business, 1983 wasa year of attrition 
for the home game industry. The 
beginning of the demise was 
signalled at the end of 1982. “It 
became obvious by the fall of ’82 that 
there were too many companies, 
Chin recalled. “Then in December, 
Atari admitted there werent 
enough orders to match its own 
production. ” 

With the new year, companies 
began to fall. Texas Instruments had 
the most publicized fall. The 
semiconductor chip giant ushered 
itself out of the video game theater, 
leaving retailers with its final home 
computer unit, the 99/44, to be sold 
during Christmas 1983 for as little 
as $50. 


Firms which were prominent in 
producing cartridges for others’ 
hardware bottomed out. Activision, 
a non-hardware company that 
produces game cartridges for Atari 
and Intellivision, reflected those 
companies’ problems with its own 
big losses, grossing just $10.1 
million in the last quarter of 1983 
compared to $50 million in the last 
quarter of 1982. Activision had no 
hits at Christmas. Instead, it sat on 


the sidelines and watched its stock, 
which opened for $12 per share 
when the company first went public 
this summer, slide to a dismal $4 per 
share. 

Brief successes were followed by 
losses too monumental to overcome. 
Companies like Imagic and, more 
recently, CBS withdrew from the 
cartridge marketplace. 


Problem-plagued companies 

Many who didn’t get out of the 
home market then might be getting 
ready to jump ship now. Atari's 
losses for 1983—the company does 
not publicly differentiate between 
home and coin-op performances— 
will total almost $ .75 billion! 
Coleco, under pressure from 
creditors, reorganized just to stay in 
business. Mattel sold its Intellivision 
division to a group headed by a 
former employee. Industry analysts 
expect the once mighty game 
maker—Intellivision was believed 
to have the second largest share of 
the 1982 market—to announce its 
liquidation. Odyssey, the North 
American Phillips home game 
division, dropped out of the 
hardware business and, essentially, 
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left the game market altogether. 

Despite this carnage, the home 
game industry had a productive 
Christmas in 1983. Retailers 
couldn't get enough product to meet 
demand, and their shelves were 
cleared by the end of the Christmas 
rush. Still, with incredibly poor 
timing and seemingly inundating 
ineptitude, big name companies like 
Atari and Coleco couldn't deliver 
promised product for the Christmas 
shopping days. 

Coleco’s Adam, a constant butt of 
jokes, was virtually unavailable and 
had proved so unreliable the mere 
95,000 units it got out (it promised 
half a raillion by Christmas) are 
being returned to retailers at an 
alarming rate. Atari could deliver 
only a trickle of the 600 XL and 800 
XL computers it promised would be 
ready in big numbers by the holiday 
season. 

Year-end totals allow the 
Commodore 64 to be crowned as the 
most popular home computer/ 
game unit of 1983. Americans 
bought 1.8 million of them, 
spawning a follow-up that should 
insure profits for Commodore 64 
software producers throughout the 
year. Still, Jack Tramiel, who had 
been president of Commodore since 
its birth 25 years ago, left the 
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company, taking four other top 
executives with him. 

When 1983 ended, the Electron- 
ics Industries Association 
announced that 6.65 million game 
consoles had been shipped to retail 
dealers at a value of $760 million 
during the year. For 1984, EIA 
predicted (on the basis of 
manufacturer-supplied informa- 
tion), video game console sales will 
slip to less than 5 million units. 

What those sales figures and 
projections do not take into 
consideration is Brian Chin's 
observation that the home 
computer industry has, in essence, 
swallowed up the video game 
console business. 


Home industry shakeout 

Is the home video games industry 
dying? Most observers think not. A 
severe shakeout has taken place, and 
much of the hardware and software 
market is now aimed at what is 
loosely termed “educational” use. 
Still, EIA predicted there will be 
74.3 million game cartridges sold in 
1984, less than a million short of 
1983 figures. Observers who watch 
both markets have better 
predictions for the home game 
market than for the coin-op game 
business. 


Malcolm Kaufman, a former Sega 
coin-op executive who now heads a 
video game talent agency, recently 
commented that conditions show a 
“dangerous situation for coin-op 
and a concomitant stronger card for 
the home people. 

“Conventional wisdom has it that 
the technological innovations will 
be made in the coin-op arena, and 
not in the home,’ Kaufman wrote 
on returning from the January 
Consumer Electronics Show. “ “They 
can afford it; home can’t.’ I doubt 
this to be the case anymore. The 
market just isn’t there for coin-op to 
come up with a new hardware 
system every time a new game is 
introduced, as Atari did for a while. 
With shorter manufacturing runs, 
there is greater pressure on the coin- 
Oop manufacturer to utilize a 
universal convertibility more 
prevalent in the coin-op arena for 
Operator economic reasons. 

‘“The need for hardware 
universality, a /a kits, is even more: 
pressing,’ Kaufman continued. “If 
coin-op can no longer spend the 
money to innovate hardware, thus 
setting itself apart from the 
capability of home systems and 
attendant software, it will be that 
much harder to get the kids out of 
the house and into the arcade.” @ 
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ASSOCIATIONS COMMENT: 


ARE HOME VIDEOS 
A SCAPEGOAT? 


he mere mention of home 

video games raises many 

operators’ blood pressure. 
One operator said the subject is like 
a thorn in his side. In fact, in Play 
Meter’s State of the Industry survey 
(Play Meter, November 1, 1983, p. 
58), home video games were cited 
numerous times as a serious 
industry problem. (There were 
several other comments about home 
videos in addition to those printed. 
They were omitted because they 
were similar in content.) 

Operators bemoan the fact that 
players can enjoy playing the same 
video games in their homes that 
Operators have not paid for yet. 

However, in talking with several 
State associations and the National 
Coin Machine Institute, it seems 
home video games, for the most 
part, have been a scapegoat for the 
sinking coin-op market. 

These associations (who requested 
they remain anonymous in this 
article) generally agree that the 
home market rose and declined 
more rapidly than the coin-op 
business. They believe the home 
industry is a fad to some degree. The 
consumer market is riddled with 
fads, including the Hula-Hoop, the 
pet rock, and the CB radio. These 
products made sales history, but 


manufacturers later had a more 
difficult time selling them. 
Operators complain not only 
about the home market’s existence, 
but also about the timing of its 
product releases. Operators say 
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BY VALERIE COGNEVICH 


home videos are introduced on the 
heels of coin-op games. One state 
association member said the home 
videos issue will be discussed at a 


general membership meeting. 
However, he doubts that home 
videos have a detrimental effect on 
the coin-op industry. “I may be 
wrong, he quickly pointed out. 
“The graphics on the home versions 
have definitely caught up with coin- 
op’s. I don’t think, however, we will 
be seeing laser technology in the 
home for a long time. That’s an 
advantage to those operators 
investing thousands in lasers. 

“The thing I think will be more of 
a problem is the cable TV games 
(Play Meter, July 15, 1983 p.42). It’s 
going to make me furious if the cable 
systems don't have to pay license 
fees and taxes on the games like we 
do. That could be a major, major 
problem,” he said. 

The president of another associa- 
tion agreed with these comments to 
a certain extent. “I don't think the 
home games themselves have been 
particularly bad, but what has hurt 
tremendously is the fact that the 
coin-op game barely beats the home 
version game to the marketplace. 
Operators are struggling to see a 
return On investment only tosee TV 
ads announcing the home version. 

“As an operator, he continued, “I 
resent the fact that the manufac- 
turers so thoroughly forget old 


allies. Why can’t they just wait at 
least 9 months before introducing 
the home version? We would not 
realistically ask them not to release a 
home version. Just give us a break on 
the time. After all, right now, the 
operator doesn’t have much time to 
get his money back on the overpriced 
games. If a game earns above 
average for 9 months, it’s a miracle 
anyway. They could give us that time 
to try to recapture our investment 
before offering it for home use.” 

Since home video complaints 
focus on their release dates, it seems 
a solution could be worked out. “I 
doubt it,” one operator said. “The 
manufacturers’ association (AGMA) 
was supposedly formed to study 
problems within the industry. Well, 
I thought that meant to address 
some problems the operators are 
having with manufacturers, but I’m 
still waiting.” 

“I don’t think there is really 
anything AGMA could do about 
manufacturers waiting a certain 
time before introducing the home 
version. Nothing AGMA could say 
is going to change anyone’s business 
practices, commented another 
State association spokesman. 

Play Meter contacted AGMA 
about these comments, but no 
response was received by press time. 
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The other side of the coin 

Though many in the industry 
believe there is a problem with 
home videos cashing in on the 
success of coin-op games, they see 
both sides of the issue. “I believe the 
success of a home game depends on 
the popularity of the coin-op 
version. An example is E.T., a home 
game with no coin-op counterpart. 
It didn’t do very well, but I wonder if 
it would have done better with the 
public recognition derived from 
arcades,’ said an association repre- 
sentative. 

“If a manufacturer waited to 
introduce the home version too long 
after the death of the coin-op 


version, it would be old news; no one 
would want it,” a state association 
spokesman commented. 

One spokesman considers home 
videos an introduction to the coin- 
op world. “In every generation, 
there is something that parents 
don’t understand. In the ’30s, The 
Three Stooges were considered 
immoral; they were teaching kids 
violence. In the 50s, Elvis shook his 
hips to shrieks of joy from kids and 
of protest from adults. The Beatles 
rocked the nation’s young and 
outraged parents in the ’60s. In the 
‘80s, video games came under close 
scrutiny from adults as their 
offspring delighted in the bleeps 
and blips. Home versions of popular 
games became a way for parents to 
become familiar with the new 
technology, to introduce parents to 
the younger generation’s new fad.” 

Another view held by some 
industry members is that manufac- 
turers had to make ends meet and 
licensing home versions of their 
coin-op hits (or misses) was a 
solution. When operators became 
selective about their coin-op pur- 
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chases, the home market was just 
being tapped. 

“The manufacturers are in a 
tough spot right now,” another 
representative agreed. “They tram- 
pled anyone in their way when they 
knew they could get away with it. 
Operators were the hardest hit 
when this shakeout period became a 
reality. Still the manufacturers did 
little to help because they were not 
as severely affected. But when they 
formed an association, I felt that 
some of the bad feelings between 
Operators and manufacturers could 
be alleviated or at least acknow- 
ledged. But that hasn’t happened. 
The manufacturers are finally 
realizing what it’s like to go through 
some rough times. But now that 
they are in the same boat, they aren't 
in a position to help anyone else but 
themselves.” 

“For all I know,” he continued, 
“they may be doing so well with the 
home market they don’t really care 
what happens to the operator.” 

“The home video has been 
detrimental but not fatal,” com- 
mented a spokesman. “The industry 
had an overwhelming several years. 
The older operators knew it 
wouldn't last forever. They kept 
their heads when those about them 
were losing theirs. When the 
industry started its slide downward, 
the newcomers, or those who 
thought it would last forever, started 
looking for a scapegoat. Home 
videos were the perfect target. It’s 
much better to say that something 
hurt your business, took it away 
from you, than to say you didn’t 
foresee the inevitable.” ® 


New... 
for coin-operated 
vending machines 
and games 


Intercard 


Better than coins 
or tokens 


Revolutionary new magnetic card 
reader gives you full control over 
coin-operated games and vending 
machines. Attaches to your existing 
equipment. Eliminates change 
nassles, sorting, and wrapping of 
coins, token handling and skimming. 
You sell coded magnetic cards 
instead of coins or tokens. Each time 
the card is used, a portion is cut out 
and stored in the machine...giving 
you an accurate record and assuring 
that the card can’t be used again 
when all the prepaid purchases are 
punched out. Find out about 
INTERCARD. . . aunique, new way 
to clean up your coin-operated 
vending machines and games. Write 
or call... 


23132 La Cadena 
Laguna Hills, CA 92653 


714/859-3800 
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Are home video games still a 
problem for the coin-op industry? 


Home videos have had a big effect 
as far as taking people out of 
arcades, especially the kids who now 
have computer systems on which 
they can play games and learn some- 
thing too instead of spending $5 at 
the arcade. The arcade games are 
mostly offered on home video 
games anyway, except the new laser 
disc games. Sales have dropped off 
in the coin-op industry because of 
home games and also because of a 
general lack of interest in video 
games. 

It’s not feasible that the manufac- 
turers will do anything about the sit- 
uation because they are selling off 
their software to the home videos 
and probably making a lot of money. 
What manufacturers can do 1s 
produce more conversion kits be- 
cause what we need now are new 
games. A game's attraction only 
lasts between six and 12 weeks, so 
conversion kits are one solution. 

Ed Marshall 
Service Systems Corp. 
Dayton, Ohio 


FOR 


I think video games have had a 
pronounced adverse effect on coin- 
op games. It started some time ago. 
Now, interest in coin-op games is 
way off because of the home market 
and because the games have run 
their course. 

The manufacturers continue to 
make home games available within 
a matter of months after the com- 
mercial video games have been 
released. Home games have a 
tremendous effect on the interest 
in coin-op. They've come out with 
too many games which weren't 
properly researched to begin with. 
What they need to do is to spend 
more time researching games before 
they release them. 

James Bray 
Bray Industries Inc. 
Houston, Texas 


Obviously, this is just an opinion 
since there’s no way to tell what the 
home industry has done to the coin- 
op industry. But from what players 
tell me, the home games have 
devastated the coin-op industry. The 
manufacturers have prostituted 
themselves by selling operators 
games for $3,000, and players can 
buy the same games for $29.95. | 
can't sell a Centipede anymore or 
hardly any used game for more than 
$1,000. It’s not that the games aren't 
worth it; it’s just that you can’t sell 
them because of the home games. I 
lost four stops in the last three 
months because they went to 


OPERATOR 


BY DAWN ADORNO 


auctions and bought their own 
games. You can buy all of the games 
at an auction now. 

I have friends who own home 
systems. One of my friends has all 
the cartridges you can buy for that 
system, and he told me that he has 
never played an arcade game. What 
upsets me most is that the manufac- 
turers sucker operators into buying 
games for $3,000 and then sell the 
home versions for $29.95 soon after 
the coin-op version comes out. The 
business is going down the tubes. 

The quality of the early cartridges 
didn’t match that of the coin-op 
games. But with the new games, 
people don't care. A friend of mine 
has a Defender cartridge that blinks 
on and off, but he just doesn’t care. 

It's too late for the manufacturers 
to address this problem. But the sol- 
ution isn’t $4,000 laser games. The 
technology will be available soon to 
produce laser disc players for the 
home. They will probably sell for 
$200, and people will buy them for 
their kids. Operators will be stuck 
again with the equipment. 

Bruce Chapin 
Downriver Amusement 
Trenton, Michigan 


I would say that home videos are 
still a problem. We aren't sophisti- 
cated enough to point out exactly 
when the home video cuts into our 
business though. When the business 
was booming, there was room for 
both. And when the coin-op busi- 
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ness first slowed down, I think the 
home videos may have helped us by 
advertising for us. 

Today both businesses are down. 
There’s just a general lack of interest 
in video games today. The business 
became so growth-oriented that it 
became a fad, and fads die out. 

I don’t think there’s much that 
AGMA can do about the problem. 
It’s the same as if you asked the 
movie companies to stop the tape 
business. But both the home videos 
and the coin-op industry have to 
learn to live with each other a little 
better. The main thing that the 
manufacturers can do is to give us 
more time to recoup our invest- 
ments before coming out with the 
home versions of the games. 

Norman Farber 
BFC Enterprises Inc. 
Brentwood, Missouri 


I don’t think home games have 
had a good effect on coin-op, but I 
don’t know if they've had a bad 
effect either. I don’t know if we've 
felt a major adverse effect on our 
business because of home videos. I 
think the real question is the timing 
of the home games’ release after the 
coin-op version is out. 

John Dorrough 
Peerless E & M Music 
Colorado Springs, Colorado 


I have grave doubts about the coin 
industry. I think that’s why the 
manufacturers are coming out with 
basics because they just can’t 
compete with the home market. 
They can put as good a game on a 
Commodore 64 as they can in the 
coin-op industry, and we've all been 
priced out of the market. 

We are involved in both the game 
business and also in wholesale 
distributing for a lot of products, so I 
go to the Consumer Electronics 
Show. Last year, I saw things that 
really scared me as an operator. 
Most of these things haven’t come 
into existence yet, but the trend is to 
bring video quality into the home. 
Even changeable cartridges will be 
available for home systems. 

One system I saw at the CES 
involves using a telephone line to a 
master computer designed around 
an Atari 600. Customers would 
subscribe to the service, plug the 
phone line into a cartridge, call an 
800 number, and select a game from 
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“They'll shoot 
more games- 
come back 
more often- 

if you 

STAY 
STRAIGHT 


with your 
players!” 


DUFFERIN CUES stay 
straight—last longer—than any 
other one piece billiard cue. 


D-1100(R) CANADIAN MAPLE One Piece 
permanent doweled and laminated shaft 

to butt. Two piece PRO look. 

D-1300(L) HI RUN Professional One Piece 
4 Prong CANADIAN MAPLE Shaft and hard- 
wood butt. BOTH WITH EASILY REPLACED 
LONG LASTING TIPS AND FERRULES. 
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Name: 
Company: 


Address: 


p-------------- 


City State 


PLEASECHECKONE UC Distributor (Operator Ci Location COOther__ == 
LJ Send data and wholesale prices on Jointed Cues, billiard cloth and Commercial Pool Tables 


318 Holbrook Drive Wheeling, Illinois 60090 


I’m interested in your cues. Please send me full line information and prices. 


No other cue has better 
STRAIGHT STAYING POWER 
than these Canadian made 
Maple (1100) and Hi Run 
D-1300) DUFFERIN cues. 
These are the naturally 
weighted and balanced all 
wood one piece cues that give 
the professional ‘‘feel’’ to 
every shot. 


Operators report “we just don't 
have warpage problems!” And, 
they end up costing you less! 
Any way you figure it—cost 
per game, cost per month or 
year—DUFFERIN one piece 
cues in active coin-op play 
earn greater profits for the 
Operator than any other 
shorter lived cue. 


ORDER A DOZEN OR MORE! 
Any assortment or quantity of 
one or both styles. Convince 
yourself—please your 
players—and SAVE BIG! 


Call in for Bob Nixon 

or Hank Hayes or MAIL 
COUPON TODAY. Check our 
prices and start saving NOW! 


(312) 520-0420 


Zip 


a list of games they receive from the 
manufacturer. The joystick would be 
used to scan the names of the games 
on the screen, and pushing the fire 
button would dial the computer and 
load a program into the game 
cartridge. Each person would have 
his own access and a credit limit on 
his account. You'd rent the game for 
a short period of time, and then it 
would shut off, and they'd bill you 
for it. 

I also think that laser disc games 
will be available to the home soon. 
But I never saw laser disc as being 
the salvation of the industry. 

I don’t know what the easy 
answers are. [he manufacturers are 
selling off licenses for home games 
as soon as they can get them 
developed for the coin industry. 
They are playing both ends against 
the middle, and they're the only ones 
who can win. 

I think some games lend them- 
selves better to the home while 
others lend themselves better to 
coin-op. I think it would be better 
for the manufacturers to decide 
which games will be marketed for 
home and which for coin-op and 


market them separately. For in- 
stance, Star Wars is attractive and 
the cabinet really draws. It doesn't 
have the same effect at home as it 
does in the arcade. Market the 
games separately. When you cross- 
market them, it hurts everybody. 
The coin-op industry is still 
putting out the big money and 
taking the big risks. If manufac- 
turers come out with a really good 
coin-op piece, they should wait a few 
years before releasing it to the home 
market. 
Richard L. Ford 
Ford Music and Vending 
South Bend, Indiana 


Home games affect the coin-op 
industry, especially now with the 
home computer systems. They can 
put almost any game on home 
computers like the Commodore or 
the Apple. They are good games and 
very realistic. 

The industry now has the laser 
disc games, but I think a year from 
now, consumers will be able to play 
them at home. 

Home games have affected 
between 15 and 20 percent of my 


business. A lot of people bought the 
home versions of Joust and Centt- 
pede, for example. Centipede and 
Joust are for the hard-core players 
who will play those games over and 
over again. But they will play them 
on their home systems. I’ve played 
Joust on a home system, and it’s very 
realistic—just like the coin-op 
game. 

Naturally, the manufacturers 
want to make a profit, but they have 
to think about the coin-op business 
too. I think they could protect us by 
waiting 12 to 18 months after 
releasing a coin-op game before 
coming out with the home version. 

Michael Lee 

Diversified Entertainment 
Enterprises Inc. 

San Jose, California 


I don’t think home videos have 
had a lot of effect on the coin-op 
industry. It’s probably hurt 10 to 15 
percent of my business. The video 
trend is down, but I don’t think 
home videos have caused it. 

Randy Lipton 
Silver Enterprises Inc. 
Ripon, Wisconsin 


ARM TO ARM COMBAT 


with MR.MUSCLE * * * * 
Arm to arm combat with MR. MUSCLE 
will be a super attraction for where- 
ever fun-loving crowds gather. Your 
customers can enjoy a traditional 
arm-wrestling match because the 
action of the game allows MR. 
MUSCLE’s arm to be knocked down. 


Zamperla line. 


Call today for details. 


16 Edgeboro Road - East Brunswick, N.J. 08816 
@ (201)238-6280 tix. 642286 


The following kiddie rides are now available: 
Helicopter @ Red Baron © Dumbo ®@ Motorcycle © Racing Car 
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DISTRIBUTORS 
WANTED 


We’re an established novelty 
game manufacturer and are 
now looking for established 
distributors to represent the 
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Konami. . 


| ies 
= Awhole new version of S 
one of America’s ttt 
| favorite arcade games. »,§ Gg 


pea oct 4-uKe 4#i- SCORE 
Ta «£4700 20000 


CONVERSION KIT 22% / 


The future is now. Introducing TIME PILOT ’84. [iaiaaam Iain i sage 4 

Available exclusively as an original first-edition oo at prenng Konami inc. 
conversion kit from the creators of GYRUSS, = ae 5 

TRACK & FIELD, and the Original TIME PILOT. 20655 S. WESTERN AVE., SUITE 116, TORRANCE, CA 90501 
A whole new challenge that’s sure to become ena sea en ae PHONE: (213) 533-8644 


as : \. hate Ky Infringers of Konami’s copyright will be prosecuted. 


another great arcade hit. (4d N/| Pee yarn TELEX: 4720119 KONAMER FAX: (213) 533-6040 
For further information, contact your local [i jaa" | 
distributor today. © Konami 1984 All rights reserved 
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U.8. & CANADA: ONE YEAR (24 ISSUES) SUBSCRIPTION 
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LEGAL HINTS 


Are you adequately insured? 


By Harold |. Gould and Laurence D. Merritt 


Most business people realize the 
need for insurance. Business, by its 
very nature, involves risk. Insurance 
provides for those risks which 
prudent judgment dictates a busi- 
ness should not accept. For example, 
most businesses have fire insurance. 
The reason is obvious. A business 
could be wiped out financially if the 
premises burned to the ground. 

Unfortunately, many businesses 
are not fully covered. Let’s consider 
some areas of potential exposure to 
risk for which insurance should be 
considered: 

1. An employee is injured on the 
job. Most states have laws which 
prevent employees from suing their 
employers for job related injuries 
even if they are the result of the 
employer's negligence. The em- 
ployee is legally entitled to insurance 
benefits in place of his right to sue 
the employer for negligence. The 
insurance is set up by ‘“Workers’ 
Compensation” laws. The employer 
is legally obligated to obtain this 
insurance. If he doesn’t, he can face 


various financial penalties. Workers’ 
Compensation insurance must be 
obtained by all employers. You must 
consider yourself an employer even 
if you have only one employee. 

2. An employee negligently 
injures a bystander while perform- 
ing his work duties. For example, 
an employee might drop a piece of 
equipment while unloading it from 
a truck on an innocent bystander. 
The employee could be sued for the 
injuries sustained by the bystander. 
The law is that an employer is liable 
for any injuries or destruction negli- 
gently caused by an employee while 
the employee is performing his job 
duties. Many business insurance 
policies will cover this type of lia- 
bility. You should ask your insurance 
agent if you are covered. This type 
of claim is very common, and 
employers should protect them- 
selves from the acts of their em- 
ployees. 

3. One of your employees 
becomes angry with a customer 
during a collection call and strikes 


him in the mouth. There are a num- 
ber of cases which say that the em- 
ployer is liable for this conduct by an 
employee. The danger with this ty pe 
of occurrence is that the injured cus- 
tomer might be able to sue for punt- 
tive damages. In that event, the jury 
might award an extremely high 
amount to punish your employee 
and you. Many insurance policies do 
not provide coverage for intentional 
acts or for awards of punitive dam- 
ages. Thus, your policy might not 
protect you from this. As a practical 
matter, many insurance companies 
today may choose to defend and 
indemnify for these types of inten- 
tional acts although the policy might 
not provide for this coverage. An 
employer can protect himself 
against this type of liability in 
several ways. First of all, make cer- 
tain that the policy limits are high 
enough that they would cover an 
award for punitive damages in the 
event the insurance provides cover- 
age for that type of loss. The em- 
ployer should also be careful in how 
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Q-Bits®, because nothing fits except Q-Bits® 
It's the remarkable system from Roger 
Williams Mint that stops unauthorized coins 
and tokens. There is a wide variety of key 
combinations available, and each of our 
customers gets exclusive rights to that 
combination within a 150 mile radius. 
Conversion is simple and inexpensive and 
Q-Bits® stock or custom are available quickly. 


Northwest Industrial Park, 79 Walton St., Attleboro, MA 02703 


Sheila suggests: 


Save up to 25% on conventional tokens. Call 
our toll-free number and we'll prove the 
point. We give Same Day Shipment on stock 
tokens and just 3-4 week delivery on your 
custom designed order. Design service 
available at NO CHARGE. 

We believe we can save you 25% or more. 
Call Sheila toll-free 800-225-2734 and get the 
facts without obligation. 


*In Massachusetts, call (617) 226-3310 


i ________________ 


he chooses his employees. The 
employer would also be wise to 
instruct his employees (in writing so 
the employer has a record) concern- 
ing how the employee should deal 
with customers. The employee 
should be instructed to avoid con- 
frontations at all costs. Instruct 
employees to tell locations to call the 
employer about problems. 

4. Someone is electrocuted 
while playing one of your video 
games. You should make certain 
that your insurance covers you for 
this because the law could hold you 
responsible. The manufacturer and 
distributor may also be held liable 
with you for the injuries. However, 
do not rely upon them to protect 
you. Many business policies will 
cover this type of event. Ask your 
agent if you are fully protected. 

5. You sell one of your amuse- 
ment devices and it electrocutes a 
user. The law may hold you liable 
for these injuries on the theory, for 
example, that there was a hidden 
defect in the equipment known to 
you which you did not disclose when 
you sold it. Once again, you should 
make certain that if you sell any of 
your equipment, that your insurance 
policies will cover you for any 
injuries it may cause in the future. 
Also, it might be good to have your 
attorney draw up a simple sales con- 
tract which lets the buyer of your 
machine know that you will not be 
responsible for any problems caused 
by the machine. 

6. Some of your equipment is 
stolen from one of your locations. 
In previous articles, we have recom- 
mended that your location agree- 
ment provide that the location 
indemnify you for the loss of any 
equipment. However, you may find 
that your location is financially 
unable to pay for your stolen 
machines. You may also find that 
some locations will refuse to agree 
to be responsible for the machines 
because they are in a high crime 
area. We have seen that some insur- 
ance companies will insure your 
machines placed at specified loca- 
tions. You can obtain insurance for 
just certain locations and not insure 
the others. If you have a location 
that refuses to become responsible 


for the machines, you should try to 
negotiate with that location so that 
the first monies taken from the 
machines will be applied to insur- 
ance to protect them. 
eoceo5ce 

What should you do if somebody 
makes a claim against you for 
injuries arising out of your business 
operations? For example, what do 
you do if you are served with a law- 
suit claiming that someone was elec- 
trocuted by one of your machines? 

First of all, it would be a good idea 
to contact your lawyer and show him 


the papers. Your attorney can pro- © 


tect your interests until your insur- 
ance company takes action for you. 
The attorney can also determine 
whether your insurance policies 
cover the loss. 

You should not attempt to reacha 
settlement directly with the injured 
party. Most insurance policies state 
that they will not cover you unless 
you notify them immediately of any 
claim. If you negotiate on your own, 
without notifying your insurance 
company, and a year later you find 
that you are being sued for those 
injuries, your insurance may no 
longer cover you. 

Your attorney can notify your 
insurance company of the claim. 
This will make a good record that 
you have notified the insurance 
company about the matter. Also, the 
attorney can use his influence to 
make sure that your insurance com- 
pany promptly protects your rights. 

Working with a good insurance 
agent and your attorney can help you 
avoid being exposed to risks which 
should be covered by insurance. @ 


The law firm of Gould & Merritt 
1s located at 1888 Century Park East, 
6th Floor, Los Angeles, California 
90067. Telephone: 213/552-9364. 
Mr. Gould has served as a Judge Pro 
Tem of both the Los Angeles ana 
the Beverly Hills Municipal Courts. 

Mr.Merritt has served as a Court 
Mediator for and on the Panel of 
Arbitrators of the Los Angeles 
Superior Court. 

If you have any legal problems or 
questions about your business, 
please contact Gould & Merritt. 
They will respond to you directly. 
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¢ BALL BEARING & ROLLER 
ACTION 


f° PLASTIC KNOB PERMANENTLY 


ATTACHED TO THE SHAFT 

¢ CAN BE CHANGED FROM 
4-WAY T0 8-WAY IN SECONDS 

° FACTORY ADJUSTED 
EXTREMELY ACCURATE 

¢ HEAVY DUTY LEAF SWITCHES 
WITH GOLD FLASHED 


CONTACT POINTS 

¢ HARDENED STEEL, IT WILL 
OUTLAST ANY JOYSTICK ON 
THE MARKET 


We know that once you have tried 
our joystick, you will go nuts over it. 
So we would like to make you an 
offer that you can’t refuse. 

Simply, buy one, at our regular price 
and get the second one absolutely free. 


Monroe Electronics Co. 
355 DENTON AVE,, NEW HYDE PARK. N.Y. 11049 


PLEASE RUSH ME 916-248-8911 
MONROE DELUXE JOYSTICK AT $29.95 
SECOND ONE FREE 2-4-8 WAY 


MONROE REGULAR JOYSTICK AT $15.95 
SECOND ONE FREE 2-4-8 WAY 


SEND TO: 
NAME OR 
COMPANY 


ADDRESS 


PEG. 
SEND C.0.D. 1 CHECK ENCLOSED 0 
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COINMAN INTERVIEW 


By Mary Claire Blakeman 


After 37 years in the coin-op industry, C.N. 
“Chat” McMurdie retired from Bally Advance on 
December 31, 1983. He has seen many industry cycles 
in those 37 years. 

In this interview, he discusses phonographs in 
the early days of the industry, jobbers, conversions, 
manufacturers distributing, and distributors oper- 
ating. McMurdte draws on 37 years of coin-op expert- 
ence and tells what makes a good operator and dis- 
cusses coin-op gambling then and now. 

He began working in the coin-op industry in 
1946 in Salt Lake City as an office manager for R.F. 
Jones Company. He later became vice president and 
then general manager of the company that was “just 
about the largest distributor in the world.” R.F. Jones 
had offices in Denver, Salt Lake City, Portland, 
Seattle, and Spokane. It was also franchise distributor 
for 11 western states, including Alaska, which was not 
a State yet. 

In 1958, McMurdte bought the offices in Seattle, 
Portland, and Spokane and moved to Seattle. But the 
city of Seattle prohibited operators from taking a 
location without the city council’s approval. The city 
also wouldn’t allow any more operating permits 
unless the applicant was a resident of Seattle for at 
least two years. Since R.F. Jones’ officers and directors 
lived in San Francisco, McMurdie’s request for a 
license was denied. He then sued the city of Seattle in 
federal court, and about six months later, the federal 
court referred the case back to a superior court. “I 
M MURDIE figured I’m not going to beat them in their own ball 

C park,” McMurdie recalled himself saying, “I'd better 
get out.”’ He sold out the business and moved to San 
Francisco. (Three years later, someone picked up the 
case and won.) 

Lou Wolcher, owner of Advance Automatic, 
asked McMurdie to work for him in San Francisco, 
promising him half of the business. “I told him I was 
through with the business,” McMurdte said. He then 
worked in the bowling industry but left it in 1961 
when “there were more bowling establishments than 
there were players. 

"Finally in 1962, I said, “Lou, Ineed something to 
do, and I'll come with you. But I want you to know 
ahead of time that I’m looking for something, and 
when I find it, I'm going to leave.” 

In 1973, Wolcher died and Bally bought the bust- 
ness. McMurdie managed Bally Advance and became 
its president. 

Chat McMurdie has retired from Bally Advance, 
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©1 think people who operate those things (illegal card 
games) are exposing themselves to law enforcement...if 
you're going to take chances and try to sneak around 
the law, ultimately, you're going to get caught.®@ 


but he has not left the industry—he is a special assign- 
ments consultant to Bally distributors nationwide. 

McMurdie was “looking for something” in 1962. 
It must have been the coin-op industry. 


It’s interesting that you fought legislation, and in the 
last couple of years, operators have been fighting 
legislation again. Will operators always have to fight 
rules and regulations? 

I think it’s inherent in this business that there are 
those people who feel this is a questionable-type busi- 
ness. And second, there’s always the local and state 
governments who are always looking for money. 
They’re always looking for as likely a place to get it for 
as little amount of complaints from their constituents, 
so they pick on this business. 

This industry has not been very well organized in 
the past. It’s a very loose industry in terms of coopera- 
tive effort. In the past, they’ve always waited until 
something happens before they attempt to defend 
themselves. It’s been sort of a knee-jerk reaction. 
Now, particularly, we have to be very wary. We've 
made a lot of headway in the last few years—we've 
gained respectability and the public has accepted us— 
when I say “us,” I mean the industry for the most part. 

But you always get those cases like we just went 
through in California where the government needed 
taxes, and they were just going to put a 10 percent 
gross receipts tax on us. So I think we've always got to 
be prepared to fight legislation that’s unfair, and it’s 
unfair in the sense that they don’t treat our business in 
the same sense that they treat other businesses and 
industries. There’s not an equal or fair basis on which 
they tax us. 


Do you think these problems come in cycles? 

Oh, yes. The timing depends on a number of 
things. Years ago there were such things in our indus- 
try as gambling devices. The bingo game was declared 
a gambling device. And I think it depends on us in the 
industry. This is one thing that makes me concerned 
about the card games, the poker games...there’s no 
reason to play one of these card or poker games unless 
youre going to gamble or unless, when you win you 
get some money. 

I think people who operate those things are 
exposing themselves to law enforcement. You can 
wake up in the morning, be sure that you're going to 
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go to work, and the business is going to be there. But if 
you re going to take chances and try to sneak around 
the law, ultimately, you're going to get caught. I think 
the other thing depends on the attitude of our elected 
officials—whether they need taxes or whatever. 


What effect do you think the “gray area” games have 
had on the industry? 

We don’t handle them ourselves; we won't 
handle them. There’s no question in my mind that 
they make money; they make a lot of money. But the 
reason they make a lot of money is because you can 
gamble with them. There have been a lot of areas in 
California where they’ve picked them up, and there 
have been some severe consequences on those people 
from whom they confiscated games. 

When they don’t pick them up, I think the 
operators make money. But I think they're exposing 
themselves to some penalties. And, not only do they 
expose themselves, but they're exposing the industry 
because if it’s a bad thing, the whole industry is going 
to suffer. 


You mentioned earlier that the industry is loosely 
knit. But do you think there are too many associations 
now? 

I really think what we need is an all-encom- 
Passing association which would defend and protect 
the whole industry. Within that framework there 
could be local organizations or state organizations and 
so forth. But I think that we need the numbers to have 
the strength and the clout to present when you go into 
a city council meeting—you are speaking from 
strength representing a large organization. Depend- 
ing on the legislation, you've got some clout when you 
say “This is going to affect so many thousand 
employees.” It gives us something on which to force 
them to give us some consideration instead of taking 
the attitude that we're an industry that’s out on the 
fringe area of respectability so they don’t have to 
worry about us. 


Tell us about equipment in your early days in the coin- 
op industry. 

In those days, the phonograph really was the 
main vehicle. If you got a location, it was because you 
had the phonograph, and if you got the location for 
the phonograph, then you could throw the games in. 
The games were really an attendant to the phono- 

(continued) 
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graph business. At that time, Seeburg was in the third 
year of that model phonograph; they also came out 
with a cold drink vendor. Then Apco came out with a 
machine that would give ice with the drink and that 
was the ig thing. 


What is the biggest difference between the equipment 
offered now and then? 

I think the biggest change has been the advent of 
technology which has enabled us to expand in this 
industry. We've expanded very fast. We're sort of 
like a computer. What we have today is obsolete 
tomorrow. The advent of the video game was a 
tremendous thing. Now, they've taken that tech- 


nology and incorporated it into all facets of the 


business so that it does have a tendency to provide a 
higher earning. 


We're more sophisticated today—there’s no 
question about that. Five years or so ago, nobody 
would have ever thought of running his business by a 
computer. An operator wouldn't have thought of 
recording his data and getting statistics, other than 
manually. Now, you're really out of step if you don't 
have a computer to tell you where you're going. 

At the same time, when it comes to servicing 
equipment, it was all electromechanical. So when a 
fellow went in to service, he could see if the part 
moved. Now, you can't see if the part moves. So it 
requires a lot more training and a lot more technical 
ability. 

Also, in recent years, it’s been a great business for 
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young people to get into because young people can 
adapt a little quicker than older people. 


Do you think some of the intuition has gone out of the 
industry? 

Yes, I think that’s true. I think the entrepre- 
neurial talent has vanished from the business to a 
large degree. Our market possibilities have expanded, 
and it’s caused us to be a little careless at the manufac- 
turer level. We've produced more than we can use, and 
this is why we're in trouble today. This overpro- 
duction of games means the games don’t have the 
longevity they once had. 

I don't think that we're testing the games as 
thoroughly as we should before they come out. I think 
that our practice of overproducing the games, having 
more distributing outlets representing the manufac- 
turers than they need, has opened the way for the 
jobbers and, as a result, the distributing outlets have 
become more or less brokers rather than distributors. 
The indiscriminate appointment of distributors by 
the manufacturer and the overproduction of games 
has created the jobber, so now, selling, for instance, is 
on a price basis. 

I view the distributing business as one where you 
represent the manufacturer and you're expected, by 
that manufacturer, to give him market potential and 
market penetration. Along with that, you re expected 
to pay your bills, maintain the parts department, 
maintain the service department—that takes a lot of 
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Operators might be getting the price but not getting the 
service? 

Yes. Take a company like ours where we have 
a large personnel staff. We've tried to develop our 
business on the basis of treating our customers 
honestly—indemnifying them against losses and 
helping them to repair the equipment and so on. 
It's placed us at a disadvantage because the job- 
ber doesn’t do that. He doesn’t perform the func- 
tion. 

And I think, for it to be healthy, all facets of the 
business have to make money. I think the key to it is 
that the operator has to make money. He has to be 
healthy. And if he’s healthy, we're healthy—as the 
distributor—and if we're healthy, the manufacturer 
will be healthy. 


Are jobbers really changing that relationship between 
distributors and operators? Who else is hurting the 
industry? 

I think the jobber has aided and abetted in getting 
this prolific production out in the field which has hurt 
the operator financially. We've just overproduced and 
the position of the jobber has been created because of 
overproduction. Now we're going through this 
situation where people are getting out of the business 
because it’s not there. 

Now I think this is a very good business and I’m 
sure that it’s going to be very healthy. But I think also 
we're going to have to get this element out of the 
business that got in—the people who believed in the 
newspapers and thought that all you had todo was put 
the games out and you'd be a millionaire overnight. 
That isn’t going to happen. And those people who 
were like that are being hurt. Once they're out of the 
business, a lot of our problems will be corrected. 


What about the shakeout? Do you think we’ve seen the 
end of it? 
Oh, no. 


When do you think we might? 

Who knows? I think we've seen a lot, and I think 
there's still more to come. I’m just guessing, but I 
think we've got until June or August. Our business 
today is better than it was. Our business is improving, 
but I think there’s still that process which has to 
continue until those people who got in are out because 
they can’t make it. 


Have you been through other shakeouts? 
Oh, yeah. Sure. 


Which one was the most comparable to this period? 

We've had shakeouts but I don’t know that 
they've been the result of overproduction. In the past, 
it's been a change in the business. For instance, when 
they outlawed bingo games, that was a serious thing. 
Instead of overproducing stuff, they took stuff away 
from the operator so that this income was taken away 
from him. 


When was that? 
It happened a couple of times. It happened in 
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1951 when they outlawed the One Ball games. Then 
everybody started using bingos. Then, shortly after 
that, they outlawed the bingo games, not all over the 
country, but in different sections. Of course, this 
shakeout has been all over the country whereas before 
it was in different sections. 

But there have been cases where generally busi- 
ness was off because the economy was off. But I don’t 
think it’s ever been as broad as this one. 


Do you think this is a transition period into something 
else? 

I think that the advancement, the rapidity with 
which the technology is coming, is going to change 
our business. You'll see stuff next year that’s different 
from what we have today. But I think that the 
mar':eting of the equipment will always be essentially 
what we have today. 


So you don’t see any big changes for the distributing 
end of the business? 

It depends on what you call changes. I think the 
general makeup is going to be the same. Distributors 
have been hurt just like operators have been. But | 
think our business is on the comeback now. But I think 
the general organizational concept of the industry will 
remain the same. 


What about manufacturers? Do you think they can 
succeed if they try to bypass the distributor? 

I don't think so. It just takes too much money. I 
don’t know how many operators there are in the 
United States—but there are thousands of them. If 
you even had as few as 4,000—and I know that’s a very 
low number—but it’s impossible (for a manufacturer) 
to service them by himself, without some regional 
service facility. 

It’s inconceivable to me that a manufacturer 
could take and sell games to 5,000 or 10,000 operators 
and then handle 5,000 or 10,000 individual requests 
for a 25-cent or a $1 part. Some operators come in and 
we try to get a minimum order. But what do you do if a 
fellow comes in and he’s just left a location that’s 
down and he needs a 30-cent part and you tell him he’s 
got to buy a$10 minimum? Youcan't do that. But if he 
went to a manufacturer, he’d have to do it. 

I also don’t think it would be practical from the 
Operator's point of view. When that game is down, he 
can’t afford to wait until he sends to Chicago to get it 
(part). The locations wouldn't stand for it. 

Then, it could be that if the manufacturers do go 
into the distributing business themselves all the way, 
which our company is doing, the investment is 


horrendous. You could open a very minimal type 
establishment for $3,000,000 to $4,000,000. But that 
limits the amount of customers you can handle. When 


you start thinking of the inventory you have to have, 


it's unbelievable—the number of personnel, the 
amount of capital that’s tied up, and the amount of 
money that’s tied up in accounts receivable. 


Should distributors get into operating? 

I'm probably a little behind in that thinking. I’ve 
never believed that it’s good for a distributor to 
compete with his customers. I don’t believe in that. I 
think the operator should support his distributor, not 
try to go around him or shortcut him. If he can do that, 
then I don’t think the distributor should get into the 
Operating business. 


So it’s “You stay in your yard and I'll stay in mine?” 

That's right. Because otherwise it’s really not a 
fair competition. We have always felt that the 
Operator is our bread and butter. 

We have to take care of him—that’s been our phi- 
losophy. He’s our pal, and we should help him make 
money so he’s healthy and can pay his bills. I don’t feel 
that we're justified to compete against him. Twenty 
years ago when phonographs were popular, our sales 
people would help the operator sell a location. 

We've got to help sell the operator on good busi- 
ness principles, good business practices. We should 
have been doing this a long time ago—when Pac-Man 
was extremely popular, when Centipede was 
extremely popular, or Space Invaders. If we had taken 
those popular games (Pac-Man, etc.) then, and 
developed our commission structure, the operator 
wouldn't be in this trouble today, although the equip- 
ment is coming out in greater quantities. 


You see the standard relationships within the industry 
as being the best. What do you think of manufacturers 
getting into all three areas—the manufacturing, the 
distributing, and operating the way that Bally is? 

Well, it’s a free country. As I say, a manufacturer 
has to get his product out. There’s only one purpose to 
making something in the first place and that’s to make 
a sale, make money—that’s the whole thing that 
makes anything grow, whatever facet of our economy. 

I think that, I’m not so sure of this, but I think 
that if the manufacturer could align on the distribu- 
tors to give him that distribution, he probably 
wouldn't get into the distribution business in the first 
place. 

It's happening now. Manufacturers are getting 
into the business. But it’s not for me to dictate morals. 


‘I've never believed that it’s good for a distributor to compete with his 


customers...We have always felt that the operator ts our bread and butter.” 
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"l believe we don't have aright to sell that operator a piece of equipment 


at a high price that can’t make him money.” 


There’s another area of distributing that’s changing. 
Rowe recently bought out Philip Moss. Will this be a 
trend? 

It looks like it. 


Will there be larger and fewer distributors? 

I think the industry has had a very difficult year 
and a half. The manufacturer, of course, if he’s going to 
continue to produce product, has to have some way of 
getting it out. If the normal supply channels don't 
function, then I guess he'll have to combine distribu- 
torships to keep going. 

It’s pretty obvious that there’s some of that going 
on, and I don’t think that the manufacturer is 
interested in the very small distributor. I think that 
will probably take place in your major market areas. 


If an operator came to you for advice, what kind of 
equipment would you recommend him to buy? 

The kind of equipment he can pay for. The 
Operator must be selective. Our obligation is to help 
him and not dump equipment on him that doesn’t 
make money. 

I’ve always felt that we indemnify the operator 
against losses. In other words, we let him try the 
game. If he doesn’t like it, he can bring it back and 
we ll give him his money back. I believe we don't have 
a right to sell that operator a piece of equipment at a 
high price that can’t make him money. If we both 
function as we should, then we should be healthy. 


Can you give some tips about specific equipment to 
buy? What about pool tables? 

Pool tables are very good. We've told a lot of 
operators to buy pool tables to bring their tables up to 
date, to give the location a cleaner looking and newer 
looking pool table, and, in so doing, he can change his 
price structure at the location. He can make it 50 cents 
a game instead of 25 cents a game. 

I think there are some things that are going to 
come back, and I think that’s evidencing itself now. 
Several years ago, bowlers and shuffle alleys were very 
popular. I think those are going to make a real come- 
back because it’s the type of equipment the player 
really gets involved in physically as well as mentally. 
With new technology, we can give players so much 
more in a bowler. 


How does the higher priced equipment relate to com- 
mission splits? 

The operator is now at a point where he has to 
get a better commission. He’s got to run his business 
better. If he doesn’t, he’s going to be out of business. 
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You just cannot pay for this high-priced equipment 
unless you get a better commission from it. 

As a general rule, I think the location runs the 
operator's business, because the operator is reluctant 
to get in a rhubarb with that location because he 
doesn’t want to lose it. His fear of losing it prompts 
him to make some bad business decisions. I think 


_ there are times when he ought to forget the location 


and give it up if he can’t get a decent commission. 
Because, with equipment as high as it is, he’s got to get 
the better take to operate properly. 


What do you think is an optimal split? 

It depends on what the location does. In some 
locations you can get by with a better commission than 
others. If a location is only doing $30 a week, you 
certainly can’t get by on a 50-50 basis. So he’s either 
going to have to get up front money or a better com- 
mission, depending on the location. 


Is there any operator through the years that stands out 
as being an astute businessman? 

Sure, there are lots of them. This is a marvelous 
business. We've got a lot of very fine people in this 
business and good businessmen. We've also got some 
that are not so good, and they hurt the other guys. 


Could these good operators choose hit games? 

When you go into a location, you need to be able 
to analyze if the location's got the right amount of 
traffic. 

But as far as taking a game and being able to say 
in every case whether it’s a good one or not, I don't 
believe there’s anybody who can be 100 percent right. 
Lincoln used to say you could fool some of the people 
some of the time and all the people some of the time, 
but you can’t fool all the people all the time. I can show 
you a lot of games everybody thought were sensational 
that turned out to be dogs. And vice versa. 


Any famous ones come to mind? 

Oh sure. Blockade (Gremlin) was one. Everybody 
missed on Pac-Man. We thought it was going to be 
just another version of Breakout. There was a lot of 
people who made a big mistake on Pac-Man—of 
course, they recovered. That one lasted quite a while. 


Have you ever seen another phenomenon like Pac- 
Man? Was that a very special case? 

Oh yes, I’ve seen others. Bowlers were that way a 
few years back. Shuffle alleys were that way. 


What about conversions? Should distributors do con- 
versions? 
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It depends on the capability of the operator. 
There are a lot of conversions that the operator is very 
capable of doing. Some of them I don’t think they 
should try to do. It should be done by someone with a 
little more time, talent, technical ability, and testing 
ability. 


Can distributors make a profit on conversions? 

Sure. It’s like a game. The conversions are not the 
panacea unless the conversion works. Unless, as a 
game, it makes some money. That’s the whole answer 
to it. Conversions have definitely proven that they're a 
viable part of this industry, and they're going to be 
around. The secret is to buy the conversions that make 
money. A conversion that’s a conversion is not the 
answer. It's got to make money just the same as a 
game has to make money. If it doesn’t, then the 
Operator cannot afford to buy it. 


So you use the same criteria for judging conversions as 
you do games? 

Yes. There are a lot of conversions now that are 
running the same pattern as the games. There are as 
many turkeys in conversions as there are in games. 


What about home videos? What do you think they’ve 
done to the coin-op industry? 

I don't know that it’s necessarily the cause of our 
condition today. 

In some places, I think it’s helped to build players 
for us. A lot of people think it’s taken away players. 
But I think the interest in home video games has 
dwindled off.The home business won't pick up until 
the coin-op business picks up because that’s where the 
home business gets its ideas. So when we get some 
good games, that will automatically spill over. 


What is your outlook for the future? 

I think the outlook is good. And the degree to 
which it happens will depend on the attitude of the 
people in the business. If we sit around, wring our 
hands, and mope, it’s not going to happen quite as 
fast. 

You know there's a lot of people who have done 
very well in this last year and a half. They ve watched 
their buying. They've done some changing around of 
locations, and that’s the answer. A successful operator 
is a good businessman. Everybody can be in business 
when it’s on the upswing. It doesn't take a genius 
when everybody wants what you ve got. It takes talent 
when it falls off and you've got to do something. 

We've got to help ourselves. This industry is 
going to be around for a long time. As long as there are 
people out there with ideas, games will come out. 


Have we been losing people in the industry who really 
care about the games? 

I don't think that playing the games ts a require- 
ment. I don’t play the games much. When we get new 
games, I go out and try them, but I’m not very good at 
it. But the young people are. I know the concepts of 
business. I know the organization, and I know you 
can’t sell an operator a bad game. I don't think you 
have to be a player to know that. * 
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PLAYER SURVEY: 


Good games, not token wars, 
draw players 


feature, Glenn Braswell, execu- 

tive director of the Amusement 
Game Manufacturers Association, 
estimated that of the 10,000 or so 
arcades operating at the end of 1982, 
only about 6,000 were surviving a 
year later. (Other industry members 


IE a recent wire service news 
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By Bill Kurtz 


estimate there are now between 
3,000 to 4,000 arcades remaining.) 
That’s a 60 percent survival rate 
(or a 40 percent closure rate, depend- 
ing on how you look at it). What did 
the surviving arcades have that the 
now-defunct game rooms didn't? 
More than 50 Cleveland game 


——— 


Here’s Fun-’N-Games’ mall arcade (not the one where linterviewed players). 
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Sit-down videos are popular; many players would like to see more of them. 
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players in three different types of 
arcades (a mall arcade, a freestand- 
ing street location, and a shopping 
plaza arcade) were randomly inter- 
viewed to determine what they 
like—or dislike—about certain 
game rooms. While most of their 
responses were predictable, there 
were some reasons cited which 
might help improve your arcade 
operation. 

Probably the biggest surprise is 
that players aren't impressed by 
token wars. Most players inter- 
viewed said they prefer arcades 
selling four tokens for a dollar and 
operating new games to locations 
offering 10 tokens for a buck with 
older machines. 

“The pricing isn’t the most 
important thing (about an arcade), 
one player said. “I'll go there even if 
there is only one good game I want 
to play.” 

“Tll go to an arcade for a particu- 
lar game, even if they're selling just 
three (tokens) for a dollar,’ said 
another player. ‘I try to work on a 
particular game, and then go on to 
something else. I don't play old 
games.” 


Prefer quarters 

Some players in Space Invaders, 
the freestanding street arcade, said 
they play there because they prefer 
games that operate on quarters 
rather than tokens. Ben, 17, said he 
prefers using quarters to tokens 
“because if you don’t want to use all 
your quarters, you don't have to. But 
you can get stuck with tokens.’ 

The selection of games seems 
most important to players. Accord- 
ing to one, ‘Having newer games ts 
important. Where I play depends on 
the age of the games.’ 

However, ‘older’ players—those 
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in their 20s and 30s—seem to prefer 
older games, the same games that 
were popular when they began 
playing videos. ‘If I like a game, I’ll 
go out of my way to play it,” said 
Tim, 28. “The newer games aren't 
always better.” 

Tim said he is a regular at Game 
Time, the strip center arcade where 
he was interviewed, until a few 
months ago when Missile Com- 
mand was removed. Now he usually 
goes to another arcade where he can 
play the game and rarely stops into 
Game Time. 

Like Tim, many players (both 
teens and older players) mentioned 
loyalty to specific games as influenc- 
ing their arcade selection. Joe, 25, 
plays at Space Invaders because of its 
three Ms. Pac-Man cocktail tables. 
Since he plays the game for an hour 
at a time, he said it’s the most com- 
fortable arcade to play in. 

Dennis, 34, said he plays at Fun- 
‘N-Games in Randall Park Mall 
because of the arcade’s Birdie King 
game. ‘I like sports games and they 
(Fun-’N-Games) have the only 
Birdie King I know of.” 


Pinball gains popularity 

Pinball seems to be gaining in 
popularity among teenagers as well 
as those who played the game in the 
‘70s. Space Invaders has 75 videos 
and 11 pins and owner Angelo 
Vagianos said one or two pins are 
always in the week's top 10 earners, 
along with recent video games like 
Pole Position and Dragon’s Lair. 

About 20 percent of the players 
interviewed said the number and 
variety of pin games is the main 
thing that brings them to Space 
Invaders. 

The days of just throwing 30 
games into an empty store and 
calling it an arcade are gone, and 
many players cited “atmosphere” as 
important in a game room. 

One Fun-’N-Games player in his 
20s said he avoids a nearby piz- 
za/game room location because of 
the “side show atmosphere” there 
which attracts too many young 
children for his liking. On the other 
hand, that atmosphere is probably 
what brings many children to the 
location. 

Cheryl and Lisa, both 17, said they 
visit Space Invaders three or four 
times a week because of the friendly 
atmosphere. “It’s crowded and | 


usually meet a lot of people here,” 
said Lisa. 

“I know most of the people here. 
It's a very social atmosphere,” said 
Judy, 18, adding that she likes Space 
Invaders because “there’s no one 
bothering you.” 

However, 27-year-old Clint said 
he goes to Game Time for the 
Opposite reason. “Smaller rooms are 
better because there's less of acrowd 
around new games,” he said. 


Quiet vs. crowds 

Other Game Time players also 
cited the “quieter” atmosphere as a 
plus factor, although owner Bob 
Berk admits that he wouldn’t mind 
more crowds. 

On weekend evenings, Space 
Invaders attracts players as a 
“singles arcade.” Many girls said 
they go there to meet guys and vice 
versa. 

“I come here to get away and meet 
girls,’ said Jeff, 17. Another player 
added, “A lot of nice looking girls 
come here.” 

By far the most popular reason 
for picking an arcade was the game 
room's location—more than half 
those questioned cited location as 
important. In the mall arcade, par- 
ticularly, players said the arcade’s 
convenience is why they play there. 

In the late afternoon hours, many 
players said they stop in the arcade 
because it is on their way home from 
school. Later in the evening, nearby 
movies and bars were cited as 
important. 

A few other reasons for arcade 
selection also came up. Several 
players at Space Invaders said they 
like the music played over the 
arcade’s sound system and selected 
by players through the jukebox. 
“You can hear what the song is,” 
said one player, referring to the 
volume and sound quality. 


Attendants 

A player at Fun-’N-Games said he 
likes that arcade because there are 
always attendants around, which 
prevents problems. And another 
player said she likes Space Invaders 
because eating and smoking are 
permitted around the games, 
although others said they prefer a 
“controlled environment” without 
food or smoking. 

Most of the people questioned 
said they have a favorite arcade that 
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they go to regularly. Unlike gas 
stations, for example, where a 
motorist will stop in wherever it’s 
convenient, video game players are 
usually loyal to a particular arcade, 
although they still stop in other 
game rooms to compare machines 
Or pricing. 

What does all this mean to your 
arcade? For one thing, you can 
arrange your arcade to match the 
players you attract—or want to 
attract. 

For example, more teenagers 
cited pricing as important than did 
players in their 20s and 30s. This 
could be because teens generally 
have a fixed amount of money to 
spend. Teens can often spend an 
entire evening in an arcade with 
their friends for only a dollar or two 
in a game room selling 10 tokens for 
a dollar. Adults aren't as interested 
in spending such large blocks of 
time in arcades and won't be swayed 
by pricing. 

If you want to attract more adults 
to your arcade, you can leave a few of 
the classic games in your room. 
These older machines seem to have 
a nostalgic appeal for post-teen- 
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agers, although you'll certainly still 
need some newer games as well. 
Also, older players enjoy more 
traditional games like pinball and 
Skee-Ball. Even a shooting game 
may do well in a mall arcade, where 
you have more older players passing 
through while they're shopping. 


Loyalty to games 

Player loyalty to particular games 
is stronger than you might suspect. 
It might be worthwhile to check out 
your competitors rooms. If you have 
the only Granny and the Gators in 
your area, the game might do better 
than a Star Wars would in your 
arcade if several other nearby game 
rooms all feature Star Wars. 

Another thing—dedicated arcade 
players, the kind that come in 
regularly, dislike loiterers as much 
as you do. Several players inter- 
viewed agree that more visible 
attendants who strictly enforce the 
rules are needed. 

The final question that most 
players were asked was: ‘If you were 
in charge here, how would you go 
about improving this arcade?” 

Most players were stumped, and 


cagtsmanshiP 
=cnno\0V 


said they are pretty satisfied with 
their favorite arcade the way it is. A 
few said “more cockpit games,” 
“more sit-downs,’ or ‘‘newer 
machines, but most are pleased 
with the game rooms as they are. 

The strongest player sentiment, 
though, was for newer—and better- 
playing—games, even at higher 
pricing. If players are bored with 
your old games at five plays for $1, 
offering 10 tokens will just make 
them twice as bored. Operators who 
have two or more locations can buy 
different games for each arcade and 
rotate the pieces every few months 
to sustain player interest. 

A game doesn’t necessarily have 
to be new to get players’ attention— 
just new to your area. 

While your arcade’s location may 
be something you can't change to fit 
your players, you do have other 
options. Talk to your players. See 
what they like (or dislike) about 
your location. Your players will 
appreciate seeing someone inter- 
ested in their opinions, and you 
might find that you don't have to sell 
10 tokens for a dollar or get rid of 
that Tempest game after all. e 
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OUR ‘CADES 


By 
Bill 
Kurtz 


Add variety to game placement 


Moon Patrol, Stargate, 
Q*bert, Robotron 

Which of these games does not 
belong with the others? 

The answer is, of course, Gottlieb/ 
Mylstar’s O*bert, the only one of the 
four not produced by Williams Elec- 
tronics. But more than just the 


i 


Grouping games by manufacturer 1s probably ineffective because 


manufacturer separates O*bert 
from the others; players that enjoy 
an outer space game like Stargate 
are probably not the same ones 
dropping quarters into O*bert. 

In a previous “Our ’Cades,” Scott 
Housefield of Modern Vending 
Sales in Indianapolis said that many 


all of its games are not the same. 


we 
= 


Jeff Siegel Fun-N-Games arcade manager, 


a Nite ; i 


cleans one of the games in the Atari video section. 


of today’s videos can be classified as 
“fast” or “slow” games. 

Fast games, like Qix, Defender, 
and Zaxxon, are somewhat complex 
and require a lot of practice for a 
player to do well. Slow games—Ms. 
Pac-Man, Burgertime, even Pole 
Position—are not slow action-wise, 
but are easier for the novice player 
to understand on his first quarter, 
yet present a challenge to experi- 
enced players. 

Most players prefer either fast 
games or slow ones, but rarely both 
types. Often the hard-core male 
teenage player will favor the fast 
videos, while an occasional player 
just walking into a mall arcade is 
more likely to play a slow game, one 
that looks easy to understand. 
Women and pre-teens usually pre- 
fer slow games. 

Since some manufacturers “spe- 
cialize’ in either fast or slow games, 
should you accommodate your 
players by grouping videos by manu- 
facturer? While it may seem an 
orderly way to arrange your ma- 
chines, it’s probably ineffective 
because not all games fit clearly into 
one category. 


Video supermarket 

I was in an arcade last month 
which reminded me of a super- 
market. One section had the 
Williams videos, while the Midways 
were all together in another area. 
The three Nintendo games were 
lined up next to each other, and 
another corner was devoted to the 
Atari games. 

Manufacturers who were repre- 
sented by one or two games were 
scattered around wherever a ma- 
chine was needed to fill in a space. 

The arcade’s manager (who had 
been replaced about a week before I 
visited the room) must have felt that 
a customer playing a Defender video 
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would also be likely to play other fast 
games, so Stargate and Moon Patrol 
are nearby. Donkey Kong, Donkey 
Kong Junior, and Popeye all require 
the same general type of player con- 
trol and would all appeal to the same 
audience. 

The arcade’s new manager, Jeff 
Siegel, said that although the games 
“look a lot neater and more organ- 
ized’ when they're arranged by 
manufacturer, he doesn't plan to 
continue organizing them that way; 
new games will be placed wherever 
they fit in best when they arrive. 

The concept of separating games 
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Pittsburgh, PA 


March 17 
Conley's Motor Inn 
3550 Wm. Penn Hwy. 
Monroeville, PA 


by manufacturers just doesn’t work. 
Putting sequels near the original 
games is an excellent idea (a Milli- 
pede near a Centipede, for instance, 
or a Galaga near a Galaxian), but the 
best policy is to mix your fast games 
with your slow ones throughout 
your arcade. 

Notice that I didn’t discourage the 
concept of banking your games, 
which depends on many other fac- 
tors in your arcade. You could still 
put two Star Wars videos next to 
each other, as long as youdon't place 
them in a row with the rest of your 
Atari games. 
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Each manufacturer offers dif- 
ferent elements in its games. While 
a company may specialize in produc- 
ing either fast- or slow-type games, 
you won't be doing your players a 
favor by sorting out the games for 
them. 

Remember, you want players to 
keep moving around the entire 
arcade where they can spot intrigu- 
ing new videos. 

Mix your fast games with your 
slow ones, and scatter games by the 
same manufacturer around your 
arcade. The variety will spice up 
your game room. # 
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FOR 
PROMOTION 


The nuts & bolts 
of ‘matching contests’ 


By 
Carol 
Kantor 


A matching contest can be modified in many ways 
to expand or limit the winners and prizes. 


I have found an example of an 
excellent idea that can work for all 
kinds of locations. This example was 
taken from a singles type location 
where the promotion encouraged 
customers to meet each other 
through a nuts and bolts matching 
contest. It certainly caught the atten- 
tion of the customers who partici- 
pated, and it was fun, effective, and 
memorable. 

When the customers were greeted 
at the door, each male received a bolt 
and each female was given a nut. 
(Yes, the hardware store variety.) 
They were all different sizes, 
however. The objective was for the 
customers to try to find a person 
with the matching piece. In this 
case, each matched nut and bolt 
could be redeemed for free drinks. 


Mah 
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This was a clever use of a match- 
ing type contest and was most effec- 
tive. This bar’s customers will 
always remember this promotion 
and that makes it good. The nuts and 
bolts concept can be used in other 
ways too. 

The objective of a matching con- 
test is for the contestant to try to 
match his play piece with another 
one to win. This is most often done 
with a ‘lucky number’’ that ts sent to 
a potential customer; the customer 
must go toa specific location to see if 
his number is posted among the 
winners. 

The number can be printed on 
almost anything—coupons, key 
chains, pens, clips—many different 
items are printed with the numbers 
to bring a theme to the contest and 


give it more interest. Sometimes the 
winning numbers are posted on a 
board in the contest locations; some- 
times they are printed in a local 
paper, and sometimes, like the nuts 
and bolts example, the contestant 
must find someone else with the 
matching number to win. This type 
contest is often used at special 
events to stimulate mixing of the 
attendees. 


Puzzle matching 

Another clever way to have a 
matching contest is to use puzzle 
pieces for the matching device. An 
easy way to do this promotion is to 
get a puzzle(s) with as many pieces 
as you want winners. Use a relatively 
simple puzzle for this contest. Make 
a master “board” with the outlines 
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of the pieces that fit the puzzle that 
is mounted on a wall in the location. 
Mail the pieces to your customer list. 
You will mail more than enough to 
complete the one puzzle. The first 
person who comes in the location 
with the selected piece and correctly 
fits it onto the master puzzle wins a 
prize. Everyone has a chance to win. 

The puzzle can be any standard 
design found in a good stationery or 
toy store. With this approach, it can 
be a low budget contest. The only 
special needs are a mailer and adver- 
tising for the contest. Customized 
puzzles can also be designed and 
printed for this contest to make it 
directly appropriate to the location 
by using the logo or a photo of the 
location for the puzzle. However, 
this can be quite costly. 

This contest can be modified in 
many ways to expand or limit the 
winners and prizes. For example, 
you can start with some of the pieces 
already in place to reduce the num- 
ber of winners. You could specify 
different prizes for different pieces 
by putting numbers on the blank 
spots corresponding to prizes. 

You can vary the way the pieces 
are distributed to customers. Mail- 
ing is used most often to build traffic 
in matching contest promotions. 
The pieces can also be distributed at 
special events or other businesses. 
Or they can be given for scoring 
more than a set number of points on 
specific games or as a bonus for 
other achievements. 

The nuts and bolts promotion can 
also be done with a master board 
similar to the puzzle example. Bolts 
of various sizes can be mounted ona 
board with different prizes specified 
under each. The nuts are distributed 
as the matching pieces. You control 
the winners by how many of each 
size nut is given out. 

Another application for a match- 
ing contest might be to pair com- 
petitors for skill contests on specific 
games. For example, if you are 
running a tournament, you may 
want a way to randomly pair players 
so the chances of a win will be more 
equalized. Using the nuts and bolts 
matching or the matching number 


coupons may be a fun and fair way to 
pair participants. e 
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THE SOUTH’S REPAIR CENTER 


FOR VIDEO GAMES, PINBALLS & MONITORS 
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VioComp ELECTRONICS, INC. 
2312 TIFTON ST., KENNER, LA. 70062 - (504) 468-9824 


come to Booth 542 
at A.O.E. 


Come to Booth 542 at the 
Amusement Operators Expo and see 
the industry’s most remarkable 
innovation ever—a dependable, easy- 
to-install ticket dispenser with all the 
profit-building features and benefits 
you're looking for. 


e Universal circuit board that fits 
every game. With low-cost 
Personality Modules for each 
individual game. 


Programmable variable ticket 
output and variable time intervals. 


Automatic ticket indexing to 
eliminate wasting tickets. 


Automatic shut-down in case of 
dispenser malfunction—with 
indicator light to let you know. 


Low-Ticket Indicator Light to let you 
know when it’s time to refill. 


If you’re looking for something to bring 


e Unique One- 
Year Exchange 
Warranty. (Return your 

worn out or faulty circuit 
board, we'll send you a new one. 
At no cost. Period.) 


e After the warranty, low-cost, flat-rate 
circuit board replacement fee. 


Plus— 


e Readily available back-up boards 
and replacement parts. 


e Additional low-cost Personality 
Modules available. 


Can't make the Expo? No problem. 
Just call 513-222-1285 for more 
information. Or write to Crazy Cat’s 
Electronic Concepts, 11 W. Monument 
Avenue, Dayton, Ohio 45402. 


Crazy Cats 


Electronic Concepts 
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Joint 


Ownershi 


| By Craig Donoff 


ost husbands and wives 

own their property in a 

joint tenancy with right of 
survivorship. That means that each 
joint tenant has a full undivided 
interest in property—e.g., stocks, 
bonds, bank accounts, and real 
estate—which cannot be sold with- 
out the other’s consent. 

Most people assume that, by law, 
the property passes upon death to 
the survivor, thus avoiding probate 
and the court. Indeed, many view 
joint tenancy as the poor man’s will. 
Unfortunately, misconceptions 
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about jointly owned property make 
it the Number One problem in 
estate planning. 

Yet, many estate plans fail 
because an individual did not under- 
stand the traps of joint tenancy. In 
fact, joint tenancy results in more 
litigation than any other estate 
related problem in America. 

Of course, the circumstances 
determine whether owning joint 
property is correct. What works in 
one circumstance may not work in 
another. In any event, your estate 
plan can be properly prepared only 


with the help of expert legal advice. 
However, we can point out the 
major advantages and disadvantages 
of joint tenancy. 


Four advantages 

First, joint tenancy has a bonding 
advantage that represents a trust 
relationship between the spouses. A 
husband and wife typically assume 
that all of their property should be 
in both names. Joint property pro- 
vides tangible proof of the equal 
contribution each person makes to 
the marriage. That view of equality 
can help promote domestic tran- 
quility. 

Second, in some circumstances, 
joint tenancy simply makes life 
more convenient. For example, 
either party can withdraw funds 
from a bank account or write a 


check. 


Third, joint tenancy presumably 
(and often, erroneously) helps avoid 
probate. Probate is the legal process 
that “establishes the validity of a 
will as well as the administration of 
the decedent’s estate.” If property is 
held in a joint tenancy with the right 
of survivorship, it passes to the sur- 
viving joint tenant by law. 

People try to avoid probate to 
reduce expenses and delays typically 
associated with the legal system. 
Probate fees usually range from 3 
percent to 8 percent of the value of 
the decedent's estate. Moreover, 
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during administration of an estate, 
the executor must collect all of the 
estates assets, pay the associated 
debts and taxes, and distribute the 
decedent's property to the benefi- 
claries under the terms of the will. 
The complete process typically 
involves expensive and frustrating 
time delays. 

The fourth advantage of joint 
tenancy results from recent changes 
in estate tax laws. In the future, 
there should not be any estate taxes 
payable on the death of the first 
spouse. That happy circumstance 
results from the unlimited marital 
deduction and unified estate tax 
credits that—with the proper fore- 
sight—can eliminate any potential 
estate tax obligation. 

Under the old joint tenancy laws, 
one-half of the estate value was 
automatically included in the estate 
of the first spouse to die. The burden 
of proof was on the surviving spouse 
(usually the wife) to show that she 
contributed the money to purchase 
one-half of the joint assets. That 
requirement placed the surviving 
spouse in the different position of 
proving that she contributed to the 
purchase of the assets. Unfortu- 
nately, this often proved difficult. 


Six disadvantages 

First, joint property is inflexible. 
Since it passes by the right of sur- 
vivorship, a person cannot control 
the disposition of joint property. 
Neither party can leave joint pro- 
perty to a specific beneficiary by the 
terms of his will. A will only con- 
trols property in an zndividual’s sole 
name. Failure to recognize that 
critical fact can lead to unintended 
consequences. 

For example,I recently met witha 
client who asked me to revise his 
will. The will provided that upon 
death, one-half of his estate would 
pass to his wife and the remainder to 
his children. His estate was valued at 
$500,000, consisting of stocks, 
bonds, and bank accounts. This was 
his second marriage and he had no 
pre-nuptial agreement. 

I asked him for a list designating 
the ownership of each of his assets. 
The client told me that all of the 
assets were held in joint accounts 
with he and his wife as joint tenants. 
I explained that upon his death, 
under the law, everything would 
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pass to his wife. His children would 
receive nothing! I then explained 
that a will controls only property 
that is solely owned, and that the 
joint property would pass to his wife 
by right of survivorship. 

Another example comes from a 
client with three daughters. Upon 
her death, her estate was to pass in 
equal shares to the three. However, 
after reviewing the title to her 
assets, I determined that 80 percent 
of her assets were held jointly with 
her daughter who resided in Florida. 
Therefore, her daughter in Florida 
would inherit that 80 percent plus 
one-third of the remainder—or, a 
total of 86.67 percent—of her estate. 
The other two daughters would 
share the remaining 13.33 percent. 
Note again that joint property 
passes by survivorship, and your will 
only controls property held in your 
individual name. 


As a second disadvantage of joint 
ownership, joint property may pass 
to someone you would prefer not to 
receive it. Indeed, a stranger can 
inherit your assets when a husband 
and wife have no children. Or the 
complication can arise from a second 
marriage. If the husband dies first, 
his estate automatically passes to his 
wife. The wife then controls all of 
the property, and she can devise it 
upon her death to whomever she 
wants. 


A spouse’s inexperience in 
financial matters represents the 
third potential disadvantage of joint 
ownership. Problems can develop if 
the surviving spouse lacks experi- 
ence managing money or invest- 
ments. 

Overqualifying the marital deduc- 
tion stands is the fourth potential 
disadvantage of joint ownership. 
That disadvantage develops because 
no credit shelter arises from the 
death of the first spouse. However, 
that makes all the joint property 
taxable when the second spouse 
dies. That increases the overall 
estate taxes. 

Proper marital estate planning 
sets up a credit shelter upon the 
death of the first spouse. The 
amount placed in the credit shelter 
trust is equal to the amount of the 
unified estate tax credit. That credit 
is $325,000 in 1984, $400,000 in 
1985, $500,000 in 1986, and 
$600,000 in 1987. 


AND DISCO SCOOTER (Battery Op.) 


We’ve Improved 
Kiddie Rides! 
Now, they make 


HYDRAULIC ARMY HELICOPTER 


Let us show you an incredible 
leasing or financing plan. 


World Leaders in 
Manufacturing Kiddie Rides 
Since 1970 


KIDDIE RIDES, INC. 


8994 SEMINOLE BLVD., SUITE #1 
SEMINOLE, FL 33542 


Tel. (813) 392-1293 


Subsidiary of: 
Elektro-Mobiltechnik & R.J. Newborough & Co. 
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Let’s clarify the benefit that grows 
out of the credit shelter trust. 


Suppose a husband and wife have 
a $500,000 estate consisting of 
stocks, bonds, cash, and real estate. If 
it is all owned jointly, no estate taxes 
arise from the death of the first 
spouse due to the unlimited marital 
deduction. 


Now suppose that the surviving 
spouse dies in 1984 with an estate of 
$500,000. The taxes are approxi- 
mately $59,500. However, the sur- 
vivor’s estate also has to pass 
through probate. The estate will 
incur a probate fee ranging from 3 
percent to 8 percent. This means 
that before the $500,000 estate 
passes to the beneficiaries, taxes and 
probate costs will consume up to 
$89,000, or about one-fifth of the 
entire estate. 


Through proper estate planning, 
the entire tax obligation can be 
avoided. That planning begins with 
the division of the joint property so 
that upon death, each joint tenant 
has an estate of $250,000. 


Then, upon the death of the first 
spouse, a credit shelter trust is estab- 
lished for the benefit of the second 
spouse. That surviving spouse will 
receive all of the income from the 
trust. Moreover, the survivor can 
utilize the principal of the trust for 
necessary health, maintenance, and 
support expenses. No estate taxes 
arise in this instance. 


Note that no gift tax obligations 
develop when spouses divide up 
jointly owned property, because the 
unlimited marital deduction applies 
to gift and estate taxes. Under the 
current law, a husband and wife are 
treated as one economic unit for tax 
purposes. 


To avoid probate, each spouse 
should establish a living trust during 
his lifetime, which becomes a 
credit shelter trust upon death. The 
living trust will avoid probate and 
provide against the disability or 
incompetency of the spouse during 
his lifetime. 


Proper marital estate planning 
provides no estate taxes upon the 
first death, substantial reduction of 
estate taxes on the second death, 
while providing the surviving 
spouse with the same standard of 
living. 


PLAY METER, April 4, 1984 


As a fifth disadvantage, joint 
tenancy creates an income tax pro- 
blem when there are appreciating 
assets in an estate. Joint ownership 
prevents a free step-up in basis for 
income tax purposes. For example, 
assume a share of stock with a $100 
value at the time of death of the 
owner originally cost $10. The sur- 
viving spouse can sell the stock for 
$100 and have no capital gains tax 
obligation. Indeed, upon death, all 
capital gains taxes are eliminated. 

The final disadvantage of joint 
ownership occurs when an individual 
wants to regain an asset placed into 
joint tenancy. For example, I had a 
client who wanted to transfer her 
home into a joint tenancy with her 
daughter. I explained that the trans- 
fer would represent a taxable gift for 
half the value of the residence. 
Moreover, I noted that she would 
need her daughter's signature if she 
wanted to sell the home. Despite the 
potential problems, the client asked 
me to draft a new deed. 

Several years later, my client 
wanted to move. But her daughter 
refused to transfer the property 
because she did not want her mother 
to sell the home. 
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Such problems also arise when a 
couple uses a joint bank account. 
Many single people often place their 
bank accounts in joint names with 
their children or other relatives to 
provide some capacity for with- 
drawal due to a serious illness. 
Unfortunately, many find the cash is 
withdrawn for less demanding rea- 
sons by the joint signatory. Such 
withdrawals can occur without the 
knowledge or approval of the real 
owner. 


Joint ownership 
remains desirable 
in many circumstances, 
but it’s not 
appropriate 
in all instances. 


Define objectives 
In any event, recognize the poten- 
tial problems associated with joint 
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tenancy. While joint ownership 
remains desirable in many circum- 
stances, it's not appropriate in all 
circumstances. Define your objec- 
tives and let an attorney guide you. 

At the same time, a law degree 
does not necessarily qualify an attor- 
ney as an estate planner. Many 
people erroneously employ attor- 
neys who lack the special estate 
planning expertise necessary to pro- 
perly achieve their objectives. To 
protect yourself and achieve your 
objectives, see an attorney who 
specializes in taxation and estate 
planning. e 


Cratg Donoff 15 a tax attorney and a 
partner in the North Miami Beach, 
Florida, law firm of Donoff and 
Kern, P.A. He ts a graduate of the 
American University, Washington 
College of Law, and holds two 
masters of law degrees in estate 
planning and tn taxation from the 
University of Miamt School of Law. 
Donoff frequently serves as a lec- 
turer for the Florida Bar and Florida 
Institute of Certified Public Accoun- 
tants in his spectalty areas of taxa- 
tion, wills, estates, and estate 
planning. 
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KITS AND COMPLETE GAMES AVAILABLE NOW 


EASTERN MICRO 


ELECTRONICS, INC. 
12 D Word's Fair Drive 
Somerset, NJ 08873 
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“There’s a certain charm to HOCCER, 


since it is so simple and unassuming. It's 


not dazzling, and it’s not gimicky, but if's 
fun to play. That’s an element missing 
from a lot of games." From VIDEO 
GAMES, Jan. 1984, No. 16, p. 56. 


Tax Aspects 
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By Joseph Arkin, C.P.A., M1.B.A. 


party to a contract for the pur- 

chase or sale of a business. In all 
likelihood, the question of the 
inclusion of a non-compete cov- 
enant will be discussed. If you are the 
buyer, you will want to make certain 
that the seller doesn’t open, or 
become associated with, the same 
type of business in a nearby location 
and rob you of the goodwill you 
purchased. 

In legal parlance, a covenant not 
to compete is an agreement restric- 
ting the seller of a business from 
engaging (as employee, owner, 
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I: the near future, you may be 


investor, or consultant) in a similar 
business to that being sold, for a 
given period of time in a specified 
area. To be enforced, covenants 
must be reasonable or the courts will 
strike them down. 


What is reasonable depends on 
local conditions. It would not be 
unreasonable to prohibit the seller 
from opening a competing business 
within an area of 20 square blocks, 
for instance. But it would probably 
be held to be unreasonable if the 
seller in a large city was prohibited 
from being associated with a 


competing business in an entire 
large metropolitan city. Nor could a 
covenant be for lifetime as opposed 
to a period of time. 

The core of the problem, aside 
from the legal fine points, is the tax 
status of the monies paid in excess of 
the actual value of the physical 
fixtures and inventory being sold. 
Such excess is generally termed 
goodwill—the total of those im- 
ponderable qualities which bring 
patronage to a business. 

A seller wants capital gain rates to 
apply to any profit made on the sale 
of a going business. The sale of 
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goodwill is a capital asset—its sale 
produces capital gain or loss, as 
opposed to the fact that proceeds 
from the sale of a non-compete 
agreement are ordinary income. 

On the other hand, the buyer 
doesn’t want the excess amount paid 
over actual value to be called 
goodwill in its entirety, for goodwill 
is not depreciable or amortizable for 
tax purposes. 


Sale conflict 

This produces a conflict, and in 
more than one instance, the parties 
to a proposed sale have walked out 
of lawyers’ offices without consu- 
mating acontract. What is beneficial 
from a tax standpoint could very 
well spell disaster to the other party. 

Many times lawyers are not 
versed in the protracted litigation 
involving this area of taxation. And, 
as a result, their clients have 
suffered because they were not 
aware of the necessity of spelling out 
the real meaning and allocation or 
non-allocation of the sales price. 

In this respect, the prospective 
buyer and seller should furnish their 
attorneys with the amount agreed 
upon for the overall price, a list of 
items being sold—fixtures, inven- 
tory, etc. 

A contract which mentions an 
overall selling price without men- 
tion of any value attributable to a 
restricted covenant contained there- 
in usually works for the benefit of 
the seller. Many court decisions have 
held that the seller still has capital 
gains (over cost basis) without any 
allocation having to be made for the 
value of the covenant. 

Sometimes the buyer can still fix a 
value for the covenant and amortize 
it over the life of the restriction. 
However, this is precarious as more 
than one taxpayer has faced lit- 
igation with the Internal Revenue 
Service and was unable to overcome 
the omission of a specific value. 

In these instances where pur- 
chasers have prevailed in the courts, 
it was their problem to present 
expert testimony as to the value of 
the assets, thus establishing a 
distinguishable value to the restric- 
ted covenants. 


Tricked into contract 

It is an easy factor to bargain for, 
and many contracts do place a 
specific value on non-compete 
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covenants. Yet, the Tax Court ts 
beseiged with cases wherein one 
party to the contract makes the 
claim that he was tricked or 
hoodwinked into signing something 
by misrepresentation of the tax 
aspects by the other party's attorney. 

One would think that this claim 
could not be brought into court 
when the aggrieved party was 
represented by counsel in the 
signing of the contract, yet fraud is 
still a valid defense in contract 
disputes. 

The Treasury Department doesn’t 
necessarily have to accept what is 
written in a contract fixing the value 
of a covenant. It can contest the 
stated amount as being unrealistic. 

Question: Does the contract really 
conform to the true facts or 
economic feasibility of the figures 
contained therein? | 

On the answer hinges the power 
of the commissioner of Internal 
Revenue to try to override the 
contract provisions in order to 
justify a tax assessment against 
either seller, buyer, or both. 

In Schulz v. Commissioner (294 
Fed. 2d 52) the United States Court 
of Appeals said in part,”...the 
covenant must have some _ inde- 
pendent basis in fact or some 
arguable relationship with business 
reality such that reasonable men, 
genuinely concerned with their 
economic future, might bargain for 
such an agreement. 


Overturning figures 

The net result where the gov- 
ernment can overturn figures 
allocating covenants is to add 
ordinary income to the seller's 
taxable income and delete capital 
gain tax advantages. The purchaser 
could or could not be adversely 
affected. 

It is not easy for a party to a 
contract, either buyer or seller, to 
have the contract’s allocations set 
aside. In a District Court decision on 
this issue, the court gave its 
viewpoint on how it looked upon 
challenges to a seemingly valid and 
binding contract: 

“It is true that there was very little 


discussion of the suggested allo- 


cation (to the covenant not to 
compete). But the effectiveness 
taxwise of an agreement is not 
measured by the amount of prelim- 
inary discussion had respecting it. It 


is enough if parties understand the 
contract and understandingly enter 
into it. The proposed change in the 
contract was clear. All parties 
participating in the conference 
agreed to it. The owners of stock 
present signed the written contract 
at the time and others signed it later. 
It is reasonably clear that the sellers 
failed to give consideration to the 
tax consequences of the provision, 
but where parties enter into an 
agreement with a clear under- 
standing of its substance and 
content, they cannot be heard to say 
later that they overlooked possible 
tax consequences.” 

At this writing, a Tax Court 
decision allowing the overturn of 
figures in a contract by a complain- 
ing party was successfully reversed 
in the Court of Appeals. The basis of 
the decision was that a party to an 
agreement should not have to 
defend himself against attacks to 
negate that which was bargained for 
in good faith. 

The courts will eventually have to 
adopt a policy of refusing to allow 
parties to a buy-sell contract to upset 
the contract after learning of 
adverse tax consequences. 


Tax tips 

Often overlooked is the method 
of satisfying the tax advantages of 
both buyer and seller of a business by 
setting a value for the existing 
lease—based on location, length, 
reasonableness of rent, favorable 
terms, etc. The buyer has an item of 
cost which is tax deductible over the 
life of the lease while the seller has 
proceeds from the sale of a capital 
asset, permitting the more favorable 
capital gain treatment. 

Also if a contract for the purchase 
of a business includes a covenant to 
refrain from competition, it should, 
whenever practicable: (1) place a 
separate valuation on the covenant, 
and (2) limit the restraint to a 
definite period of time. The cost of 
eliminating competition is a capital 
expenditure. If the factors pre- 
viously listed can be shown, a 
portion of the cost may be written 
off each year and taken as a 
deduction. If the restraint is not 
limited to a definite period and the 
benefits are of indefinite duration, 
there is no basis for prorating the 
payment and, consequently, no 
deduction ts allowed. e 
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‘Hoccer: an intriguing effort 


For the time being, we must be 
content with business as usual 
nationwide. Some entries unveiled 
at AMOA are already having suc- 
cess, such as Centuri/Konami's 
Track & Field and a growing breed 
of models designed specifically for a 
target audience, such as Taito’s Ice 
Cold Beer and Bally’s latest, Tapper, 
with its obvious Budweiser tie-in. 

Producing games for a particular 
player segment seems to be the most 
far-reaching development ever seen 
in the history of coin-op. This isn’t 
to suggest that this method hasn't 
been tried before, but for now it 
seems the most sensible way of 
attacking the market without having 
to depend upon a general appeal 
machine to capture the interest of 
everybody. There are niches that 
need to be filled and, for once, it 
appears as if the industry has dis- 
covered that it can predetermine a 
type of game that might interest an 
audience. We are seeing the begin- 
ning stages of an industry where 
specialization might usher in a new 
age of more sophisticated and realis- 
tic business practices. 

And, while all this is taking place, 
we have not witnessed a decline in 
the production of general-interest 
equipment. If anything, this portion 
of the market will always represent 
the foundation and operating base 
which allows for the support of 
other disciplines and directions. In 
this sector, almost anything still 
goes, although we are seeing a 
greater reliance on kits and conver- 
sions as a remedy for old equipment. 
However, it’s still a crap shoot 
where anything can happen, and it 


usually does. 

This time around we havea mixed 
bag of remakes, updates, and some 
inventive creations which reinforce 
the belief that coin-op can be what- 
ever it wants to be if a large enough 
audience finds enjoyment through 
what is offered. 


Universal 1s trying to 
play it safe by resur- 
recting the Mr. Do! 
theme in Mr. Do!’s 
Castle. But its game 
play bears little resem- 
blance to Mr. Dol. 


Universal's 
Mr. Dol’s Castle 

Universal struck gold with Mr. 
Do!, an imaginative effort that 
embellished the action found on 
Ataris Dig Dug and the create-your- 
own-maze theme in both. Now, 
with the industry having given its 
blessing to sequel or spin-off games, 
Universal is trying to play it safe by 
resurrecting Mr. Do/, although the 
game play this time around bears 
very little resemblance to the 
original. 

PLAY: We have a lead character 
in a new adventure which owes 
more debt (or credit) to Universal’s 
Space Panic of 1981. There’s a joy- 
stick and button control for players 


as they try to maneuver Mr. Do up 
the wall of a castle. There are blocks 
to travel over and ladders to climb as 
our hero moves upward while avoid- 
ing and destroying unicorn enemies. 

By hammering out blocks along 
the way, players can strategically 
protect their path and also trap uni- 
corns as they fall between blocks and 
tumble to their demise. Specially 
marked blocks offer the potential to 
wipe out more than one adversary, 
and even the placement and angle of 
ladders can be altered by Mr. Do as 
another effective defense. | 

There are also “key” blocks which 
need to be dropped. Once done, 
players can gain a shield which 
appears at a top door. Once this is 
gotten, the unicorns change into 
letter beings spelling the word E-X- 
T-R-A. Then the task is to do the 
same as before, dropping all the 
letters down, or hammering them. 
Finish this sequence anda flag is run 
up on a pole. After five flags have 
been achieved, players gain an extra 
man. 

A final touch to the proceedings is 
that when the last unicorn is on 
screen, players have a limited time 
to get him before he changes and 
splits into a more menacing blue 
unicorn. If the last blue unicorn is 
then left too long, it too will split 
and change into a more powerful 
double unicorn. 

ANALYSIS: It’s not as if we're 
faced with anything dramatically 
different here; in fact, we've seen it 
all too often before in a variety of 
interpretations. But somehow, with 
Mr. Dol!’s Castle you don't seem to 
mind so much. Everything ties 
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together extremely well with the 
storyline, and the objectives for 
players are rather basic. As a climb- 
ing game, which has become some- 
thing of a standard video game 
motif, players are given a few 
nuances which keep it interesting 
and exciting. 

GRAPHICS: With the inclusion 
of a round color spectrum graphic 
on the cabinet, just above the screen, 
being extremely distinctive, Mr. 
Dol!’s Castle doesn’t lack for other 
rich raster images that are colorful 
and dimensionalized. 

PROS & CONS: As a kit, this 
effort has just as much credence as 
many other selections. But will the 
action remain fresh enough to sus- 
tain players’ interest on a repeat 
basis? On the surface, Mr. Dol’s 
Castle looks to be a challenge for a 
select audience that doesn’t mind a 
familiar diversion in an age of disc 
games and other innovative crea- 
tions. 

It might even turn out to bea safe 
harbor in the storm for players still 
deciding what they want from video 
games. The controls and objectives 
are simple and direct enough to 
appeal to the broadest based audi- 
ence, although the likelihood of 
Universal having the same measure 
of success a second time around is 
questioned. 

RATING: We have a game that 
doesn’t lack imagination, but might 
appear dated for its time. On another 
front, since Coleco is promoting the 
availability of the original Mr. Do/ 
in home cartridge form, there might 
be enough crossover association to 
help a game that borrows on the 
name. Mr. Do/’s Castle is an ade- 
quate filler piece which might not 
have the legs in a location where the 
product mix could overshadow its 
presence. We'll go with a ##. 


Eastern Micro Electronics’ 
Hoccer 

Eastern Micro, a newcomer to the 
coin-op wars, may lead the way for 
other manufacturers from New Jer- 
sey and the Eastern US. to pop up. I 
wonder where it is written that only 
Chicago, and then California, could 
be the locale for viable creative 
firms? Florida and other states have 
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been represented, but these three 
locations and Washington have 
dominated the proceedings. 

PLAY: With Hoccer, we have an 
interesting game that incorporates 
and enhances the action of hockey 
and soccer. Here it’s one player 
against a team of androids (or ords) 
and a very special “clee” who has the 
ability to catch the puck on screen 
and shoot it back. Except for this 
direct confrontation, the play pri- 
marily involves maneuvering a cen- 
tral figure around the screen, shoot- 
ing at blocks which surround the 
four sides of the field, as well as 
aiming for the goal to gain points. 

The player can body check the 
ords against the sidewalls, similar to 
the action on Pengo, or hit them 
with the puck to wipe them out. 
Besides this, there are randomly 
placed spinner targets on the screen 
which can be hit for additional 
points, although the main attraction 
is getting out all the side blocks and 
scoring as many goals as possible to 
move on to the next period or 
screen. 

ANALYSIS: Hoccer provides a 
very open field of play where the 
main objectives are situated along 
the outer edges, and there are a 
limited number of obstacles. The 
head-to-head competition of player 
against machine is a contest where 
accurate timing and the direction of 
a shot are the difference between 
success or failure. 


GREEN DUCK CORP. 


Direct from the factory to you! 


255 S. Elm Street 


It’s an interesting concept that’s 
carried off nicely. The game is not so 
complex as to be overwhelming to 
average players and not so simple to 
master that skilled players will dis- 
cover patterns immediately. In 
Hoccer there is a level of improvi- 
sation for players to devise their 
strategies to the game which has 
been sorely lacking in many other 
video games. A player can be aggres- 
sive or play it close to the vest to 
move from levels. 

GRAPHICS: The artwork of 
Hoccer is nicely done, although the 
choice of colors goes to the dark side, 
especially with the action on the 
screen and the large background 
symbol that’s a rich brown and 
purple. The end result is that the 
game doesn't bounce out at you, but 
subtly draws you in to see what's 
happening on screen. 

PROS & CONS: On the surface, 
Hoccer would appear to offer a nice 
diversion to video game players. 
The action isn't all that frenzied and 
without a noticeable purpose, allow- 
ing for some true man vs. machine 
maneuvers. In fact, if anything, 
some folks might think that the 
game is too slow by today’s stan- 
dards. But the objectives are inte- 
grated into the theme and execution. 

RATING: Hoccer is an intrigu- 
ing effort which doesnt come at 
players with a great deal of cosmetic 
effects. The only decision is whether 
game play is involving and satis- 
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Operators will see many familiar companies at AOE ’84, 
including ICE, Kiddie Rides USA, and Skee Ball (photographed at 
AOE ’83). See a list of all the AOE exhibitors on page 53. 
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fying enough, which will tend to 
appeal to a specific class of people 
who can appreciate the subtleties in 
design and the need to establish 
definite patterns of play to achieve 
results. 

Admittedly, this first creation 
from Eastern Micro Electronics isn't 
going to set the world on fire, but 
there is a niche for it which might 
result in a steady performance that 
keeps the challenge alive. As a ##%, 
it has possibilities depending upon 
players’ habits at locations. 


Zaccaria’s 
Farfalla 

At a time when pinball is con- 
tinuing the slow, steady climb back 
to respectability in the industry, one 
company which deserves its fair due 
in helping to open skeptical eyes is 
Zaccaria. Long a force in the Euro- 
pean market, this Italian producer 
tried to gain a market share domes- 
tically in the mid- to late-’70s, but 
only had limited success. This go 
around the climate seems to be far 
more receptive to its loaded and 
impressive creations. 

PLAYFIELD: The action begins 
with Zaccaria’s distinctive elevated 
track off the plunger which leads 
down to three lanes and a roll-over 
(L-O-V-E). Three thumper bum- 
pers follow in this narrow area of 
the board, while another thumper 
bumper, as well as a four bank of red 
drop targets, is at the left in an 
equally confined space. Keeping 
things color coordinated, there's a 
bank of three orange drop targets 
over at the right of mid-field and a 
bank of four drop targets slightly 
higher and in the middle. 

A lone target, which is tied in 
with the blue, yellow, and red target 
banks, sits to the right of a left side 
ramp that leads up to Zaccaria’s 
innovative clear second level where 
a set of flippers can be used to knock 
down a bank of six yellow targets. 

Meanwhile, back down on the 
lower field of play, the game rounds 
off the features with a conventional 
bottom configuration that incor- 
porates a subtle twist. To potentially 
save “lost” balls traveling out the 
side lanes, an extra flipper on each 
side has been built in for the possi- 
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bility of flipping back a ball with a 
well-timed press of the button on 
the side of the cabinet. 

ANALYSIS: As was the case 
with the previously released Soccer 
Kings and Pinball Champ, Farfalla 
would appear to have something for 
everyone with a packed board that 
offers surprising balance through- 
out. On the surface, the design and 
its angles cause me to think back to 
Harry Williams’ Split Second, a 
double-level playfield game from 
Stern which had a narrow play area 
at the right and an upper field that 
was accessible from the left. But 
that’s where the similarities end. 

Each target bank has been neatly 
incorporated with its own values 
and rewards. The red and blue tar- 
gets, for instance, can build up to 
possible specials, but also help to 
activate the game's react feature— 
those extra flippers below for saving 
an outside drain. The orange targets, 
meanwhile, have their own special 
scoring increments when the 
sequence is completed, and a move 
ramp target on the lower left side 
will provide a way to gain access to 
the top field and timed play to hit 
down the yellow targets. 

Even the thumper bumpers 
haven't been ignored, with the avail- 
ability of hitting them in sequence to 
advance an extra rainbow bonus on 
the board for even more points. 

Interestingly, with the seeming 
clutter of the features in almost 
every spot on the field, there are still 
a wide range of long shots from left 
to right to left, as well as access, via 
reverses, to all features, with even 
the ramp possible from the right or 
left flipper depending upon velocity 
and timing. The react feature is 
reminiscent of Gottlieb’s Spzrit and 
supplies a nice element of player 
interaction at a point, where ordi- 


narily, the cause is already lost. 

GRAPHICS: You'd never know 
that pinball might be in an austere 
stage of development and rebirth by 
looking at Farfalla. Besides an 
extremely colorful playfield and 
bright orange cabinet, Zaccaria has 
utilized a striking layered effect 
backglass treatment that’s visually 
rich and mildly provocative given 
the central character and the detail 
work. Add to this some solid sound 
and light effects, and Farfalla is a 
total package where not much has 
been left out. 


There’s not much to 
find fault with in 
evaluating Farfalla... 
Zaccaria 1s going to 
be on these shores 
for a long time. 


PLAY: The scoring on Farfalla, 
although not overpowering, can be 
fairly generous if a player gets on a 
roll. The whole thing is the buildup 
in action and playfield values since 
what has been done previously 
impacts succeeding turns. Any 
settings should be done with flex1- 
bility, depending upon how the 
game is timing out. But for three- 
ball, extra ball play, you might want 
to try 600,000 points to begin with 
and a second limit of about 1,000,000 
points. In terms of free play, and the 
scoring recommendations offered, 
Farfalla should be set on five-ball 
play to give players a chance to get 


into the game. Increase the limits by 
about 200,000 points each and see if 
you can get your desired earnings 
level at five-ball rather than three- 
ball. With this game, you need the 
extended time frame to get your 
bearings as a player. 

PROS & CONS: There's not 


‘much to find fault with in evaluating 


Farfalla. The color-keyed design is 
easy to understand, and target areas 
have a sense of purpose and a 
relationship with the rest of the 
board. Skilled players will need to 
learn to better define and isolate 
primary targets and the best shots to 
take, while beginners should have 
just as much fun trying to hit down 
everything in sight before they gain 
a sense of sequences. 

The only comment which might 
be made regarding layout is that the 
action is so dependent upon flipper 
skill. The placement of the thumper 
bumpers in an almost self-contained 
area at the top right diminishes 
their effect, and the lone bumper at 
the left near those red drop targets 
doesn’t seem to aid a player in this 
rather ‘soft’ area. Another small 
flipper might have added some 
necessary support and interactivity 
to this portion of the board which is 
influenced by the top level. 

RATING: You have to hand it to 
Zaccaria and its undeniable presence 
and influence on pinball. The 
designs it has introduced should be 
commended for being so ambitious 
and so totally at odds with the direc- 
tion taken by domestic manufac- 
turers who have chosen to return to 
basics and readapt older themes for 
today’s market. 

If the games can hold up mechani- 
cally to the punishment of repeated 
play, then Zaccaria is going to be on 
these shores for a long time to come. 
We'll go with a well deserved ###14.¢ 


Hoccer zsn’t going to set the world on fire, but there ts a niche for it which 
might result in a steady performance that keeps the challenge alive. 
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GENE'S 
GUDGEMENTS 


By 
Gene 
Lewin 


‘Cloak & Dagger’ 


an arcade hit 


Cloak & Dagger—Atari con- 
version 

Play: The player is represented as 
Agent X. His mission is to go 
through more than 30 levels to get a 
secret device and bring it back to the 
top. On each floor, Agent X must 
get from one side to the other before 
the time bomb in the center 
explodes. He then goes into an 
elevator, and smiles or something, 
and has the option of skipping up 
three floors. Every fourth floor 
there is a minefield in which Agent 
X will have difficulty getting 
through unless he has picked up the 
secret maps on the previous floors. 
If a player gets to the bottom and all 
the way back to the top, a free game 
is awarded (operator adjustable), 
with a maximum of one per coin. As 
in Tempest, the player can start the 
next game where the previous game 
ended. 

Controls: Two eight-way joy- 
sticks are provided, one for motion 
and the other for shooting, just like 
in Williams’ Robotron. 

Graphics: The graphics in the 
elevator scenes are excellent— 
Agent X will wink his eye, flip a 
coin, or something of that nature. 
The graphics on the playing field are 
average and not very well detailed. 

Sound: The sound effects are 
very good. The music and other 
sounds are more elaborate than the 
average Atari game. 

Completeness of kit: The kit 
comes with everything needed to 


The Return on 
Investment 


(ROI) Rating Scale: 


10 A fantastic investment. Move 
over Pac-Man. 

9 Great investment. Should earn 
well and hold its value. 

8 A good bet. Should pay off for 
you. 

7 Not bad. Are you willing to take 
a chance? 

6 Slightly above average. Only a 
good investment in a high 
volume location. 

) Just average. Better be ready to 
rotate quickly. 

4 Below average. Closeout around 
the corner. 

3 Pretty bad. I’m not buying any. 

2 Don't waste your money. Move 
Over Gravitar. 

1 Terrible. Not even worth play- 
ing. 

0 They've got to be kidding. Buy 
pesos instead. 


convert any Williams game: a 
complete control panel, wiring 
harness made to plug into the 
Williams game, smoked plexi mon- 
itor bezel, side and front stickers, 
and a clear plexi with a decal for the 
marquee. Even a piece of wood 
drilled to fit into the old Defender 
PCB mounting holes, is provided to 
mount the cage holding the boards. 


A manual with step-by-step instruc- 
tions to complete the conversion 
and schematics is included. 

The only improvements I can 
think of would be to have a silk 
screened marquee instead of the 
decal, and second, to include a 
mechanical coin counter. It is diffi- 
cult to trust electronic meters, 
especially if the board needs to be 
removed for repair. Other than that, 
it is a complete kit and fairly easy to 
install. All necessary wiring is 
included and no soldering is re- 
quired. 

Originality: Cloak & Dagger has 
more than 30 related, but different, 
scenes which is far more than most 
games have. Although it’s not the 
first spy game, the spy theme is not 
used very often. 

Opinion: Atari is very smart 
producing this conversion made 
especially for Williams games. Con- 
verting a Defender, it looks just like 
a brand new game. 

This is a very complex game, and 
it caters to the more experienced 
game player. It will be very challeng- 
ing for the players to learn to get 
through more than 30 floors and all 
the way back. There is a lot of action, 
so the players will not be able to 
simply memorize patterns. Based on 
the complexity of the game, it may 
not do well in street locations, but is 
a definite hit in an arcade location 
with experienced players. The kit is 
reasonably priced at $895, consid- 
ering all that it comes with. It looks 
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like Cloak & Dagger will be a good 
return On investment. 
Rating: 8 as a conversion. 


Elevator Action—Taito con- 
version 

Play: The player is represented as 
“Otto” who is Agent 17. He has to 
collect all the secret documents 
behind the red doors. To do that, he 
uses elevators and escalators to 
move down the building and must 
dodge the enemies’ bullets on the 
way. He can kill the enemies by 
shooting or jumping on them, and 
he can dodge bullets by either jump- 
ing or ducking them. Finally after 
getting into all the red doors, Otto 
gets to the first floor and into his 
getaway car to Start over at the top 
in the second level. The second level 
is very similar, just harder. There 
are a lot of tricks to the game that 
the player will learn as he plays it. 

Controls: A four-way joystick 
and two buttons on both sides for 
fire and jump. I think the two but- 
tons should be closer together 
because to play the game, one finger 
should be on each button, and the 
distance between the buttons forces 
players to stretch their hands. 

Graphics: They do not look like 
much. They’re fairly simple and the 
detail work is only fair. The graphics 
don’t make this game. 

Sound: Average. Usually Taito 
has elaborate sound effects, but here 
they are rather simple. 

Completeness of kit: The kit 
comes with all the necessary art- 
work—the marquee, monitor plexi, 
and a control panel. Instead of a new 
board, it has new ROMs and a 
security board, which replace the 
ones in your old board. No rewiring 
is required. That is why Elevator 
Action will convert only a few 
games. The control panel comes 


unassembled, and you are supposed 
to use the controls from your old 
game. 

Originality: A spy game ts not a 
new idea, although it is not used 
often. 

Opinion: At first glance, Eleva- 
tor Action looks like a dumb game 
with average graphics and sound 
effects. After playing the game, I 
found that it is fun. There area lot of 
tricks to learn to get goodat it. It has 
a high frustration factor which 
encourages repeat play, and it is a 
very good playing game and a top 
earner. 

A problem with the kit is that it 
will only convert Alpine Ski, Wild 
Western, Jungle King/Hunt, and 
Front Line, which are all decent 
games. To convert any game, the 
deluxe kit is necessary and it costs 
more than $1,300. If you have any 
Jungle Kings, the kit is very worth- 
while, as it is the easiest to convert. 
The other games will need to have 
the monitor turned. Taito could sell 
a lot more kits if the deluxe version 
werent so expensive. Many opera- 
tors may not havea game that can be 
converted without it. 

Rating: 10 as a conversion. 


Hoccer—Eastern Micro Elec- 
tronics 

Play: The player is represented 
by a hockey player who is battling 
computer androids (the ORDS). 
The player has the option of three 
difficulty levels to start out. The 
easiest one starts the player with a 
qualifying stage in which there are 
30 seconds to destroy all the ORDS. 
This gives the beginning player a 
chance to play without getting 
wiped out in one, two, three. The 
higher levels start out faster and 
score higher. The advanced level 
also gives an extra two lives. 


The spinners increase the point 
value of the side wall stars, and an 
extra life can be earned by knocking 
out all the stars on both sides. By 
shooting the puck into the goal, all 
the enemies are temporarily frozen 
and can be body checked out. The 
difficulty and speed of play increase 
in proportion to the level of play. 

Controls: A eight-way Wico joy- 
stick and a button for action. 

Graphics: The graphics are 
decent. A dragon or eagle is in the 
middle of the playfield. 

Sound: Very good. There are 
several different songs played in 
between the levels and other music 
during the game play. The sounds fit 
the game nicely. 

Completeness of kit: The kit 
includes a board, marquee plexi, 
control panel plexi, joystick, wiring 
harness, instructions, and side 
graphics. The kit is designed for any 
vertical raster scan color game. One 
small drawback is the plastic control 
panel, which might be easier to 
install, but it can be burned by 
cigarettes. 

Originality: It has a unique way 
of killing the enemies, body 
checking them into a wall or spin- 
ner. Other than that, it is a get-the- 
enemies-before-they-get-you type 
of game. The timed qualifying stage 
is a nice feature for beginners to 
learn the game. 

Opinion: This is the first con- 
version for Eastern Micro Elec- 
tronics. Hoccer will not make record 
breaking collections, but it looks like 
a game that will earn consistently. It 
has a lot more to it than what first 
meets the eye. After playing it 
awhile and learning all the features, 
it is a very fun game. The cost is 
about $700, average for a conver- 
sion. 


Rating: 6 e 


There are a lot of tricks to Elevator Action that the player will learn as 
he plays it. The game has a high frustration factor which encourages 
repeat play. Elevator Action zs a very good playing game and a top earner. 
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FRANK'S 4 
CRANKS 


By 


Seninsky 


Frank “The Crank” 


Buy conservatively and wait 


he title of this article clearly 
relates how I feel about our 
amusement industry. I’m 
writing this one week before the ASI 
Show, and you are reading this 
during the AOE. Perhaps there will 
be a few new operating concepts to 
come out of these shows, but I don’t 
believe they will make much differ- 
ence, not enough to change my 
opinion. 

I still believe that to stay afloat 
you must purchase some of the hot 
new games that have been recently 
released. These include Track & 
Field, Spy Hunter, Crossbow, and 
Major Havoc. They are holding up 
and grossing around the $300 per 
week range on my route. My prob- 
lem (and most likely yours) is that in 
multiple game locations, these 
games do well but at the expense of 
the other games. The location gross 
usually does not increase; rather the 
coins are shuffled into the new 
games, and the other games take in 
less. This is not a way to make 
money, but perhaps part of a pro- 
gram to give the smart operator a 
chance to wait it out. 

I recommend buying very few of 
these new games; however, rotate 
them so all your locations are satis- 
fied that they are getting the new, 
high grossing equipment. Don’t add 
more than one new game to a loca- 
tion at a time (unless you have more 
than 20 pieces in a location). For 
example, I put a Donkey Kong 3 in 
and it did very well for two weeks 
($120/week). Then I added Track & 
Field and the Donkey Kong 3 is now 
doing $30/week. Don’t overkill a 
location with new games; a conver- 
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sion game is considered a new game. 

In the last article, (Play Meter, 
March 15, p. 60), I wrote about the 
two times, four times, eight times, 
etc. speed up of Pac-Man and Ms. 
Pac-Man games. How many have 
tried it? I’m still grossing between 
$200 to $300 on each one that was 
speeded up. Work with what you 
have; if properly introduced, this 
speed-up is just like a new game to 
the location. Almost everyone who 
is an expert on the Pac-Man type 
games will enjoy the challenge of 
your speeded-up versions. This is, 
perhaps, the best tip I will ever 
offer. Believe it. 

Very few of the conversion kits 
released since the AMOA are still 
grossing high numbers at the same 
locations. The exceptions are Eleva- 
tor Action, Mega Zone, and Junior 
Pac-Man. But even these must be 
rotated around your route, for 
interest is sure to decline. There will 
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be many more kits introduced at 
these shows. I recommend waiting 
to see which ones do the best on test 
before spending more money. 

One new kit I’ve been forewarned 
about is Champion Baseball II (it 
may be named something else) to be 
released by Wico Corp. Two players 
will play against each other just as 
the original Sega Champion Base- 
ball. The kit will go into any hori- 
zontal, raster scan game (Defender, 
for example, and with a little work, 
Missile Command—how many of 
these are lying around your ga- 
rage’). I am told you will have to 
change the power supply if you 
desire to convert the original run 
Defender. V'1l let you know more in 
the next review. 

Champion Baseball II may come 
with a pliable metal control panel 
overlay that can be cut to fit your 
control panel perfectly. Because the 
overlay is metal, there will be no 
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need to plug up the button holes in 
the old panel that aren’t required. 
This will save much time for the 
conversion and give you an overlay 
that will last longer and be easier to 
keep clean and attractive. 

I feel that each manufacturer will 
display a conversion kit that will 
convert one or more of the existing 
laser games into a ‘sure hit’ laser 
game. Be cautious! Most of these kits 
won't be much better than the ‘dog’ 
lasers they will convert. I'd be happy 
if just one of these (perhaps Space 
Ace) is a hit game. 


More tips 

Pole Positton—Whether you 
have a Pole Position or a Pole Post- 
tion II, it is very important that the 
game works properly. Many opera- 
tors complain that their RPM speed 
isn’t as high as it used to be and, 
therefore, their revenues on the 
game are slipping. Dan Clayton of 
Fun & Games in Bellevue, W ashing- 
ton, pointed out that the problem 
lies in the gas pedal. The pivots on 
the pedal must be checked regularly 
and kept well lubricated so the pedal 


can return easily to its undepressed 
position. On game power-up, the 
computer reads the location of the 
pedal and references this position as 
“zero.” If the pedal is not in its full 
undepressed position on power-up, 
the game won't be capable of 
reaching the high speeds necessary 
for high scores. Good tip, Dan. 
Track & Field button switch 
holders—-Stan Kiska of Playcade 
Arcade in Atlantic City, New Jersey, 
suggests that you change the first, 
second, third, and fourth ‘start’ 


push-button holders with the “run” 


push-button holders. The run 
switches and push-button holders 
are encased in a single molded 
plastic unit, so you can't replace a 
broken blade. 

At Alpha-Omega, Joe Rossi 1s 
replacing the single molded switch 
units on every Track & Field that 1s 
purchased or before allowing the 
game on location. I don't know if 
these single unit molded switches 
are cheaper than the kind where you 
unscrew the switch blades, but I 
hope Centuri will discontinue using 
them. There are nothing but a head- 


ache for the operator. 


E-Z Slate Lifter 

_ Fritz Bentler, inventor of the E-Z 
Slate Lifter, sent me a letter and 
brochure on his product. He showed 
the slate lifter at the AMOA Show 
and says he received many orders. 

Bentler is a small operator in IIli- 
nois. He has been in the business for 
about 25 years and says the tool was 
invented out of necessity. ‘It seems 
there was never anyone around 
when it came time to lift the slate,” 
Bentler explained. 

Figure 1 shows the slate lifter in 
action. In these times of declining 
collections, a tool like this will not 
only save an operator money on 
man power (one less man) but also 
give the operator the desire neces- 
sary to prod him into covering all 
those neglected pool tables on his 
route. If you require more informa- 
tion on the slate lifter, give me acall 
at 201/738-1800. 

I hope you enjoy the AOE Show 
and there are a few great games 
shown. As always...keep crank- 
ing! 
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Name 
Address 
Problem/Symptom 


Company 


4 


My Solution 


Return to Frank “The Crank” Seninsky, Alpha-Omega Amusement Inc., 
3 Coral Street, Edison, New Jersey 08837. 
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Frank Seninsky and Play Meter are sponsoring a contest to find the best service tips for our readers. 


Each review will feature the two top service tips received. From the 40 chosen during the year, the 
authors of the best three responses (most helpful and most ingenious) will receive a free one-year 
subscription to Play Meter magazine. 
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Peak-a-Do0 


Weak peak. Sneaky peak. Lover's 
peak. No-fair peak. These are just a 
few of the levels players try to reach 
in Zeke’s Peak from Taito America. 

The player manipulates each end 
of a horizontal bar (via joystick) 
onto which a ball has been auto- 
matically loaded. A mountain tune 
and colorful cartoon artwork of 
mountain climbers and cheering 
crowds motivate the player to 
conquer one peak after another by 
entering each lit and marked tunnel 
before the timer runs down. 

He must zig-zag to avoid the trap 
holes without tilting the game in an 
attempt to conquer Zeke’s Peak by 
scaling the heights all the way to the 
10th tunnel. Different paths can be 
plotted every time a player starts his 
climb, and the game plays itself 
when the player hesitates for too 
long. 

“Zeke’s Peak is Ice Cold Beer for 
kids. It has the same popular play 
features as the hit game of the 
AMOA,” says Paul Moriarity, Taito 
America’s president. 
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Taito America Corporation brings 
back its hero, Zeke, this time as 
a bring-’em-back-alive sheriff with 
a ten-gallon hat, six-shooter, and 
badge in The Tin Star. 

“Zeke’s become a well-known and 
liked character in our games, 
ZooKeeper and Zeke’s Peak,” says 
Paul Moriarity, president of Taito 
America. “People want to find out 
what's going to happen to the little 
guy next—in what kind of situation 
he'll turn up. He’s proven to be a 
real attraction.” 

In The Tin Star, Zeke’s latest 
adventure, our hero rides into town 
to protect the law-abiding citizens 
from bandits and varmints. From a 
shoot-out in the street, to an ambush 
in the saloon, to a corral brawl, to 
the bonus round in the open desert 
where lonesome lawman Zeke can 
double his score by shooting an 
hombre from his horse, Gitalong 
Zeke 1s a sharp-shootin’, high- 
jumpin’ sheriff out to tame the wild 
west. 
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Computer Kinetics Corp. an- 
nounces its new 8-in-1 game pak for 
the Americana countertop video 
unit called You-Pick-It II. 

You-Pick-It gives the player the 
choice of poker, blackjack, dice, slots, 
and Stripper. One or two players can 
play. An additional three games, 
available for the You-Pick-It game 
pak in the next several months, can 
be retrofitted onto the 8-in-1 pak by 
the manufacturer for a nominal 
charge. 

Each of the card games is played 
with the game acting as dealer. All 
the games are for amusement only 
and cannot be played for credit. 

You-Pick-It has a programmable 
bulletin board that fits up to 24 char- 
acters per line on 10 lines of available 
space. The attract mode also includes 
a “3 Best” screen announcing the 
top scores for each of the card 
games. Other adjustable features are 
number of hands per play, number 
of coins per play, number of credits 
per play, and number of starting 
points per game. 

You-Pick-It is also available as a 
conversion kit. The conversion kit is 
compatible with any upright or 
cocktail table game with a vertical 
color raster scan monitor, joystick, 
and fire button. 
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The Video Outpost 
ADVANTAGE: 


Put any two video games 
ARN Y WHERE! 


How many profitable locations have you passed up because of security 
risks? How many outdoor locations could be producing profits for you 
right now? The all-steel. weather-repellant. vandal-resistant design of The 


Video Outpost makes nearly all locations possible 
Count your potential new locations tonight and call us tomorrow! 
For more information on the many features of The 


Video Outpost, or the name of the distributor nearest 
you, call: 


ALL-WEATHER AMUSEMENTS 
5 Patricia Lane ® Spring Valley, NY 10977 
914/354-3095 


We've moved! 


Play Meter’s new street address is: 
6600 Fleur de Lis 


New Orleans, LA 70124 
The new phone number is: 
504/488-7003 
P.O. box numbers remain the same. 
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Enter-Tech Ltd. has licensed the 
Berenstain Bears through King Fea- 
tures for its fifth Moppet Video, Big 
Paw’s Cave. Moppet Videos are 
designed for children aged three to 
nine. 

In the game, Big Paw, a ‘Big- 
Foot” type of character, steals the 
honey from the Berenstain Bears 
and takes it deep within his cave. It 
is the player’s duty, as the bear cub, 
to recover the stolen honey. 
Avoiding stalagmites, stalactites, 
and flying bats, the cub must make 
his way up a winding path to get to 
the honey guarded by Big Paw. 

Each time the cub runs into a 
stalagmite or stalactite, he threatens 
to wake the sleeping Big Paw. When 
Big Paw wakes up, he pounds his 
chest and growls ferociously. At that 
moment, the action freezes, and a 
bat gets to the cub, causing him to 
fall down. 

If the cub is successful in regain- 
ing the honey, he escapes through a 
hatch and advances to the next level. 
The basic idea is then repeated, but 
game play becomes more difficult. 

“The game is very simple in the 
beginning for the younger children,” 
says Pat Reed, vice president of mar- 
keting at Enter-Tech, “but is diffi- 
cult enough in succeeding levels to 
attract the 8- to 9-year olds.” 

Big Paw’s Cave is based on one of 
the Berenstain Bears’ five NBC TV 
specials, also called “Big Paws 
Cave.” 
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Pul up 
your dukes 


Nintendo introduces Punch-Out!!, 
a new boxing arcade game. Punch- 
Out!! is the first sports-themed 
game from Nintendo. 

The player must fight six boxing 
challengers to win the champion- 
ship WVBA (World Video Boxing 
Association) title. Each master of 
the glove presents varied physical 
characteristics, which make each 
level of play increasingly difficult. 

The contenders, who come from 
around the globe, include Glass Joe, 
the world’s ninth ranked, flyweight 
boxer from Paris; Piston Hurricane, 
the world’s seventh ranked heavy- 
weight from Cuba; Pizza Pasta from 
Napoli, Italy; Kid Quick from 
Brooklyn; and Bald Bull from 
Instanbul. 

Only a knockout before the clock 
runs out will keep the player in the 
running for a chance at Mr. Sand- 
man—the World Video Boxing 
Champion. If he is defeated, the title 
goes to the player—for as long as he 
can defend it. 

A status meter shows who has the 
advantage. The player must build 
his lead to wear down the opponent 
and can then throw a knockout 
punch. The game is over when the 
player is knocked out or the time 
count reaches zero. The WVBA Hall 
of Fame Registery logs top player 
performance. 

Punch-Out!! combines dual screens 
and live action commentary. The 
four-way joystick lets the player 
dodge and guard while the left and 
right ‘blow’ buttons are used to 
throw head and body blows. The 
power meter shows the player's 
strength building as he punches the 
opponent. When the meter flashes 
“knockout,” the player can quickly 
use a hook or upper-cut to knock out 
his opponent. 

“This game is set up so that the 
player can make realistic boxing 
moves against his opponent,” states 
Bill Gillam, Nintendo director of 
marketing, commercial products. 
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Fiving ace 


It travels faster than Mach five, 
has anti-radar devices, can be 
refueled in mid-air, and boasts a 
front-mounted machine cannon, 
four large missiles, and rear defense 
pods. Its name: Firefox from Atari. 
Through the use of Atari Laservideo 
technology, you become the Firefox 
pilot. 

Firefox is based on the Clint East- 
wood movie of the same name, and 
more than 28 of Clint Eastwood’s 
phrases are used to encourage, 
entertain, and warn players of 
unexpected dangers. 

Before he deposits coins, the 
player is treated to movie scenes 
that reveal the story behind his 
mission: the development of the 
Firefox plane has taken the Soviet 
Union only three years instead of 
the expected 10 years. To protect 
vital national security interests, the 
United States must acquire the 
plane before the Soviet Union 
begins mass production. Eastwood's 
character, Major Gant, asks how this 
will be done. The answer is, “You've 
got to steal it.” 

Flying the Firefox isn’t all fun and 
games. The Soviets know of the 
theft and dispatch Russian MIG 
fighter jets and other Firefox proto- 
types to hunt down and destroy the 
stolen one before it can be delivered 
to the United States. 

It’s up to the player to avoid the 
Soviet tracking systems and find his 
refueling point while avoiding the 
fighter planes. A crucial element is 
the fuel level of the plane. The 
player's homing device will start 
beeping when he nears a fueling 
station on the ice fields. Once he 
reaches the station, the wave of play 
ends, and he has time to gather his 
wits before the Firefox once again 
screams off into the horizon. 

A unique feature of Firefox is the 
instruction film clip which lets 
players know when they should 
move up or down to avoid destruc- 
tion Over mountainous terrain. But 
instruction costs the player extra 
fuel. It’s up to the player to learn 
quickly to maneuver his plane. 

Firefox is available in upright and 
cockpit models. 
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When the beach is out of reach, 
Tanning Hut systems from Tanning 
Hut Inc. in Sarasota Springs, New 
York, can put the sun at your finger- 
tips. 

Tanning Hut modules utilize UV- 
A approved tanning rays to produce 
a tan without burning. A high pres- 
sure transformer system maximizes 
output from the light source. 

The Tanning Hut is token oper- 
ated, but coin-operated units are also 
available. The manufacturer sug- 
gests pre-sale packages of tokens at 
$40 for ten visits or yearly member- 
ship packages. No attendant is 
needed for the token operated units. 

The company also has available a 
package of materials which includes 
membership punch cards and forms. 
An attendant punches members’ 
cards each time they use the Tan- 
ning Hut module. 

The unit is activated only when 
the door is closed. If a customer 
wishes to cut the 8-minute session 
short, he need only open the door. 
The Tanning Hut module is a com- 
pact 84” high x 35%” wide x 367%” 
deep and consists of a hand-crafted 
solid wood exterior and a steel 
interior encasement. 

“Tans from the Tanning Hut 
module generally last as long as any 
suntan, Martin Rothschild, vice 
president of Tanning Hut Inc., said. 
“Normally, customers come _ back 
three times a week, but many are 
back every day.” 

The Tanning Hut modules can be 
installed in gyms, beauty salons, 
hotels, suntanning centers, laundro- 
mats, or real estate developments. 
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Aids to the Trade 


Solder extractor 


A newly-designed economy model 
of solder extractors by Automated 
Production Equipment Corp. has 
been introduced. The new portable 
EX-525 features a high-torque pis- 
ton pump and a two-year guarantee. 

The special pump provides a 
high-flow, controlled vacuum of up 
to 1.2 cfm. This suction permits the 
desoldering of components from 
multi-layer PC boards without re- 
sweating. Like other A.P.E. solder 
extractors, the new EX-525 works 
to remove the so/der joint, not just 
the solder, company officials said. 

Other features of the EX-525 
include: footswitch-controlled air 
flow; a comfort-designed desolder- 
ing handpiece that delivers 15 to 65 
watts of desoldering heat, plus 
vacuum, at the tip; front-mounted 
panel knobs; and a self-standing 
dual tool holder with tip cleaner 
brush. 

For more information, contact: 
Automated Production Equipment 
Corp., 142 Peconic Avenue, Med- 
ford, NY 11763. Telephone: 516/ 
654-1197, Twx: 510-228-2120 A 
PEMDFO. 
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Power surge 
controller 


Triple protection of computers, 
peripherals, copiers, and solid-state 
electronic equipment is available 
in two UL listed models from Cable 
Electric Products, Inc. in Provi- 
dence, Rhode Island. 

Cable Electric's Power Surge 
Controller clamps high voltage 
spikes of nano-second duration. All 
wires in a three-way grounded cir- 
cuit are protected. 

Ordinary overloads cause a reset- 
table built-in 15 amp circuit breaker 
to trip out. Radio Frequency Inter- 
ference from fluorescent lights, 
arcing motors, and other sources is 
suppressed, company officials said. 

An illuminated rocker switch con- 
trols six grounded outlets housed in 
a plastic box. Red and green monitor 
lights indicate incoming power and 
Operative condition of the surge 
control. 

The direct plug-in model has a 
suggested retail of $59.95. With a 6- 
foot, 14/3 cord, the suggested retail 
is $69.95. 

For a catalog sheet and details, 
contact Cable Electric Products, Inc., 
P.O. Box 6767, Providence, RI 
02940. 


fiji ta 


Free computer 
handbook 


Look over the “Rainbow Hand- 
book”’ from Digital Equipment 
Corporation if you are looking to 
buy a personal computer for your 
business or professional use. 

The Rainbow 100 or Rainbow 
100+ computer may help you be 
more productive in your business. 
This free 275-page softbound 
pocket book includes a guide to the 
computer hardware and its options, 
a listing of more than 700 software 
programs, and information on how 
to get assistance. 

For a copy of the handbook, con- 
tact Media Response Manager, 
Digital Equipment Corp., 200 Baker 
Avenue, CF01-1/M94, West Con- 
cord, MA 01742. Telephone: 800/ 
DIGITAL, Ext. 160. 
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Cup and coin holder 


The Tough Guy cup holders from 
A-1 Products may be attached to the 
front or side of your game. They can 
hold a beer can or extra large milk- 
shake cup. 

An unusual feature (fringe bene- 
fit) of these cup holders is the little 
shelf in front of the cup holder 
where customers may place their 
tokens or quarters while playing. As 
many as 14 coins can be stacked in 
the holder, permitting players to 
stay at the game longer. Of course, 
the real purpose is to prevent spilled 
drinks on the games and floors. 

For more information write: A-1 
Products Co., 333 N. Queen St., 
Kinston, NC 28501. Telephone: 
919/527-8241. 


Fire safes 


Fire safes from McGunn Safe 
Company are constructed of an 
efficient fire proofing material, 
bubble concrete, to withstand inten- 
sive heat, company officials said. 

These fire safes have a dual lock- 
ing system with a keylock and com- 


bination lock to secure the door and 
discourage theft. They are available 
in seven sizes with shelves to allow 
organized filing. 

McGunn fire safes’ primary pur- 
pose is to preserve vital papers, 
records, and documents indispens- 
able to your business. For further 
information, contact: Ed McGunn or 
Pat Johnson, McGunn Safe Com- 
pany, 106 N. Halsted Street, 
Chicago, IL 60606. Telephone: 312/ 
226-6767 or 800/621-2816. 


Multi-Outlet Strips 


Winders & Geist, Inc. introduces a 
new line of Multi-Outlet Strips. The 
strips provide convenient circuit 
breaker-protected outlets for use 
where too few electrical outlets 
exist. 

The Multi-Outlet Strips feature 
four or six grounded outlets, an 


on/off switch, acircuit breaker with 
push-button reset, and a 6-foot cord. 
The unit is double-insulated and its 
outer case is molded in Nory] in per- 
manent colors. 

Rated at 15 amps, 125 volts, 1875 
watts, the Flexiduct Multi-Outlet 
Strips are UL listed and are available 
in either beige or black. 

For information, contact Rich 
Kelly, Winders & Geist, Inc. P.O. 
Box 83088, Lincoln, NE 68501. 
Telephone: 402/474-3400. 


Counting and 
wrapping machines 


Three portable, lightweight coin 
counting and wrapping machines 
have been introduced by the Univer- 
sal Machine Company, Inc. 

The manual Model 10 counts up 
co 2,000 coins, wraps up to nine rolls 
a minute, and weighs 16 pounds. 

The electric Model 20 counts up 
to 2,000 coins, wraps up to 12 rolls a 
minute, and weighs 19 pounds. 

Model 220 is a high-speed elec- 
tronic machine with per minute 
production of up to 3,000 coins and 
15 rolls. Options include motorized 
hopper, dual coin chute, and auto- 
matic roll crimper. The machine 
weighs 39 pounds. 

Models 10 and 20 are 7” high, 
8%” wide, and 13” deep. Model 220 
is 7%” high, 1034” wide, and 1434” 
deep. 

For further information about 
these all-metal machines, contact 
Universal Machine Co., 5201 So. 
Hampton Road, Dallas, TX 75232. 
Telephone: 214/330-5261. 


PERMANENT PROMOTION 


“Every issue of the high school newspaper has carried our discount coupon (eight tokens for $1), 
since we started it as a grand opening idea. The cost is so low, and the response is so good, that we 
wouldn't think of dropping the coupon ad.” 


PLAY METER, April 1, 1984 


Reprinted from “Notes & Quotes” 
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Technical Topics 


a 


MOS/FET / J/FET 


Lesson 2: Metal-Oxide-Semiconductor 
Field Effect Transistor 


Editor's Note: The material below is a serialization of the Kurz Kasch correspondence course for electronics, 
designed specifically for the coin-operated amusement industry. This course is copyrighted and owned by Kurz 
Kasch of Dayton, Ohio, and its reprinting is being sponsored jointly by Kurz Kasch and Play Meter magazine. This 
material is authorized for publication exclusively in Play Meter magazine. 


Lesson Two — Metal-Oxide-Semiconductor Field Effect Transis- 
tor (MOSFET). This lesson is an introduction to the MOS type 
FET. It includes the structure of the device. The operational 
characteristics are also studied, including both the enhancement 
mode and the depletion mode. 
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Fig. 2-1. Cross Sectional View of a p-Channel Enhancement 
Mode MOSFET. 


From the diagram in Fig. 2-1, it is seen that the p-channel 
device is constructed from two p-type areas which are diffused 
into an n-type bar (or substrate) with a layer of silicon oxide 
deposited on top of the junctions. Covering the top of the oxide 
is a layer of metal which is the gate. The two p areas are the 
source and drain with the drain being the most negative terminal 
for the p-channel device. The silicon oxide acts as a high 
impedance insulator which isolates the gate from the rest of the 
material. Since the gate is so well isolated from the source, there 
will be no current flow in the gate circuit which allows the 
MOSFET to be useful in high impedance circuits. Because of the 
construction of the drain and source which act as two 
back-to-back diodes, there will also be no current flow between 
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Fig. 2-2. Generation of the Inversion Layer in a MOSFET. 
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these terminals under zero gate voltage. This is unlike the JFET 
which has a maximum current flow for zero value of Vcs. 


OPERATIONAL OF AN ENHANCEMENT MODE DEVICE: 


By connecting the source and drain terminals together along 
with the substrate to ground and by applying a negative voltage 
to the gate (shown in Fig. 2-2), the n-type region under the gate 
begins to change. By a process known as inversion, there will be a 


certain value of gate-source voltage that will cause the n-region, 
just under the gate and between the source and drain, to change 
into p-type material. This inversion layer will form a low 
resistance p-channel which connects the source to the drain. The 
value of gate-source voltage which just starts inversion is known 
as the threshold voltage or Vi. This voltage is a function of the 
n-type material, gate dimensions, and the dielectric strength of 
the oxide. If current were flowing in the channel, the gate-source 
voltage greater than Vj, would tend to enhance this current. This 
is so because the inversion layer penetrates deeper into the 
substrate as the voltage is increased and therefore allowing the 
channel resistance to decrease. The conductance of the channel 
has a nearly linear relationship to Vgg as shown in the typical 
curve of Fig. 2-3. Notice that the conductance will be zero for 
Vcg less than Vt, and increases as Vg goes beyond V¢tp. 


If the source terminal is reference to ground (to prevent a 
forward bias on the substrate, this terminal is usually tied to the 
source for most applications) and with a gate bias greater than 
Vin applied, the drain current will increase linearily as Vp¢ is 
increased for small values of drain-source voltage. This is the 
same as for the JFET. However, as Vpsg is increased, the IR drop 
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Fig. 2-3. Channel Conductance vs. Gate-Source Voltage for a 


MOSFET. 
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Fig. 2-4. Variation of the Inversion Layer Between the Drain and 
Source. 


in the channel will cause the inversion layer near the drain to 
decrease which begins to limit the drain current. The shape of the 
inversion layer will be in the form of 4 wedge as shown in 
Fig. 2-4. As the drain-source voltage approaches the value of 
Vos, the drain current saturates and any additional increase in 
Vps will produce very small changes in Ip. By varying the value 
of Vcs, Ip can be modulated as in the case for the JFET except 
that an increase in Vgg will produce an increase in Ip. The drain 
characteristics are plotted in Fig. 2-5 for a typical p-channel 
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Fig. 2-5. Drain Characteristics of an Enhancement Mode 
MOSFET. 
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Fig. 2-6. Gate Transfer Characteristics of an Enhancement Mode 
MOSFET. 


MOSFET enhancement mode device. Notice that the curves 
become squeezed closer together for Vgg near the threshold 
value. The gate transfer characteristics of the MOSFET closely 
follow a square-law curve as shown in Fig. 2-6 which is a typical 
characteristic curve. 


PLAY METER, April 1, 1984 


metal 


LLLLLLL) 
| oxide 


oxide 


source 


substrate 


Fig. 2-7. Cross Sectional View of Depletion Mode MOSFET. 


OPERATION OF A DEPLETION MODE DEVICE: 


The second operating mode of the MOSFET is the depletion 
mode device which is constructed with a channel region already 
connecting the source and drain. This device is shown in Fig. 2-7. 
As for the enhancement mode device, there exists a layer of 
metal (gate) over a layer of oxide which covers the p-channel 
region. With zero gate-source voltage, a certain amount of current 
will flow through the channel which is labeled Ipgsg, just as for 
the JFET. Since this is a p-channel device, the application of a 
positive Vgg will cause a depletion region to be formed in the 
channel which will tend to limit the channel current. Again, the 
action is similar to the JFET. 


However, by applying a negative Vcgs as was done for the 
enhancement mode device, the n-region just under the channel 
will invert to p-material which increases the channel thickness. 
Therefore, as Vgg is increased in the negative sense, the drain 
current will increase. This action is very much similar to the 
enhancement mode device. Since the depletion mode MOSFET 
can operate either as a depletion mode or an enhancement mode 
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Fig. 2-8. Drain Characteristics of an Enhancement/Depletion 
Mode MOSFET 
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Fig. 2-9. Gate Transfer Characteristics of an Enhancement/Deple- 
tion Mode MOSFET. 
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drain 


device, it is sometimes called an enhancement/depletion mode 

MOSFET. A set of drain characteristics and gate transfer 

characteristics for a typical enhancement/depletion mode MOS- m 

FET is shown in Figs. 2-8 and 2-9. 5 
— 


+ Vos 


substrate 


Source 


SUMMARY: 


(=) VGs (volts) (+) 


Enhancement/Depletion mode MOSFET 
The first two lessons have been devoted to the basic theory 


of operation for the JFET and MOSFET. The modes of Fig. 2-10. Gate Transfer Characteristics for n-Channel FETs. 
operation for these devices can be summarized from the gate 

transfer characteristics. Fig. 2-10 shows a set of transfer 

characteristic curves for the n-channel FET while Fig. 2-11 shows 

the same for the p-channel FET. 


Some of the important facts about FETs which can be 
drawn from these lessons are: 


1. High input impedance — Either a reverse biased 
diode or an isolated terminal allows the gate-to- 
source impedance to be very large. ee De eon 
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2. Square law characteristics — The drain current in 
an FET is related to the square of the gate-source 
voltage. 


3. Majority carrier device — Unlike the conventional 
bi-polar transistor, the current through the FET is 
generated by one carrier; this allows it to be 
immune to nuclear radiation. 


source 
4. Simple manufacturing process — (especially for Depletion mode JFET 
the MOSFET) This allows a high volume, low-cost 
manufacturing line to be established. 
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Enhancement mode MOSFET : Fig. 2-11. Gate Transfer Characteristics for p-Channel FETs. 
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TAX TIPS 


By 
Irving L. 
Blackman 


Even the doom and gloom crepe 
hangers acknowledge that the reces- 
sion is over. The recession cut back 
figures in most businesses...all but 
one that is...accounts receivables 
grew during the decline. Unfortu- 
nately, receivables remain a linger- 
ing problem. 

If you don't collect an account 
receivable, a tax write-off is the next 
best thing—and the sooner the 
better. Essentially, there are two 
methods of deducting bad business 
debts: (1) Bad debts may be deducted 
when an account becomes worth- 
less, called the “direct write-off 
method”; or (2) you may establish a 
reserve, called the ‘reserve method.” 


You can elect either method when 
you file your first tax return. 

The direct write-off method 
forces you to examine each receiv- 
able at year-end. Of course, each 
totally uncollectible account can be 
written-off. Also, any portion of an 
account that has become partially 
worthless can be deducted. However, 
a deduction for estimated amounts 
pertaining to accounts that might go 
bad is prohibited. 

The reserve method is recom- 
mended. Why? Under the reserve 
method, your bad debt deduction is 
accelerated. For example, assume 
your accounts receivable at the end 
of the year are $500,000. Previous 


Making the Best 
of Bad Debts 


experience shows you that about 2 
percent of your accounts receivable 
at year-end will ultimately be 
written off as uncollectible. You can 
set up a reserve of $10,000 (2 per- 
cent $500,000) if you elected the 
reserve method. You get an immedi- 
ate $10,000 deduction although you 
cannot identify which accounts are 
likely to go bad. 

What can be done if you are on the 
direct write-off method but would 
prefer the reserve method? Switch! 
You'll have to get IRS permission, 
but that’s easy. Simply file Form 
3115 within 270 days after the 
beginning of the taxable year to be 
covered by the return. e 


I never met an owner who didn't 
like to take money out of his closely 
held corporation. It is rare to be able 
to pull off a money-out maneuver 
with the blessings of the IRS. Yet it 
can be done easily with a so-called 
“charity bail out.” 

Many owners of closely held busi- 
nesses are rich on paper but have a 
constant case of the cash shorts. An 
owner (let's call him Joe) would like 
to make a $50,000 contribution to a 
charity. Great idea, but the money is 
in the corporation. Joe knows a 
dividend from the corporation, 
followed by a gift to the charity, is 
tax suicide, and a corporation's 
charitable deduction is limited to 
only 10 percent of taxable income 


Use a Charity 
to Get Money out of Your Business 


...What to do? 

A charity bail-out to the rescue: 
Joe makes a charitable contribution 
of his stock, followed by a redemp- 
tion of the stock by his corporation 
(Go Inc.). For example, Joe, who is 
in the 50 percent tax bracket, gives 
$50,000 of Go Inc. stock to his 
church. The contribution on Joe’s 
tax return will reduce his tax bill by 
$25,000. After the church gets the 
stock, with no strings attached, Go 
Inc. offers the church $50,000 for 
the shares. Although not legally 
obligated to do so, the church 
accepts the offer. Go Inc. then 
redeems (buys) the stock from the 
church. 

Let's total up the net results: Joe is 


in-pocket $25,000 and his owner- 
ship interest in Go Inc. is unchanged. 
The church has $50,000 in cash 
while Go Inc. has $50,000 of treasury 
stock. Tell your professional to read 
Rev. Rul. 78-197. e 


Irving L. Blackman and James L. 
Harfield are partners in Blackman, 
Kallick & Company, Ltd. Certified 
Public Accountants, offices in 
Chicago (180 North LaSalle Street, 
Chicago, IL 60601), Miami, and 
Houston. Irv’s firm has established a 
HOTLINE to answer the tax and 
accounting questions of Play Meter 
readers. Call Jim or Jerry Sauve’ at 


312/782-3424. 
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CLASSIFIED 
ADVERTISING 


(GUARANTEES TO DOUBLE YOUR COLLECTIONS: 
OR YOUR MONEY BACK! | 


only $65.00 each | 


Quick & Easy 
On-Site Installation 


For more information on how Zoom Power doubles collections 
on ANY maze game call: 


1 800/641-4645 


0d Siew 


600 Clover Street, Los Angeles, CA 90031 
213/225-1340 
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"USED P C BOARDS 


BUY e SELL e TRADE 
Hundreds in stock! 
|. FLIP-OVER ASHTRAY Pac Man Ms. Pac Man Rally X 
our phone call any Monday will give | ; i | 

you one free A-1 Cup Holder wih oa Amidar Phoenix Lady Bug 
order of five (5) or more Ash Trays! Frogger : Zaxxon Kangaroo 

A-1 PRODUCTS CO. Tunnel Hunt Donkey Kong Scramble 
333 N. Queen St., Kinston, NC 28501 Oix : Defender — Galaxian 


919/52 


7-8241 | 
7 ~ MANY MORE TO CHOOSE FROM! 
PARTS ¢ SUPPLIES ¢ SPEED-UP KITS 


Y.C. ENGINEERING 


615/793-5669 615/793-9142 
: Telex: 53-4623 


POSITION AVAILABLE 
Coin machine distributor poised for West 
Coast expansion. Need Manager respon- 
sible for sales, marketing, AR, AP, finan- 
cial P & L and personnel. Qualified appli- 
cant send resume include salary history 
and requirements to Play Meter, Dept. SE, 
P.O. Box 24970, New Orleans, La. 70184. 


— ALPHA - OMEGA SALES 
Send your Boards, Monitors, and Power Supplies to 
Frank “The Crank” — He'll Fix Them Right!! 

We'll split the freight on all pre-paid orders—minimum $500 


”A 
: ENTERPRISES * INC. 
Lomma Building, Dept. 105, Scranton, PA 18505 
717/346-5559 


Air Hockey @ Chexx @ Video Jukes @ Great Guns @ Spy Hunter @ Space Ace ® Foosball e Crossbow ® King Pin Track & Field 
© Tapper @ Pole Position 2 ¢ Pool Tables e Bill Changers Jukes @ Pins @ Lasers @ “Closeouts Arrive Daily” 
| - — Low, Low PRICES on the Hottest Kits— 
Space Ace @ Champion Baseball 2¢ Time Pilot 84’ Up & Downe Tin Star @ Popper @ Dr. Micro @ Major Havoc®@ Millipede 
_ Mr. Do!’s Castle @ Pole Position 2 @ Junior Pac-Man @ Donkey Kong 3 @ Time Pilot ¢ Mega Zone @ Cloak & Dagger @ 
| :  . Exerion @ Mario Bros. @ Elevator Action @ Intrepid 


Greyhound 3 in 1 and 4 in 1 @ Roc ’n Rope - $395 

* NEW .984, .882 & .900 Brass Tokens — 5¢ each * 
‘LOWEST PRICES ON GREYHOUND VIDEO CARD GAMES — AMUSEMENT ONLY! 
* Location Ready Specials - All Fully Guaranteed For 30 Days * 


te Lox Wij ........... $ 995 ig bp ited ._... 1 so Zoo Keeper......-..----+---->> 895 

entipede.......... kk. 795 ac-Man ........-- — 

Lipa il Gacchall...«.iéi(j#(y§N(((‘N. 1095 Aes Potion  ..__.sdisi‘i‘##ucs. Lisi GAMES $395 

x....................... 1695 Pole Position 2.........--+++++> 2995 

Donkey Kong & Jr. ..........--: 495 Popeye .......---- eee eere reer 495 Bezerk, Defender, Frenzy 
DONKEY KONG 3.............. 995 Orla ................-.- 1095 Galaxian, Gorf, Moon Cresta 
Elevator Action ..... i. 1095 Q*Bert (ct) new........-----++- 995 Omega Race, Phoenix, Tempest 
Pxerion. ws ( i‘#“§C8 eee 1095 Robotron.......---- seer reece 595 Pins as is complete $150 - 175 

ee rrrr——r—“*SNN 895 Rowe bill changer 25 mc......-. 1895 Eight Ball Deluxe call 
iont. iti‘ (‘(‘ (‘ ‘ ; ....... 695 Ee mrrr— 49 e se eeeeeees ser 
jJuniot PaccMan................ 1495 ee rr—“—i—s——C—sSS 995 entaur .....-- seer re eeees 
MACH iG@0)........ 0. 3395 | Super Pac-Man ...........----- 695 Speaneasy ----------+ ++: >= 895 
Moaotros......._........... _ 885 Time Pilot ........3.----eeees: 895 Silverball ..........---+++-- 395 


oeerewereeer eee eee eee ee 


CALL! We’ve got ’em! 3 Coral Street 
Edison, NJ 08837 


Conversion Labor $100 994 /738-1800 


Ppa iner tar gee ex tad Soy oak ea. ey Sak a et as ik Se el ae, Sa 
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FOR SALE 


ESTABLISHED GAME ARCADES 
(With proven cash flow) 


Asking down 

$ 85,000 
100,000 
30,000 
40,000 
85,000 
50,000 
30,000 
75,000 
35,000 
45,000 
40,000 
25,000 


Location 
Albuquerque, NM 
Benton Harbor, MI 
Emporia, KS 
Lewiston, ID 
Moscow, ID 
Selma, AL 
Spokane, WA 
Waco, TX 
Salt Lake City, UT 
Sheridan, WY 
Gilbert, WY 
Mesa, AZ 


(mall) 
(mall) 
(mall) 
(mall) 
(mall) 
(mall) 
(mall) 
(strip) 
(strip) 
(strip) 
(strip) 
(strip) 

Buy © Sell © Merge 
Call the company with industry experience. 
R.W. Bloom G Associates, Inc. 

7101 N. Cicero Ave. Suite 108, Lincolnwood, IL 60646 


912/676-8722 


Ask for Bob Bloom 


FOR SALE 


5 in 1 moneymaking 
countertop card games 
Amusement only 


| We are the Game-A-Tron distributor! 
For a limited time only we have a low 


price of $1395. 
_ We can supply your adult game needs! 
: Write or call: 


K.A.C. ENTERPRISES 


653 Debra, Greenville, MS 38701 


601/334-3162 or 378-2517 


HOLDER 
$4.50 


Your phone call any 


order for 5 or more. 


A-l1 PRODUCTS 919/527-8241 
333 N. Queen St., Kinston, NC 28501 


Call us to ous ooh, ts 


e'll th anything 
with : 


imbursed for your call with every 
1. Master Card and VISA welcome. 
Call Tony Scarpeiti at 


(316) 686-1932 


GOOD BUYS! 


Le NATIONAL GAME MARKETING 


HUNUEUEUOUOUUOUUENENUUUUUUUUUUNESHOUOUUUGENEEHEGUUOUUNUNENEEEEUOOUOUUNDENESOOOUQUSEEROUONOUD 


/ 
TOUGH GUY 
CUP n’ COIN 


Monday will give you 
free cup holder with an 


i 


ROUTE CLEARANCE SALE 


Ms. PacMan............ $1150 
jout.:.:ti‘(‘<‘C(;éCOw#(O#OC@w#CO(‘#(Cw‘C(;#CC#C# a73 
ttoe................. 450 
DigDug............... 475 
Ceatipede............... 695 
Mragonsiair........... 2550 & 
MACH.3............. 3550 


PAC MAN PLUS KITS MIDWAY 
MANUFACTURED $75.00 
** 30 DAY WARRANTY #** 


B & B VENDING 
1560 Edison St., Dallas, TX 75207 
214/747-0041 


OFFICES IN: Dallas; Midland/Odessa 
Amarillo and EI! Paso 
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TICKET 


DISPENSERS 
Now Available For 


VIDEO GAMES 


Kits or Components 
Harber Technology 
213/742-1053 


WANTED: Pre 1970 pinball machines, 
back glasses, play fields. Call Rob at 216/ 
369-1192. 


DRAGON'S LAIR 
SLIPPING OFF? 
Stay competitive convert to 


1 COIN/PLAY 


e Extends game life 
e Increases overall revenue 
e Attracts new players 


e 10 minute installation 


$29.95 
(heck or C.O.D. 


COIN DOUBLER 


311 SW 3rd Ave. 
Gainesville, FL 32601 


904/371-9149 
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Four Arcade Sites adjacent to theatres 


in busy metro shopping centers in Denver, 
Colorado. Seeking a manager or an opera- 
tor sub-lease. For more information please 
call 303/355-4550. 


‘ USED GAME 
§ HEADQUARTERS 


Prompt Delivery Nationwide! 


»* 


Pole Position 
Ms. Pac Man (ct) 
Discs of Tron (new) 
Junior Pac Man kits 
(new) 


MANY MORE! 


R.B. ENTERPRISES 
409/569-9649 


FUN ENTERPRISES 
318/462-0225 


Kee eK wr HK 
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Convert Your Defender, Bezerk, Stargate, Zaxxon 


To 


x CHAMPION BASEBALL « 
In Only 15 Minutes With Our Custom-Made Kits! 


$595 


Kit includes custom-made control panel with new joysticks and buttons 
custom-made to fit Defender, Berzerk, Stargate and Zaxxon upright 
games. Kit also includes monitor, plexy, and header panel and original 
p.c. Baseball board complete with “plug in” and ‘wiring system.” 


VIDEO WARE, INC. 


600 Clover St., Los Angeles, CA 90031 


213/225-1337 


Antiques:Jukes from early 50’s Williams 4 


Bagger Baseball, Beauty Contest. Bernard 
Furman, 105 Mary Lane, Scranton, PA 
18505. 717/347-8595. 


ARCADE FOR SALE 


Many went under last year. WE 
SURVIVED. Our net was $68,612. 
56. This snack bar and game 
room with jukebox, bill changer, 
and 45 top games is a working 
business that could be made bet- 
ter. The outlook of the industry is 
good. So is this Game Room's, 
located in New Iberia, LA (in a 
strip center). Sale Price 22 times 
net - $171,531.40 (negotiable). 


Send inquiries to: P.O. Box 91883 
Lafayette, LA 70509. 


Dragon’s Lair Slipping? 
Increase overall profits. Convert to 1 Coin 
Play. Return to realistic attractive pricing 
structure. Easy 10 minute installation. 
$29.95 Coin Doubler 904/371-9149 


GAME & KIT 
HEADQUARTERS 
FIREFOX 
SPACE ACE 
STAR RIDER 
SPY HUNTER 
TRACK & FIELD 
ICE COLD BEER 


KITS 


JUNIOR PAC MAN 
DONKEY KONG 3 
POLE POSITION 2 
MR. DO!’S CASTLE 
ELEVATOR ACTION 
EXERION 
MEGA ZONE 


A\yyS Distributors 


8431 Mastin Drive 
Post Office Box 4057 
1 Overland Park, KS 66204 


| 913/642-9744 


PAC-MAN © MS. Ss. PACA ws . 
Not WithTheNew [a | PARTS 
HOT PURSUIT BUTTON — MANAGER 
Bring Them Back To Life! : 


Needed for progressive 
distributor in metro New 


- This kit enables the player to play at a super fast speed or regular speed dunno 
_ game play. Thus, making the game much more exciting for the player, vals 


1 increasing revenues of Pac-Man or Ms. Pac-Man dramatically. York area. Experience 
| _KIT INCLUDES ‘FEATURES 


_ @ HOT PURSUIT BUTTON © EASY 10 MINUTE INSTALLATION | necessary. Full company 
| © 3 SPEED ADJUSTMENTS @ IMMEDIATE DELIVERY + + ~—™'(|_:sé&g)s benefits. Call Mr. Kress 
oor WIRING © AMAZING REVENUE INCREASES at 
| @ INSTALLATION INSTRUCTIONS @ DEALER INQUIRIES WELCOME — 
dha e HOT PURSUIT MARQUEE DECALS © QUANTITY DISCOUNTS | | 


ONLY $29.95 VIDEO CADINETS co. | 914/347-3777 


ji Send Check or Money Order to: | 1305 Newton St. 
_ Ohio Residents Add 5.5% Sales Tax _ Akron, Ohio: 44005 


_216/ 733- 7087_ 


+ 


SOCTT ECCT TUS UC CCC CCTCTUCCT TT" 


—USED— 
PC BOARDS 
© TOP GAMES 

¢ BEST PRICES 


COMPLETE KITS | 
$145 _. $95 
_ Space Dung . | ry: ini) 


$195 
| Pac Man (UR) 
Pac Man (mini) 
~ Pac Man (CT) 


Eagle 


GERI III III IIA IIASA SIS ASIN 
oe Ee ee ee ee eee re en. se 


Saas Man - ee alr : : Pie Call Leslie: 
onkKey Nong efender : | 
a eB 516/293-0087 
Jungle Hunt MENT CO. INC. Spicer 
_ 2 REELS AMUSEMENT ON | Cee — SOOO UU 
, 803/662-5531 ea | 


PROTECT YOUR EARNINGS 
~ WITH THE 
CAPRICORN ALARM SYSTEM 


gue eEMMNNTAMAMANANAANEMMAAAENEMMMNENNNENNANNHNIN . 


INFINITY 1— 


THE GAME OF A THOUSAND ee 
_ New Games Complete * $595 (F.O. B. Chicago) — 


KITS-While they last! — * Plus 84’ Releases * 
Mr. Do!’s Castle ........ $call ‘Star Trek ..... - $595 _ 


Donkey Kong 3......... call Eves................... 975 


e Stops Thefts & Vandalism 

@ Self-Contained Unit 

@ Complete With All Hardware 
| @ Fast And Simple To Install 

© Low In Cost 

DON’T WAIT FOR ANOTHER 

BREAK-IN OR RIP-OFF 
* ORDER TODAY! * 


a :. 

E loverBoy.............. call Poovan........,. 2 E [_ <a | 
© iW§irepid ............ call King lut............. jf B | Model CASI for Vid Pinballs, | 
= Megafzone........... call Lady Bug..... oo... IS = | ee 8 ac On. ee | 
| z Cloak & Dagger eee eee. call bee beeen ee eee eee - a z | Model CAS-II for Pool, Foosball, | 
z Roc n’ Rope etn eee ees 375 | | Vending Machines . . $54.95 ea. Qty —_ : 
. All Laser Games Available From $1995 -E | 10% discount on orders at 10 or more. | 
= ' = | Please allow 2 to 3 weeks for delivery. | 
f Plus Hundreds More! - Call for Current Prices | i Dealer Inquiries Welcome 
4 4 | NAME l 
i 312/280-7610 — a | ADDRESS ———_____ 
7 HOFFMAN INTERNATIONAL a eee 
= = | CAPRICORN ENTERPRISES | 
= — 600 N. McClurg Ct. Ste. 309, Chicago, IL 60611 = | P.O. Box 50021, Midwest City, OK 73140 | 
— : Telex: 280208 Hoffmn. Int. Coo. si—c ict = | 405/732- 7570 l 
_ SE ee ADRES SR SI Sseellonoeesliceeetl ean ieeeedemeeetiommeeliansetineenttenetiometinntiamntiamtinmetiane _ 
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CONVERSION | |[ QUICKIT.. 
KITS CONVERSIONS MADE SIMPLE & FAST! 


and supplies @ Cut your conversion kit installation time 
by as much as 75% 


WANTED @ No technical expertise needed. Almost 
USED PC BOARDS 


anyone can do it. 


FREE QUICKIT with purchase of any of our 
conversion kits! 


Only available through: 


Eldorado Products Ltd. | M.H. ASSOCIATES 


14816 Main Street 
Gardena, CA 90248 Fargo, ND 


213/516-9525 1725 N. Ist Ave. 1 800/VID-KITS inND _ 701/237- 
Fargo, ND 58102 843-5487 a 4563 
*Patent Pending 


CALL FOR QUOTES 


UPGRADE YOUR PAC-MAN OR MS. 
PAC-MAN! This new conversion gives play- 
ers a choice between the original game andthe 
faster, more challenging EXPERT LEVEL. Guar- 


Game Room For Sale: Space age color- 
: ing, luxurious multi-level bar, disco, pinball 
M.A.C.H. 3 COCKPIT arcade. (U.F.O.-higher intelligence game 


anteed to ine ese collections! Game labels and Like New room. Tim’s Corporation 907/647-6312. 
instructions included. Five minute ingstaltation. ND 
Write for free information or send $79 per kit $3995 or best offer 


to. MBN. Electronics Dept. 2, 262 Courtland | - For Sale: Prestigious route in Washington 
St.. Painesville, Ohio 44077. (In Ohio add 5.5% 205/345 0687 
sales tax) 


D.C. 27 games and 4 routes. $50,000. 
301/762-7978 


WE HAVE THE LOWEST PRICES IN AMERICA 
FOR LEGAL PRINTED CIRCUIT BOARDS! 


“TOO many coins 
or tokens to 


P Lid 
rpaetathen ss COMPLETE KIT INCLUDING GRAPHICS! 
Cut Counting Time TITLE PRICE FOR L.A 
70% with Klopp Scie Rosy | is 


Cou nters & Sorters Champion Baseball 


Time Pilot 

Bump n’ Jump 

Roc n’ Rope 

Mc.0o ........................................... 445 
Mario Bros 

Lady Bug 


Sort 1000 coins per minute. 
Count/wrap $1,000 
in 20 minutes or less. 
Portable, manual or electric 
rugged, no plastic, made in USA 
Full one-year warranty 
Economically priced 


“AND MANY MORE QUALITY BOARDS AT QUALITY PRICES” 
* P C BOARD ONLY 


— Call or write for full details —— 
“Our 53rd Year” 


KLOPP. 


KLOPP INTERNATIONAL, INC. 
P.O. Box 708 


Pinellas Park, Florida 33565 
(813)522-9425 


600 Clover St. 
Los Angeles, CA 90031 


213/225-1337 
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NORTHERN CALIFORNIA'S] 
VIDEO CONNECTION | 
Lowest Prices On: 
CONVERSION KITS/BOARDS 
NEW & USED GAMES 


NOW! 


25¢ PLAY DRAGON’S LAIR! 


COMPLETE KITS 
Denke’ Kong—$145 @ SS 
onkey Kong, Jr.—$245 
Kits Include: P.C. Board, Header, 
Control Panel & Front Plex 


BUY @ SELL © TRADE 
916/678-5189 


THE ORIGINAL GOLDEN 
* SINGLE COIN ADAPTOR x 
*%*% HUNDREDS SOLD! xxx 


* Easy Attachment 
* No Cut Traces 


* Does Not Affect Existing Circuit 


only $39.95!!! 
WE SPECIALIZE IN VIDEO BOARD REPAIR 
Also, works on all other 50¢ play machines - ie. MA.CH. 3, efc. 


GOLDEN DIGITAL SERVICE 
2117-C Industrial Court 


VISTA, CA 619/727-1660 92065 


REPLACEMENT 
MARQUEES 


For all current games - $25 
O.E.M. prices available 
E-PROMS 


2764’s - $9.00 each 
9732's - $5.00 each 


SUZO JOYSTICKS 
with micro switches 


AUCTIONS $10.00 each 


Power Supplies - KGD - 23 


Hundreds of new & used videos, pins & jukes $40.00 each 
10 AM SAT. MARCH 17, TEMPLE, TX +5V / 6 amp -5V / 1 amp 
Over 30 Used Pool Tables & Over +12V / 1 amp 
25 Good Used Jukes. 
SAT. MARCH 24 SAT. MARCH 31 | New Way Video Systems 
DALLAS, TX TEXARCANA, AR 21 Langdon Street, Everett, MA 02149 


617/322-2033 


CALL FOR AUCTION LOCATIONS & SPECIFIC GAME LISTS. 


TERMS: Cash, cashiers check, personal or company check only with 
verifiable letter with bank guarantee and with statement of limit. 


For more information call: (501) 774-0777 . COIN MACHINE 


AUCTION CONDUCTED BY: MARK C. THOMAS & GARRY HOLOCOMB 
1414 NEW BOSTON RD., TEXARCANA, AR 75501 DISTRIBUTORS, INC. 
LICENSED & BONDED — TXE. 064-1322 ARS 014-0484 THE OPERATORS CHOICE! 


Representing All Major Manufacturers — 


® QUALITY EQUIPMENT 


© EXPERT COUNSELING > 
& SERVICE 
® PARTS & SERVICE 


SSS ESC CL CCE CCR RR 
ala ala colt als als ala 
*** ROUTES WANTED * ** 


Established company wishes to buy and sell music, amusement 
and/or cigarette routes in PA, NJ, DE, MD, WVA, VA or NC. Any 
size routes considered, large or small. 


Dg 


350 Thorens 
Garden City Park, NY 10040 
516/294-9490 
212/204-8828 


425 Fairview Park Dr. 
Elmsford, NY 10523 
914/347-3777 
212/538-1285 


304 Murphy Rd. 
Hartford, CT 06114 
203/278-6626 
800/842-8255 


11800-14 Industriaplex Blvd. 


We will do a computer analysis of your business and bid or will 
screen competent, interested parties to purchase your accounts 
and equipment at a fair market value. 


All information will be kept strictly confidential. 
FOR INFORMATION CALL 
1-800-424-1100 
IN PENNSYLVANIA CALL 
iB 1-800-422-1100 
SCIVICES Ask for Ronald Lee for strictly 


eee confidential inquiries. 
TORO IO ROO IOI IOI FORO ITO RTO RIOT DATO KIO 


800/63.2. 6432 LA 
800/262-5188 MS & AR 


Pees ¢ 6 oo 6 6 & & ¢ 4.4.4. 2.2.¢.4,.¢.4.4¢.¢. 4.4.4.2.) 
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2 BIG 
AUCTIONS 


SATURDAY 
MARCH 31 
& MAY 5 


Featuring ... the 
world’s first laser 
disc adult rated 
poker game. 


200 + games, buy & sell, 
spaces available for new & 
good used videos, pins, jukes, 
pool tables & vending 
machines. 


Hwy. 70, 3 Miles W. of 
Clayton, between Raleigh & 
Goldsboro, NC. 

For More Information Contact: 


Jeff or Sherri Conrad 


919 / 469-2406 


FREE REFRESHMENTS DONATED 
BY COORS & PEPSI 
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Your Old Color 
PC BOARDS 


For Export 


213/225-1337 


VIDEO WARE, INC. 
600 Clover Street 
Los Angeles, CA 90031 
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LEARN TO REPAIR 


e Video Game Boards 
e Power Supplies 

e And Monitors 

IN YOUR OWN HOME! 


Our complete Analog and Digital 
Course is taught on ten (10) video 
tapes (approximately 30 hours) 
“100% Satisfaction Guaranteed” 


For More Information, Call: 
800/221-0834 


(in NY State) 212/377-0369 


or write: Electronic Institute 
of Brooklyn 
4801 Avenue N (corner E. 48th St.) 
- Brooklyn, NY 11234 


M.A.C.H. 3 (SD) - 3350 
Astron Belt - 2500 


For additional prices on pay 
phones, games, etc. We'll be at 
Booth # 648 


Coin Communicators 


812/332-0568 


Company Name 


City CS atc Zip 
Visa Acct. No. 


Master Card Acct. No. 


Authorized Signature 
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PLAY METER CLASSIFIED ADVERTISING 


Play Meter’s classified ads are sold by word (75¢ per word with a $10.00 minimum) 
or by inch for a display-classified ad ($30.00 per column inch with a 1 inch mini- 
mum and a 20 inch maximum). Prepayment must accompany ad. You may pay by 
check, money order, Visa or Master Card. Deadline schedules are available upon 
request. Send ad orders and prepayment to: Play Meter Magazine, P.O. Box 24970, 
New Orleans, LA 70184. For more information, contact Karen Gray 504/838-8025. 


Write in or attach ad copy 


2 ae } aaa B axe } ces} santo ) 


WE BUY AND SELL 


CHEMICALS, FILM, PARTS 
BEST PRICES GUARANTEED! 


ED HANNA 
PO Box 290777. Davie, Florida 33329 


305/474-5888 


SORT & COUNT 
.~COINS FAST 


COIN COMPACT 


REUSABLE 
SORTER COUNTER COIN 
PACKAGER 12" x 12’ PACKS 


NADEX plastic coin equipment and reusable 
coin packs provide today’s best value for small 
volumn coin handling. FREE TRIAL OFFER: 
SATISFACTION GUARANTEED. Write for details. 


-NADEX Industries bept. 84005 
— 220 Delaware Ave., Buffalo, NY 14202 


Phone 

Total Enclosed 
Expiration Date 
No. of issues 


ss 
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NEWS BRIEFS 


Michael Kogan, president of Taito Corporation, is dead at age 64. The founder of one of the 
world’s largest manufacturers, distributors, and operators of amusement machines spent his life in 
China and Japan, but died in the United States, succumbing February 5 to a heart ailment for which he 
was being treated at the UCLA Center for Coronary Disease. (Full story next issue) 


ee eee ee es 

The Montana Supreme Court has ruled electronic poker machines are illegal despite a state law, 
the Montana Card Games Act, that authorizes the playing of poker. In reversing a District Court ruling, 
the Supreme Court found video poker games to be slot machines. (Full story next issue) 


The Amusement Showcase International, held February 17-19 in Chicago, hosted most of the 
industry’s manufacturers and distributors, but failed to live up to its billing as an industrywide show. 
Although official attendance figures were not available at press time, only a handful of operators— 


most of whom reside either in or within driving distance of Chicago—showed to review manufacturing 
releases. (Full story next issue) 


Simutrek, a short-lived California manufacturer which showed its only product, Cube Quest, at 
the AMOA Exposition in October, has stopped making or shipping games. 


Mylstar officials have positioned themselves to take legal action against their distributors who 
refuse to accept previously placed orders for M.A.C.H. 3. Sales of the laser disc video game halted 
rather abruptly in early December, despite reports of continued high earnings. It’s estimated that 
Mylstar distributors have managed to sell 3,300 M.A.C.H. 3 games. They are refusing to take additional 


pieces they had ordered and trying to get Mylstar to take back some of the M.A.C.H. 3 games they 
have already taken but cannot sell. 


Namco has begun licensing its games for distribution into homes via cable TV. The NABU 
Network, a Canadian firm which delivers educational and professional software to cable subscribers, 
has licensed Pac-Man, Galaxian, and Dig Dug for its cable system. 


Coin Controls has appointed James Industries exclusive marketing representative for all Coin 
Controls O.E.M. products. Coin Controls manufactures coin doors, coin acceptors, and joystick/button 
controls for the coin-op amusement industry. 
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lock-Ola: 


New Super Sound System 


® Tuned, acoustically balanced enclosure. 
@ 4 speaker Super Sound includes two 12" speakers. 


New Centralized Control 


@ Push button pricing. 
@ Weekly and cumulative income totals. 
@ Front serviceable. 


SUPER 


200 Selections 


OLND 


New 200 Selection System 


® Rock-Ola time-proven mechanism. 
@ Accurate indexing/voltage regulated. 
@ New record guide to handle warped records. 
®“ Record-Setting 


OROCK-OLA 2 


over 50 years. 
Rock-Ola Manufacturing Corporation, 800,North Kedzie Avenue 
Chicago, Illinois 60651, (312) 638-7600 TWX 910-221-2716 
International Telex 499-0276 


